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May gui C is here to 


help you cash in on today’s 


demand for 


You’ve noticed it, too—the new trend in fashion. 


(gegen: 


design, and decoration. Away from plain, simple 
lines toward richness of ornament, elegance of detail. 
You see it in jewelry, in women’s clothes, in furnish- 


ings—and now in silverware. 


You find it in MARQUISE—the gorgeous new pattern 


in 1847 Rogers Bros. Silverplate . . . splendidly crafted 


in the spirit of Old English silver. When you see the 
leafy loveliness which gives MARQUISE its high- 


priced sterling appearance, you will realize that this 





bate 





is the pattern for today’s trend. 





MARQUISE gives you everything to meet this 





demand—flowing beauty, rich decoration, up-to-the- 
minute style. And remember—M ARQUISE, with its 





: intricate die work and smooth perfection of finish on 
bowls and tines, is a pattern that cannot be imitated 


in cheap silverplate! 


nae 


14,500,000 pages of national advertising this Fall 
will bring women to your store to ask for MARQUISE 


by name. Be prepared to give them what they want. 


eet Rececateteteineeees 





Turn to the color advertisement in this magazine for 
further information about MARQUTSE and the greatest 


merchandising idea ever offered silverware merchants. 


¥3 





The mark of the International Silver Com- 






pany—the world’s largest manufacturer 






of silverware—the world’s largest advertiser of silverware 


647 ROGERS BROS. 


Bid 


4 PRODUCT OF THE INTERNATIONAL SILVER COMPANY. Meriden, Conn. 











NEW YORK: 9-19 Maiden Lane 





CHICAGO: Merchandise Mart SAN FRANCISCO: 150 Post St. ST. LOUIS: Ambassador Bldg. 





ME JEWELERS : 
CIRCULAR a 





WE DO OUR PART 


SEPTEMBER .... .. 1933 








Volume 103 Number 12 
Table of Contents 
7 SPEAKING OF THE JEWELRY TRADE ...... .- 41 
“A New DEAL” SpeEps SALES FOR AN OLD StTorE . 44 
4 SHALL WE Set Otp Stock at New Prices? ..... . 46 
| pe Bg Bee re ee 48 
ATTACH Extra SALES wiTH WatcH ATTACHMENTS ... . 50 


Make Your Fat ADVERTISING CAMPAIGN Bui1Ltp More Sates . 52 








} He Setts THEM High Grape WatcHEsS ....... . 54 
DIAMONDS AS AN “INVESTMENT” . . . . . 2. «-s © © «© OF 
4 INDICTMENTS FOR WATCH SMUGGLING .........- 59 


AGREEMENT BETWEEN SOUTH AFRICAN GOVERNMENT AND D1a- 


wesw Componasepye ww ke ee Se 8 

Puttinc A Hanp Crasp INTO YouR COLLECTION LETTERS . . 63 

MERCHANDISE MARKET ...... + «© « « « « « « 65 

) EXHIBITS AT CENTURY OF Procress WorLp’s Fair . . .. . 69 
A CENTURY OF PROGRESS IN THE SILVERSMITHS CRAFT ... . 7/1 

JeweLry TRADE CONTINUES TO ORGANIZE . ....... 795 

CHINAWARE FOR THE JEWELRY STORE ........ . 83 

CHINAWARE FOR THE DISCRIMINATING PURCHASER . . . . 84-85 

Swiss WatcHes Herp TELL tHE Worup’s Time ... . . 87 

A LETTER FROM THE Swiss CoNSUL ......... . 8 

ORIGIN OF THE Swiss WatcH INDUSTRY ........ Ql 

Tem one Pa wt ks dw ee ew S * a 

coe _— aie sinensis ei eile A.N.R.J.A. CoNVENTION AT MILWAUKEE ........ 97 
JEWELERS PUBLISHING Crock Makers Pay Ralsep ...... -.--.« - « ‘102 
CORPORATION Jupce UpuHo tps Rocuestrer, Minn., AucTION . . . . . . 102 


ALLEGED Hotp-up MAN ArresvED FoLLowinc Newport, R. L., 


Evert B. TerHuNe, President; T. Epcar Jewetry Store Roppery .......... - + 102 
Wiison, Vice President; W. H. VALtar, 


Dewetars; P. 0, Pamanewenn, Trensurer Tim_E BALL Serves AS JEWELRY ADVERTISEMENT . . . . ~- .« 102 
Two Banpits Get $2,000 1n Jewels . ....... . . 103 
Orrices, 239 W. 39th Street, New York City. P. M . r 
Febrendori, Manager. Telephone Pennsylvania 6-i100. || Important MemoraANDUM AGREEMENT ..... . ~. - 103 
New England, E. P. Lingham, 434 Industrial Trust 
Building, Providence, R. I.; 140 Federal St., Boston, SouTH CaroLiINA Retait JeweLters Meer ..... . . 103 
Mass. Western Office, Chicago, Claud Wheeler, 367 West 
Adams St. Pacific Coast Office, Charles H. Woolley, HorROLocIcAL QUESTIONNAIRE ........- ee « ~ 113 


1045 Sansome St., San Francisco, Cal. The Jewelers’ 
<aevuler, published monthly and copyrighted, 1933, by 
the — Publishing Corp., 239 West 39th Street, 
ew e 
1902, at the By gh my ander the Act of Nothing that appears in Tre JeweLers’ CircuLAR may be reprinted without special permission. 


March 3, 1879. Subscription, $2 per year in U. S. The use of our articles or quotations from them for stock-selling schemes is never authorized. 




















WACHENHEIMER 


Sterling Silver Flexible Bracelets Manufactured in 
U. S. A. at Providence, R. I. 


Always have been and will continue to be jewelry 
of exceptional quality 


WORN WITH GENUINE PRIDE 





An assortment of various styles and widths dis- 
played in your store will attract attention and 
inspire your customers. 


For the protection of the Jeweler and the Consumer Wachen- 
heimer Creations are clearly stamped and guaranteed. 








WE DO OUR PART 


Let us in the Jewelry Craft, Manufacturers, Whole- 
salers and Retailers, CO-OPERATE with each other 
to do all that will achieve and maintain a JUST and 
SATISFYING ATMOSPHERE of CONFIDENCE 
and FAIRNESS among ourselves, with our 
employees, and with the consumer. 


WACHENHEIMER 




















As we are compiling our mail- 
ing list, we invite the Quality 36 Garnet Street 
retailer to cooperate by send- PROVIDENCE, R. I. 
ing us his name and address. U.S. A. 
* * 
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T hae it takes 


more time to sell merchandise to 
women than it does to men is sus- 
ceptible to statistical proof, the Bu- 
reau of the Census points out in “Em- 
ployment and Wages in the Retail 
Industry,” recently published. The 
results of the Census of Distribution 
show that the sales volume per sales 
person is materially higher in men’s 


WOMAN TO 
ph A WOMAN 







stores than in those catering to 
women. 

“Does not this prove that we must 
study the buying resistance in woman 
more than we have done in the past, 
and who can understand this better 
than a woman salesman,” said a well- 
known jeweler to whose attention the 
above had been called. “It is because 
the bulk of the sales of jewelry and 
silver is bought by women, or at 
least depend upon a woman’s choice 
that I have always felt that more 
saleswomen should be employed by 
our retailers. Why this has not been 
done in the past I have never been 
able to understand.” 


* 2 8 


4d 
Tom there are 


two relatively expensive but reliable 
methods of distinguishing between na- 
tural pearls and those cultured pearls 
which possess a nucleus,” said A. T. 
J. Dollar in a recent lecture before 
the Gemological Association of En- 
gland. ‘The simpler of the two is 


THE JEWELERS’ CIRCULAR 
for September, 1933 


that which makes use of the endo- 
scope. ‘This instrument consists of a 
lens system which concentrates the 
extremely intense light from an elec- 
tric arc into a minute parallel-sided 
beam which passes into a thin hollow, 
straight platinum needle that carries 
two minute mirrors set at 45 deg. 
to the beam of light and at 90 
deg. to each other. When a drilled 
pearl without a core is slid on to 
this needle a ray of light from the 
first mirror enters one or more ‘onion 
skin’ layers, is reflected round the 
layers and strikes the second mirroi 
on the needle, from which it is re- 
flected to the eye of an observer. On 
the other hand, if a core of mother- 
of-pearl is present in the bead, then 
the light enters one or more of the 
flat layers in this nucleus and never 
reaches the second mirror except un- 
der one set of circumstances that can 
be neglected for practical purposes. 
Consequently an observer seems to 
find a “dark” center to his pearl as 
he slides it on or off his hollow needle. 

“The second method of distinguish- 
ing natural and ‘cultured pearls is 
that in which a thin pencil of X-rays 
is passed through the pearl and a 
photograph of the modified beam is 
made by setting up a suitable sensi- 
tized plate or film on the side of the 
pearl remote from the X-ray tube. 
As is now well known, a Laue pat- 
tern of symmetrically arranged spots 
is seen on the resulting negative, and 
if this is dominantly sixfold (i.e., 
six sided or hexagonal) the pearl is 
uniform throughout and therefore 
natural, whereas if it is dominantly 
fourfold (i.e., square) the pearl pos- 
sesses a nucleus of mother-of-pearl 
and is of the cultivated type.” 
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Next to religion, 
I would say that the strongest in- 
fluence on civilized man in making 
life more easily lived has been sur- 
rounding of oneself with well made, 
beautifully designed pieces of art, 
with comforts and pleasures of a cul- 
tural kind,” said Francis A. Keating, 
president of the Grogan Co. of Pitts- 
burgh. “This has been a power in 
making men kindly, more apprecia- 
tive and enabling them to more easily 
carry their responsibilities and cares 

throughout the short term of life. 
“We cannot, therefore, look upon 


CivilizZ tON 


AR> 





the acquisition of art objects as a sin- 
ful waste but as a necessary economic 
expenditure. Mankind has striven 
for beauty since the dawn of history 
and in that striving he left a mark 
which has largely influenced and is 
largely responsible for our present 
state of civilization. While we learn 
the story of man in his wars and 
conquests, from spears and from ar- 
mor and similar objects, we learn of 
the nobler side of man from the rec- 
ords he has left behind him that re- 
late to his better self. Though the 
first efforts were crude, as civiliza- 
tion progressed each generation ad- 
vanced to a finer and nobler plane 
and then we find the goldsmith and 
the silversmith, the painter and the 
sculptor whose works tell us the story 
of the eternal striving for beauty, 
even during the days when he had to 


strive for sustenance and shelter. All 
that we have today which tends to 
make life more beautiful is the 
fruition of the seeds planted by man 
many centuries ago. The develop- 
ment of the art of the goldsmith and 
the silversmith, the painter and sculp- 
tor, the artist and the craftsman 
should not be allowed to drift with- 
out effort being made by the world 
to help them carry on. Theirs has 
been a noble endeavor, their work can 
only continue with the help of those 
who are fortunate enough to have 
the means for something more than 
just necessities. From an economic 
standpoint, aid and encouragement 
should be forthcoming to those artists 
and artisans of today who are striv- 
ing to represent real quality and real 
beauty in their productions.” 


. a *e 
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The conservative 
people have the money today,” said 
W. A. Sheaffer, president of the W. 
A. Sheaffer Pen Co., Fort Madison, 






You'Re 
NO KING 


“GB 





Iowa. “It is true they want to buy 
a good article as low as they can but 
still they want to buy the better mer- 
chandise, which is not being offered 
them and behind which very little 
effort is being set forth. Suppose 
that starting tomorrow, every sales 
person in the United States would 
make an effort to sell a better article 
and an additional article to each cus- 
tomer entering the store on that day. 
I do not think it would be an exag- 
geration to say that the country’s busi- 
ness for that day would be increased 
at least 33 1/3 per cent with the 
same number of people entering the 
store and with just an increased ef- 
fort on the part of each sales person 
in the United States. Maybe no 
more articles would have been sold 
but the average value would have 
been very much higher. 

“Selling of better merchandise is 
in the hands of the salespeople behind 
the counter almost exclusively. What 
inducement is being given to this 
key point to make them sell the bet- 
ter merchandise? A bonus system 
will not do it because a bonus sys- 
tem applies to merchandise sold with- 


out profit as well as to better mer- 
chandise sold at a good profit. 

“We firmly believe that the only 
way to bring about this result is by 
basing the future sales plan of your 
help on a selective profit-sharing plan. 
In other words, make the basis wage 
a minimum wage, then include in the 
plan each item in the store that you 
want sold and that will bring you 
better results, higher sales, larger 
volume and more satisfied customers. 

“Under the selective profit-sharing 
plan, the sales force, in order to make 
a better wage must give the proprietor 
of the store increased service in ad- 
vance, which will create good will, a 
larger volume and profit and be a real 
benefit to customers, clerk and pro- 
prietor. The customer will buy bet- 
ter merchandise, he will be better sat- 
isfied, and at the same time, the sales- 
person, through more constructive 
selling, will increase his prestige with 
his employer.” 


4 ¢ ¢ 
to extent to which 


money spent by visitors increases the 
volume of business for local retail and 
service trades is indicated in a survey 
recently made public by the New 
England Council of what is charac- 
terized as a typical recreational cen- 
ter on the New England coast. Busi- 
ness establishments in the community 
studied were found to have an aver- 
age trade increase of more than 50 
per cent during the vacation season. 

An average increase of 54.6 per 
cent in their bare receipts in their 
summer season is indicated by the 
reporting establishments, which num- 
bered over 42 per cent of the business 
concerns of the town. Businesses 
covered by the survey included food 
and other retail stores, gift and an- 
tique shops, garages, and filling sta- 
tions, hotels, restaurants, laundries, 
confection industries, utilities, trans- 
portation companies, ‘banks and 
others. The average increase re- 
ported by gift and antique shops was 
26 per cent. 


ae 


Five major influences 
are named by I. K. Rolph of the 
Bureau of Foreign & Domestic Com- 
merce as causing the pattern of the 
location of city retail stores. This 
he did in a survey of retail store 
locations in a metropolitan commun- 
ity in which an analysis was made 
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of the individual returns from Bal- 
timore stores in the National Census 
of Distribution. Of all the influences 
cited by Mr. Rolph, density of popu- 
lation was cited as the most import- 
ant. 

The highest concentrations of busi- 
ness were found in the mid-city dis- 
trict where there are 15,000 persons 
to the square mile, more than in any 
other section of the city. Average 
size of income was another powerfyl 
influence, the medium districts being 
able to support more stores per thou- 
sand population than less fortunate 





parts of the city. “lopography also 
played a part, as hills, parks and 
wooded lands set up barriers to shop- 
ping. The transportation structure, 
both street car and automobile, pro- 
vided a fourth set of influences. Some 
concentrations of retail stores were 
found to be in large part attributable 
to nearby intersections or transfer 
points. ‘String streets’ consisting of 
several blocks of stores without any 
comparable development on _ side 
streets, were found to lie among the 
principal arteries of travel to and 
from the central shopping district. 
As far as the jewelry stores of 
Baltimore were concerned, there were 
about the same number in the cen- 
tral shopping district and the sub-cen- 
ters of the mid-city, while about one- 
third less were found in the “string 
streets” and two-thirds less in the 
sub-centers of the outlying districts. 


q+ ¢ 4 


A\tter referring to 
the different “Eras” that marked the 
progress of business in the United 
States, Daniel C. Roper, Secretary of 
Commerce, in an article, Credit and 
Financial Management, said: 

“We are now at the threshold of 
another ‘Era’ which we cannot yet 
identify by name, but which is des- 
tined to be characterized by better 
control of those agencies which have 
to do with our economic and social 
life. This control will strive for the 
greater protection of all concerned. It 
is the desire of those who support 
constructively our form of Govern- 
ment that the initiative of business 
and industry:should be prompted and 
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encouraged to assume leadership in 
this ‘Era.’ They recognize the fact 
that the united effort of all proper 
business agencies is needed to insure 
the happiness and satisfaction of our 
people, and that we should encourage 
a basis of common thinking on the 
subject of the inter-relationship of 
business, discourage bloc thinking and 
bloc action, and prompt major cooper- 
ative endeavors in the interest of a 
just and equitable program of live 
and let live.” 


4 ¢ 4 


din may find 
a valuable suggestion in the follow- 
ing section of a collection letter sent 
out by a southern California concern 






NY an Mail A CHECK ~ 
eu _ miss. JONES ? 
5 / 





to its debtors which proved quite ef- 
fective in the way of results: 


“The hardest puzzle we have ever 
tackled is how to run our business success- 
fully on the money owed us, plus the 
money we spend trying to collect it. If 
you can solve it for us, we will gladly 
mark your account ‘Paid in full,’ and 
send you anything you may want in our 
establishment, with our blessing! 

“When you purchased the merchandise, 
we are sure you intended to pay for it 
when due. Won’t you do so NOW, when 
it is overdue? 

“Thanks, and with best wishes always.” 


q+ ¢ 4 


- interest is 
felt among members of the jewelry 
trade in the hearings on the proposed 
fair trade provisions of the National 
Retail Code which began in Wash- 
ington recently. Speaking on this 
subject at a Blue Eagle luncheon held 
at the Hotel Pennsylvania in New 
York on Aug. 14, under the auspices 
of the Advertising Club of New York 
and the Better Business Bureau of 
New York City, Grover A. Whalen, 
chairman of the New York City 
Committee of the President’s Reem- 
ployment Campaign, declared: 

“I hope these fair practice provi- 
sions will be written into all the vari- 
ous codes and approved by the Na- 
tional Recovery Administration and 
President Roosevelt. Once written in 
they become the business law of the 
land. This will be a most beneficial 
step.” 

Another speaker at this luncheon, 
Major Benjamin H. Namm, likewise 
endorsed the proposed fair trade pro- 
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visions, saying: ‘Under the head of 
unfair competition, business has suf- 
fered from a complication of diseases. 
We have had misleading advertising 

. and we have had “attacking” 
advertising, in which concerns have 
had the bad taste to call one another 
names, and we have had bait offers 
and general under-selling claims; we 
have had destructive credit terms and 
many other unfair practices, all of 
which have brought about a condition 
that is well nigh intolerable today. 
The Code of Fair Competition that 
has been filed in Washington for the 
retail trade . . . seeks the elimination 
of most of these unfair practices, at 
least, the baser ones.” 

Major Namm prophesied that as 
a result of the National Recovery Act, 
“the present rule of business, which 
is that of ‘dog eat dog,’ for want 
of a better term, is going to give way 
to the President’s rule of business, 
which is that of live and let live.” 


+ ¢ ¢ 
4d 
An upturn in 


general business conditions on this 
continent will undoubtedly create a 
demand for the moderate priced dia- 
mond engagement ring,” said J. Earl 
Birks of Henry Birks & Sons, Win- 
nipeg, Canada, recently in referring 
to the opportunity jewelers have to 
push diamonds this fall. “This in- 
creased demand for engagement 
rings,” said Mr. Birks, “results from 
a reaction of the public similar to that 
which was experienced at the end of 
the World War. In other words, 
there are hundreds and, in fact, 
thousands of young couples in Canada 
and the United States that have be- 
come engaged during the last three 
or four years, some of them engaged 
for a long time, but who have defer- 
red the selection of a diamond en- 
gagement ring until the business con- 
ditions appeared more hopeful. 
“Some of these people have been 
held back from buying by absolute 
shortage of money; some by fear of 
the future and a few by a feeling that 
they did not feel it right to spend the 
money for diamonds when conditions 
were so bad. With the change that 
is now taking place, this long defer- 
red demand will begin to be filled up. 
There will be many rings selected 
this fall whose purchase has_ been 
delayed from a few months to three 
or four years and, therefore, the ac- 
cumulation of these deferred sales 
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over the past three years should cre- 
ate a stimulus for engagement rings 
both in Canada and in the United 
States. Some people may have to be 
reminded that now is the time to buy 
the ring, but the possible sales are 
there for the jeweler who will go 
after them with the proper sales pro- 
motion and advertising.” 


+ ¢ 4 


[. a letter to 
THE JEWELERS’ CircuLar, Harry 
C. Kelly of Spokane, Wash., takes 
distinct exception to the statements 
published in the last issue extracted 
from an address by Earl E. Marshall 


before the Wisconsin jewelers, saying 








he considered it nearly impossible 
and positively impractical to turn. out 
watch repair work in 24 hours as Mr. 
Marshall suggested : 

“First of all,” says Mr. Kelly, “it 
would be necessary to hire five or 10 
extra watchmakers one week and then 
probably lay off nearly all of them the 
following week. Only a very small 
percentage of watches taken in for re- 
pair need only cleaning and even these 
cannot be regulated in 24 hr. Most 
watches taken in for repair need to 
have the balance trued and poised; 
hairspring altered, straightened or 
trued, and these alterations usually . 
vary the rate so that considerable 
timing and regulating are necessary. 
Fitting new mainsprings, adjusting 
defective escapements and the fitting 
balance staffs are always followed by 
retiming and other corrections while 
the watch is under observation. 

“T have very seldom, if ever, found 
a customer who could be satisfied to 
bring in a watch frequently for regu- 
lation. When he takes his watch after 
it’s repaired he expects it to keep time. 
He does not want to be bothered 
about bringing it in for continuous 
regulating. People who live some dis- 
tance from the city or who for other 
reasons find it difficult to come in fre- 
quently would not be pleased with 
this plan. Watches delivered in 24 hr. 
would most likely keep such poor 
time that the watchmaker’s reputation 
as a good workman would suffer.” 

And so here is the other side of 
the question. 
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"A NEW. DEAL 


Bigelow, Kennard & Co, 
have been a jewelry store in Boston, Mass., for 103 
years, and during that period they have been known as 
one of New England’s great institutions. 

They have been a tradition with the first families of 
Boston, and their business methods have, in the past, 
been ultra conservative, never resorting to the aggres- 
sive and intense merchandising practices that have speeded 
up American business, causing the consumer to develop 
desires for commodities and articles of adornment, which 
brought happiness to many, instead of a few. It was 
always believed that catering to the class clientele, pre- 
cluded their making an approach to the mass purchaser, 
without destroying the prestige of this fine business, al- 
though it was known that this same class customer made 
many purchases that were popularly priced. 

Bigelow, Kennard & Co. know today, from actual 
merchandising tests with which they have been experi- 
menting, that it is possible to appeal to many, and still 
retain the dignity, prestige and regard of the store and 
their best customers. , 

“In years past we carried many inexpensive items in 
the store,” explained Leo. C. Graham, general man- 
ager of the company, “but made no serious effort to 
merchandise them with a program of promotion. Now 
we take popularly priced items of good quality, exploit 
them with newspaper advertising, special mailings and 
window displays, and sell large numbers of them. What 
does this do for us in building store patronage and cus- 
tomer traffic? Obviously, it brings many new customers 
into the store. We have checked this feature of our 
promotion. Frequently when I am on the floor, I have 
overheard customers remark, ‘I didn’t know you could 
buy an item as inexpensive as this in Bigelow’s.’ Fre- 
quently this encouraging remark has been made, ‘Why, 
this is the first time I’ve ever been in thi store.’ 

“Our charge accounts show an increase, and this is 
not a depression emergency used by the consumer, as an 
accurate investigation of the accounts revealed that these 
new accounts were paid within the required time. 

“Among the customers who were checked as buying 
these promotion items were a number of our regular pat- 
rons, proving that no matter how exclusive our trade may 
be, there are times when gifts popularly priced are needed 
for some occasion, and if you don’t make an effort to 
attract this business to your store, the dollars will be 
spent elsewhere. 

“We always urge customers to use their charge ac- 


Bigelow, Kennard & Co. are now advertising specials at attrac- 
tive prices and through dignified methods, in step with modern 
merchandising, are increasing store traffic and building sales 
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counts, and it was surprising the number of people who 
came in as a result of specially promoted merchan- 
dise, who failed to remember that they had a charge 
account at the store. We have placed many names on 
the active buying list that have been dormant for some 
time because of this new merchandising activity. 

“We are attempting to do a progressive merchandis- 
ing job. The newer things that come into the market 
are immediately considered and if they fit into our pol- 
icy of quality and prestige we introduce them. ‘This 
gives to the store the reputation of always knowing and 
featuring the newest items. 

“Customers must be satisfied, they must be pleased 
with their purchases, and nothing meets this demand so 
completely as new merchandise, that savors of being 
smart and exclusive. 

“Recently we have placed on the outside of our build- 
ing a street clock and time ball. We want to spot the 
store, located on one of the busiest streets in Boston, so 
whenever people pass they will identify this trade mark, 
the time ball clock, as that of Bigelow, Kennard & Co. 


For some time 
we have featured this clock in our advertising and 
constantly inject it into our publicity, which has estab- 
lished it rather widely throughout this section. 

“Associated with the advertising is a special plea, sug- 
gesting that the public permit us to adjust their watches, 
this service being offered gratis. A paragraph from one 
of the ads reads as follows: 


“Pedestrians and shoppers are cordially in- 
vited to make use of this accurate new Street 
Clock and Time Ball, just recently installed 
for their convenience above our Washington 
entrance. 

“We shall also be glad to have them step 
inside our door and have their watches set, ad- 
justed and regulated. This service is gratis.’ 


“We hope to establish a tendency toward recogniz- - 


ing Bigelow, Kennard & Co. as time headquarters and 
this Time Ball idea is going a long distance in accom- 
plishing this result. 

“We recently ran our second sale in 103 years. When 
this was announced we used newspaper copy and direct 
mail to inform our trade and told our story honestly 
and frankly, using the startling headline, that is, for 
a jewelry store, ‘Goods that Sleep on Shelves do No- 
body any Good,’ then followed an honest pronounce- 
ment of our sale. We knew people understood that you 
cannot retain merchandise indefinitely, so we prepared 
our copy accordingly. Here is a part of this message: 

“It is our policy of small profits and quick 
sales—quick turnover of fine quality merchan- 
dise such as we have been purchasing for 103 


THE JEWELERS’ CIRCULAR 
for September, 1933 


SPEEDS SALES FOR AN OLD STORE 


45 


years from the best known collectors and manu- 
facturers in all parts of the world. 

“*This policy clears shelves and show cases 
of goods—makes way for the very latest designs 
in fresh items from season to season. Bigelow’s 
believe that no good purpose is served by hoard- 
ing merchandise. Bigelow’s believes in action.’ 


“This was a believable appeal, and convincing in tell- 
ing customers that we were offering unusual values and 
doing it with taste, and distinction, offending no one, 
nor placing the store on a basis of employing ballyhoo in 
coducting this sale. 

“We see no reason why a jewelry store cannot con- 
duct a legitimate sale. It certainly informs your cus- 
tomers that you are making room for new things that are 
demanded in this progressive age. ‘This is not true of 

(Turn to Page 67) 











See the Time Ball Drop 
at NOON 


Every day on the stroke of twelve, with 
accuracy as absolute as the sun, the time 
ball drops to announce the hour of noon. 


’ 
: 


Pedestrians and shoppers are cordially in- 
vited to make use of this accurate new 
Street Clock and Time Ball just recently 

lied for their convenience above our 
Washington street entrance. 





We shall also be glad to have them step 
inside our door and have their watches set, 
adjusted or regulated. This service is 
gratis. 


For more than a century Bigelow’s have 
been known as “headquarters for time.” 
Here you will find New England’s largest 

of fine ti both watches 
and clocks, from the world’s leading 
makers—many at prices reduced from a 
third to a half. 











Our Second Great Sale in 103 Years offers 
unexampled opportunities to purchase at- 
tractive Wedding and Graduation Gifts in 
all departments of our store. 

















GREAT SALE 
CONTINUES 





Gift Values are Amazing 
in All Departments 


4 
® Diamond Jewelry © China and Glassware 


® Jewelry ® Lamps and Shades 
® Diamond Watches® Leather Goods 

© Watches -@ Hand Bags 

® Clocks ® Sacred Tokens 

® Silverware® © Stationery 





‘Ia flatware only a few items are included in this sale 


* 


BIGELOW. KENNARD & COMPANY 
West Street at Washington, Boston 


Set your watch by this time ball when in Boston 
































































































MURRAY C. FRENCH 


om Patty, the jeweler, 
scratched his head. “Old Vet,” he asked, “how can you 


say it is unsound business nof to raise the prices on my old 


stock to the basis of replacement costs, even though none 


has been bought yet at the new prices? 


“This bowl, for instance. It actually cost $5 and is 


marked $10. The catalog says it costs $6 now, which, 
we'll say for sake of argument, would mean a $12 selling 
price. Why do you insist I should raise the price now?” 

The Old Veteran shot his answer right back. “If a 
business is to continue as a ‘going concern’ it is absolutely 
compulsory that the receipts from that business shall ‘keep 
it going,’ that is, shall not only pay expenses, but also 
provide a steady flow of incoming merchandise to replace 
the outgoing goods. 

“No matter how you run your store or how you juggle 
your figures, Don Patty, your business will fail sooner or 
later if the receipts from six items will re-buy only five 
items after paying expenses. That’s exactly what will 
happen if you sell this bowl at $10.” 

“Well,” said Patty, “with the $10 I get for this bowl I 
can certainly buy a replacement item costing only $6, can’t 
I per 

“Let’s see whether you can or not. In discussions on 
turnover you have often been told you can ‘sell this lot of 
goods for $1000, then put that $1000 back into new mer- 
chandise which you can sell for $1800, then put that 
$1800 into new goods, etc.’ 

“But that is exactly what you cannot do. Only the cost 
of the goods sold can be put back into new merchandise, 
not the full retail amount.” 

“Why is that?” Patty asked. 

“Because expenses must be paid, and history shows, 
alas, that expenses usually amount to just about the entire 
difference between the cost and the selling price. That’s 
why! So if you sell this bowl for the old $10 price, only 
about $5 (its cost) can be used to buy new stock. 

“Unfortunately for you, however, the new stock now 
costs $6. so you must dig up $1 from some other source. 
And the more items you sell at the old prices the more 
you'll go in debt. Your store will no longer be a ‘going 
concern.’ This is equally true whether you re-buy the 
same item or put the money into some part of the stock. 
The costs there will be up also.” 

“But at $10 this bowl is showing a profit,” Patty 
objected, “and if every sale shows a profit, the whole 
business will surely show a profit.” 

The Old Veteran shook his head. “That ‘profit,’ 
remember, is over original cost. But if that same ‘profit’ 
must be used to pay for a replacement unit, then it turns 
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The Old Veteran shot his answer right back: “If a business is to 


out not to be a ‘profit’ after all, for a profit is something 
that can be taken out of the business.”’ 

Patty then voiced a rather common thought. “Isn’t it 
profiteering to sell for $12 something I admit I own ona 
$10 basis?” 

“Just for the sake of argument,” the Old Veteran 
agreed, “‘let’s both say that a $12 price three months ago 
would have been profiteering, also that intrinsically the 
bowl has not changed a bit in the meantime. 

“But the point is, the dollar now has a different value. 
The old goods were bought with five dear dollars, the new 
with six cheap dollars. But the money that goes into the 
cash register now for either will be cheap money—and 
you cannot change that situation. So you will be the loser 
on every transaction unless you adjust the amount of 
money asked to the value of the money received.” 

“T can’t answer that one,” said Patty, “but what 
puzzles me is how a jeweler with no cash surplus can show 
a heavy loss for two or three years and still pay his bills 
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continue as a going concern receipts from the business must keep it going.” 


promptly. Some-of them even show a more favorable 
‘financial ratio’ while operating at a loss. How it that 
possible ?” 


“There is just one way to do that,” the Old Veteran 
answered. “It is by stock reduction, paying bills with 
current receipts while letting the shelves go unfilled. But, 
mark you, stock reduction must stop somewhere or the 
business will cease to exist. In most stores the limit has 
already been reached in stock reduction. 

“Now .. . no matter how you figure it there are only 
two ways of maintaining your stock at its present average 
number of items, to say nothing of increasing its size. The 
first is to go into debt for new goods as you sell the old.” 

Patty sighed. “I wouldn’t care much for that way.” 

“All right,” the Old Veteran countered. “The other 
way is to sell the goods now on your shelf for enough to 
go into today’s market and re-buy an equal number of 
units, after paying expenses. There is no third way. 
These are mathematical facts, Don Patty. They are not 
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Is it wrong to raise prices—or is it wrong not to 
raise them? This is the problem that is being 
discussed by Don Patty and the “Old Veteran.” If 
Don Patty wishes to stay in business he must see 
to it that the receipts from the business shall not 
only pay running expenses, but also furnish a con- 
stant flow of incoming merchandise to replace the 
articles sold. “No matter how you run your store 
or how you juggle your figures,” says the “Old 
Veteran,” “your business will fail sooner or later 
if the receipts from six items will re-buy only five 
items after paying expenses. That is exactly what 
will happen if you sell this bowl at $10.” 


Epitor’s Note: The conclusions 
expressed in this article are those of 
the author and The Jewelers’ Circular 
publishes them for the consideration 
of its readers without any recommen- 
dation as to the price policy which the 
individual merchant shall pursue. 





changed by the many good reasons you may think of why 
you do not want to raise prices.” 

“But the public!” Patty exclaimed. “Surely, Old Vet, 
you cannot justify the policy of gouging a super-profit 
out of the public during the good years to make up for 
my inefficiency and hard luck during the bad years, can 
you?” 

The Old Veteran shook the desk with his fist. “That’s 
just what you must do. Furthermore, that is exactly what 
you have been doing all your life. Your store loses plenty 
of money from 9 to 10 a. m. every day, but makes a huge 
profit from 2 to 3 p. m. February’s business seldom pays 
February’s expenses, depending on a busy November and 
December to balance things up. 

“Like it or not, retailing continually swings through 
periods of under-profits and periods of over-profits. You 
cannot stop the swinging of that pendulum even if you 
would. So the good days, the good months, the good 
years, must produce a super-profit to overbalance the un- 
avoidable loss of the bad times. If not, the pendulum 
ceases swinging ; the business dies. 

“Putting it another way,” the Old Veteran continued, 
“you know that when jewelry prices were going down 
these past three years, there was no force in the world 

(Turn to page 115) 
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Work Under Modifications 


of the Blanket Code 


HILE many codes have been 

submitted by organizations in 
the different divisions and branches 
of the jewelry trade to the Na- 
tional Recovery Administration up 
to the time that THE JEWELER’s 
CIRCULAR went to press, no final 
code had received official approval, 
but in nearly all instances the 
divisions in the industry have been 
permitted to go ahead and operate 
under the “blanket” code of the 
President through the substitution of 
the hours and wages in their pro- 
posed code for those contained in the 
President’s blanket code, with some 
slight modifications. 

As far as the manufacturing jewel- 
ers are concerned, there have been 
substituted for Par. 2, 3 and 6 of the 
President’s reemployment agreement, 
clauses which provide that employees 
other than mechanical workers or 
artisans may not be employed for 
more than 40 hours in any one week 
or more than 8 hours in any one day, 
provided that in the case of shipping 
and packing crews a tolerance of 10 
per cent is permitted. Also, that no 
factory of mechanical workers or 
artisans shall be employed more than 
40 hours averaged over a six months’ 
period provided that such employees 
shall not be employed more than 48 
hours in any one week or more than 
eight hours in any one day. How- 
ever, toolmakers, hub and die cutters 
may be employed a maximum of 48 
hours per week, but they shall not 
exceed 5 per cent of the total num- 
ber of employees. Factory or me- 
chanical workers shall be paid not less 
than 32%%4c. per hour, this establish- 
ing a guaranteed minimum rate re- 
gardless of whether the employee is 
compensated on the basis of time rate 
or piece work. 

The substitutions in the hours 
schedule for retailers covers employees 
except executives whose salaries ex- 
ceed $35 per week or skilled crafts- 
men requiring at least three years’ ap- 
prenticeship to qualify, such as en- 


gravers, watchmakers and jewelry re- 
pairmen. All other employees must 
work not more than 40 hours per 
week, not more than eight in any one 
day excepting at Christmas, inventory 
and peak periods where they may 
work 48 hours per week for a max- 
imum of six weeks. Outside deliv- 
ery men and maintenance employees 
may be employed 48 hours weekly 
and longer if paid time and one-third 
for overtime. Stores, however, must 
keep open not less than 52 hours in 
any one week unless such hours were 
less before July 1. The minimum 
wage in cities over 500,000 is $14, in 
cities from 100,000 to 500,000, 
$13.50, in villages, towns, between 
2500 and 100,000, $13. The min- 
imum wage paid to employees in any 
scale may be $1 per week less in the 
southern section. 

While the retailers’ code does not 
apply to establishments employing not 
more than two persons in towns of 
less than 2500 population, we would 
sincerely advise all jewelers even if 
they are exempt to sign the Presi- 
dent’s “blanket” code, with the re- 
servation that they are complying 
with the substituted provisions, and 
be in a position to display the NRA 
blue eagle. The provisions for min- 
imum hours and wages are such that 
every jeweler should be able to com- 
ply with them. The man who does 
not qualify for the blue eagle must 
not expect any patronage from con- 
sumers who have signed up behind 
NRA. It is much easier to qualify 
than to explain why you did not 
do so. 


q+ ¢ 4 


Keep Up the Tax Fight 


HE statement of Senator King, 

chairman of the Senate committee 
investigating Federal taxation, to the 
effect that he was determined that 
there shall be some revision of the 
revenue laws to abandon nuisance 
taxes, was hailed with delight in the 
business world and particularly in the 
jewelry trade. For as time has gone 
on, the burden of the 10 per cent 
which must be paid by our manufac- 
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turers, producers and importers of 


jewelry has grown heavier and 
heavier and its regressive effect upon 
the jewelry business more and more 
apparent. 

That this unfair, unjust and jn- 
equitable levy has given distinct ad- 
vantage to the crook and tax dodger 
over his legitimate competitor is in 
itself sufficient reason for its repeal, 
but as pointed out last month, the 
fact that the jewelry trade has been 
put to irreparable loss in order that 
the government should collect the 
miserably small sum of $3,068,494 
in the past fiscal year should be an 
argument in favor of repeal that can 
be appreciated by any Congressman 
or Senator. 

The handicap that the 10 per cent 
revenue tax has put upon the honest 
manufacturer, producer and importer 
should be removed at the earliest pos- 
sible moment and no jeweler should 
be content until he gets from his sen- 
ators and representative a statement 
that they will work and vote to that 
end. Perhaps the quoted statement of 
Senator King may encourage more of 
our national legislators to publicly 
line up in this regard on the side of 
equity and justice. 

Whether business grows better or 
not, there must be no let up in the 
fight to repeal these nuisance taxes, 
and every member of the jewelry 
trade must do his part. 


44 
Be Honest 


F ever there was a time when the 

merchant and manufacturer must be 
honest, it is now. Not only honest in 
his dealings with others, but honest 
with himself in his thought and in the 
motives that prompt his every action. 
If the “New Deal” is to succeed, 
(and it will succeed), the man who 
gives but lip service to the principles 
now being put into effect by the Gov- 
ernment and business world, saying 
“Yes” openly, but making mental 
reservations for his own benefit—will 
eventually find himself in a most un- 
enviable position. One who cannot 
whole-heartedly subscribe to the code 
of his industry or division of his in- 
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dustry and act up to that code 100 
per cent, had far better stand out 
in open opposition than attempt to 
fight it secretly by defaulting on its 
principles. 

He who seeks to gain a personal ad- 
vantage at the expense of his brother 
merchants by technical or under- 
handed evasion of the spirit of an 
agreement to which all should con- 
form is an enemy to his industry, his 
locality and to his country and should 
be treated as such by all honest mer- 
chants. 


ae ee 
Beware the Gold Hoarder 


E regret to say that there are 

some people calling themselves 
honest and, in fact, claiming to work 
under legal advice, who are seeking 
to evade the regulations relating to 
the exports of gold and are endeavor- 
ing to get the aid of jewelers in so 
doing. 

As has been made clear in the past, 
the jeweler, particularly the manu- 
facturing jeweler, has a right to pur- 
chase gold for use in his industry, 
under certain regulations by which he 
discloses his disposition of the gold, 
recording amounts of sales and 
names and addresses of his purchasers. 
There has been no increase in the 
price of gold which can still be pur- 
chased here at slightly over $20 an 
ounce despite the fact that it is sold in 
Europe and other countries for as 
much as $10 more. This condition has 
excited the cupidity of those who 
think nothing of their country’s laws, 
but wish to export gold under the 
subterfuge of manufacturing it into 
jewelry and seek the aid of jewelers 
in so doing, sometimes offering a share 
in the profit they hope to make. 

We urge all jewelers whose aid 
they may seek, to not only have noth- 
ing to do with these men, but to re- 
port the proposition to the Treasury 
Department at the earliest possible 
moment. We call attention to the fact 
that the Executive Order of April 20 
forbids the export of gold coin and 
gold bullion and the term “gold 
bullion” may include fabricated gold 
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The New Blanket (code) Will Help His Recovery. 


where the value of the latter turns 
upon the gold content and not upon 
the form of the article. 

We sincerely trust that all jewelers 
will do their best to defeat such at- 
tempted evasions of the law for purely 
patriotic reasons, but to those who 
may not, we would call attention to 
the fact that if they enter into a con- 
spiracy to defeat the laws of the 
United States, they may find them- 
selves in an unfortunate position. 


4 4 
Platinum in 1932 


HE jewelry trade again dominated 

the industries using platinum in 
1932 according to the figures just re- 
leased by the United States Bureau 
of Mines in the report on Platinum 
and Allied Metals in 1932. 

For some years past, the propor- 
tion of platinum and platinum metals 
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consumed by the jewelry trade had 
decreased until in 1931 jewelers used 
but 39 per cent of the total. Accord- 
ing to the figures of 1932, however, 
the jewelry trade’s consumption of 
platinum metals was equal to that of 
all other industries and in platinum 
alone it consumed 33,376 ounces out 
of a total for all industries of 54,568 
ounces. Equally prominent is the 
consumption of iridium in the jewelry 
trade which amounted to 1719 ounces 
in 1932 out of a total of 2549. In 
palladium alone our jewelers used but 
a small proportion of the total, 5817 
ounces as against 12,900 ounces in 
the dental industry and 6309 ounces 
in the electrical industry. The total 
palladium used for all industries 
amounted to 25,725 ounces. 

Prices in platinum in 1932 ranged 
from $20 to $42.50 or an average of 
$31.76, while iridium fluctuated from 
$35 to $122.50, an average of $59.15. 














ATTACH EXTRA SALES 


F ew items sold 
in the jewelry stores offer the double opportunity for 
making a sale. Watch attachments do. When a new watch 
is sold an attachment is essentially a part of the transac- 
tion. This is the first step to more sales and increased 
profits. 

The constant flow of business developed around the 
watch repair department provides the second selling possi- 
bility that should be seized by every jeweler. 

W. H. Bieger, manager of the watch repair department 
of the Mermod, Jaccard & King Jewelry Co., St. Louis, 
Mo., has capitalized this opportunity. His department is 
responsible for many extra watch attachment sales to 
customers who have brought in their watches to be re- 
paired. 

“When a customer calls for his watch after we have 
repaired it,’ Mr. Bieger explained, ‘we carefully examine 
the attachment to discover if it is in poor condition. If we 
believe that the customer is in danger of losing the watch 
because of a faulty attachment, we immediately suggest a 
new one. In making the suggestion, we advise of the dan- 
ger of losing the watch, which is accepted by the cus- 
tomer as an intelligent store service. 

“We carry in our watch repair department a large 
assortment of attachments. These are visible to the cus- 
tomer and while waiting for his watch to be adjusted 
he can inspect the attachments in the case. We find this 
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suggestive selling is subtle but influential in creating 
sales. 

“If a watch attachment appears obsolete (and we know 
from actual experience that a poor attachment depreciates 
the real worth of a fine watch), we use a sales argument 
something like this in selling a new attachment. 

“A gentleman who has a fine watch needs no long 
argument to convince him that in buying a new attach- 
ment the appearance of his watch is enhanced. 

“You will find little resistance in this approach to a 
customer. A new attachment always causes comment by 
others who observe it. This flattering interest pleases the 
customer and your having suggested the new attachment 
inspires a silent gratitude and an increased regard for the 
store. 

“When a watch has gone through a repair job, it always 
has a fresh appearance. It looks new, it sparkles and has a 
revitalized appearance. Never is there a more profitable 
opportunity to interest the customer than at the moment 
he is admiring the appearance of the watch. If you can 
persuade him or her to allow you to try on a new attach- 
ment, you'll find this sales technique nearly as deadly 
and as sure of a sale as that indomitable trick employed by 
automobile salesmen, when they invite you to jump in the 
car and drive it yourself. The same sales principles apply 
with a new attachment, once you can slip it on a person’s 
wrist. His or her admiration and pride of possession for 
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WITH WATCH 


the attachment always fascinates and usually arouses an 
impulse to buy. 

“We have attachments in other parts of the store, but 
at the repair department counter we do make a concen- 
trated effort to sell as many as we can. Its strikes us as 
good business to suggest the article at a time when the 
customer’s mind is more vulnerable and more accessible to 
a selling suggestion.” 

The display cases which slide out easily and can be 
placed before the customer contain a large selection of 
attachments which affords an opportunity of a wide choice. 
Practically every variety to meet all demands are featured, 
with a price range that comes within the pocket-book re- 
quirement of all classes. 

No watch repair counter should be without a display 
of attachments. Manufacturers of these devices have 
prepared attractive display stands of one kind or another 
for the use of the jeweler. When properly used and 
placed about in the store where everyone can inspect 
them, sales will result from this visual presentation. 

The fall season is the best period to renew your sales 
energy on attachments. During the summer months 
nearly everyone goes in for outdoor sports and activity. 
The wear and tear on the attachment finds it, after a 
period of this abuse, ready to be disposed of and sup- 
planted by a new one. 

Unquestionably it is more frequently removed from the 
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wrist during the summer months, which again subjects it 
to unusually hard wear. Recognize this situation by or- 
ganizing a sales campaign on watch attachments during 
the coming months of September and October. Have all 
of your sales staff wear new attachments, the attractive- 
ness of the items will interest customers. 

Approach each customer that comes into the store. If 
you can observe from a casual glance that a new bracelet 
is needed, call this to the attention of the customer. You 
can make many extra sales for attachments in this manner. 


apes should increase after 
the summer holidays. With this new business will come 
endless opportunities for selling attachments. Take ad- 
vantage of every occasion and learn the great number of 
sales you can make‘by suggestive selling. 

Personal pride in the appearance of a watch attachment 
has not been exploited enough in increasing the use of 
these items. ‘The mere fact that every time an individual 
looks at his watch the attention of anyone near is focused 
on him, makes the average individual conscious of any 
carelessness in his appearance. Diplomatic, tactful selling, 
can bring out these salient points and many reasons can 
be presented that interest customers and close sales. 

Don’t wait for the customer to ask for an attachment. 
Sell him with reasons why he should buy. 
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ake Your Fall Advertising 


Wat about your 


fall advertising campaign? Do you know right now what 
you are going to advertise during the next few months 
and how you are going to do this? 

The jeweler who carefully plans his advertising now 
will be the one to reap the rewards this year. Confidence 
has already returned to business and indications of jm- 
provement are growing every day. 

First of all you must know how much you can spend, 
The amount will, of course, vary according to your store 
location and the volume of your business, but about three 
and one-half per cent of your net sales is a fair amount to 
start with. 

Since you have determined approximately how much 
you can spend, the question arises as to how best to spend 
it. We assume that you have kept your customers’ mailing 
list up to date. There should be one mailing a month to 
this list in the form of an attractive, carefully prepared 
letter inviting attention to your new fall stock, and 
featuring some special merchandise. A good direct mail 
letter will always bring customers to your store if your 
mailing list has been carefully prepared. A letter which 
would show returns in a town of 10,000 population would, 
of course, not be the one to draw the most trade to a 
Fifth Avenue store. Every jeweler must judge the psy- 
chology of his store and patronage, and make his copy fit 
conditions. The letter should always be friendly, sincere, 
and timely. Here is a sample letter used by a Fifth Avenue 
store last fall to promote the sale of wedding invitations, 
which also brought in added sales of wedding gifts. 

“We note with interest the engagement of your 
daughter Miss Helen to Mr. Thomas Smith. 

“May we take the liberty of sending you herewith 
samples of our wedding invitations and announce- 
ments. | 

“We would indeed be glad to have the privilege of 
serving you and if you will kindly send us the word- 
ing that you desire, together with the number re- 
quired, we will prepare the copy and send you 
detailed estimate. 

“The time necessary for executing an order is 
approximately ten days, but the envelopes may be 
sent in advance if you wish. 

“Hoping that we may be honored by your patron- 
age, we are, etc.” 

The above letter is ultra conservative and formal, in 
keeping with the policy of the store which it represents. 

Here is a wedding letter appropriate-for a small jewelry 
store in a medium sized town. 

“A number of interesting weddings will take place 
in Evansville next month. The young couples who 
are getting married and their attendants have a wide 
circle of friends in this city. 

“If you are among them, you will doubtless wish 
to express your good wishes with an appropriate gift. 
What could be more appropriate than a beautiful 
watch or a charming clock? 
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Campaign Build More Sales 


“May we take the liberty of calling your atention 
to our exteptional watch and clock department where 
the newest styles and designs are available at 
moderate prices. 

“We carry also a complete line of silverware, 
jewelry and leather specialties. If you will call in 
the near future I am sure you will find a selection of 
wedding gifts which will please you.” 

Small booklets are especially useful for fall merchandis- 
ing because they allow opportunity for more copy and 
better illustrations than are possible in newspaper adver- 
tisements. A local appeal in a booklet is a valuable 
business getter in smaller cities and towns where there is 
an active community sense among the population. The 
booklets should be followed up after a week or two with 
a sales letter requesting the recipient to call at the store 
and reiterating the selling arguments contained in the 
booklet. 


Start talking about Christmas 


gifts in your advertising early in October. Christmas 
buying of gifts on the “lay away” or some other similar 
plan should be featured. The theory behind starting the 
Christmas advertising early this year is to get the jump 
on the department stores. The average jeweler can’t 
compete with department store advertising, but he can 
make the public think in terms of jewelry for Christmas 
gifts ahead of the other stores. 

In devoting the balance of the appropriation to news- 
paper advertising a definite schedule of space allotment 
should be arranged for definite dates. Prepare the copy 
for these advertisements in advance. Advertise specific 
merchandise. Do not fill your space with generalities, and 
do not try to advertise too many items in one ad. An 
advertisement devoted entirely to a new style watch, for 
instance, at a popular price will bring in far more people 
than a dozen ads that tell in a general way about your 
complete line of watches. 

Always keep in mind that the more seasonable your 
advertising the better. Offer articles for which there is a 
seasonable demand, and keep away from too “high hat“ 
methods. What is necessary for the average store today 
is to build volume. 

Do not neglect your silverware department in your 
advertising campaign. Last fall many jewelers found the 
sale of sterling silver a veritable life saver. Aggressive 
featuring of silverware may well be a part of your fall 
campaign. 

Be careful in the selection of type and borders for your 
advertisements. See that illustrations of merchandise are 
well chosen and the cuts well made. 

The advertisements reproduced herewith have been 
selected from a large number as carrying out the general 
ideas of this article. Note that they deal with specific 
articles. 
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Interior of the newly furnished store of Herman Laks at Wilkes-Barre, Pa., soon after the work was completed. 


He Sells Them Better Watches 


ain size of a store 


does not always indicate that it employs the best mer- 
chandising ideas although this is often the case. Herman 
Laks, a retail jeweler at 81 S. Main St., Wilkes-Barre, 
Pa., has just completely remodeled his store, which is 10 
by 50 ft., after 14 years in business. That he could take 
this step during a period which has proved disastrous to 
many other jewelers is due to the fact that he has made 
it a point to develop satisfied customers. 

“I believe,” says Mr. Laks, ‘““That when a man or 
woman comes to my store and says, ‘I want a watch’ that 
I must make my best effort to sell a high grade watch and 
encourage my customers to spend more for a better article. 
I want my customers satisfied and no matter what make 
of watch they are interested in I always try and impress 
them with the idea of buying the most expensive one of 
its kind that they can afford. 

“I think that this idea applies to all merchandise but 
particularly to the watch line as there is nothing that can 
drive away a customer quicker than to sell him or her a 
watch that does not give satisfactory service. 

“In many instances this effort has proved successful 
with greater satisfaction to the customer and better busi- 
ness for me. I certainly believe in their method of selling 
both pocket and wrist watches and in the future will con- 
tinue this policy. 

“Of course appearance and style are both important 
factors, but most watch buyers also desire a reliable 
timepiece. The appearance of a watch must meet the re- 
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quirements of the individual prospect, but the jeweler can 
stress performance in his selling talk. 

“Sizing up a prospect as to his ability to buy before the 
question of price comes up is not always successful. If the 
customer is definite as to a price limit, attention should be 
turned to the merits of the watch within his or her price 
range.” 

Last June Mr. Laks conducted a 14th Anniversary 
Sale and made a special drive for graduation business. 
His watch sales were increased and incidentally his profits 
from the sale of high grade watches. He also made a 
special effort to get the wedding business in his selling 
area and as a promotion plan, presented each bride among 
his customers with a special gift. 


Lacing this sale 


his advertising was tied-in with appropriate window dis- 
plays. He also featured electric clocks, toasters, percola- 
tors and other articles. 

“Sports watches have had my particular attention dur- 
ing August,” said Mr. Laks, “and I have always urged 
customers to ‘buy up’ to a better grade of watch than the 
old one.” 

“Following the summer vacation season I expect an 
increase in my watch repairing business, and this always 
opens up new opportunities for more sales which I try to 
capitalize to the best of my ability.” 

The second story of the building is used for offices and 
the repair department. 
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Frank B. Wade 


(Author of a 


Like most conservative gem 
students and dealers the writer has deprecated the rep- 
resentation of diamonds as investments for people in 
general. They carry no coupons, bear no interest and are 
not accompanied by any promise to pay at any particular 
due date. They must be sold to be realized upon, and 
the selling of diamonds is a specialty requiring much 
knowledge and training and experience. Nevertheless it 
may be worth while during this time of threatened infla- 
tion of the American dollar to inquire into the economics 
of inflation and into the peculiar position of the diamond 
as a valuable commodity and see if there may not be 
something of true investment value in the possession of 
well bought diamonds. 

In any true inflation of the currency it must follow 
that the prices of real property, that is of things, as dis- 
tinguished from tokens, of promises to pay, or money 
other than gold money or other money taken at its 


intrinsic value, must increase in close but inverse ratio’ 


to the fall in value of the currency. As one end of the 
titer board falls the other end invariably rises. Because 
of the working of the law of supply and demand there 


are bound to be variations in the prices of different com-— 


modities even during the operation of a general price 
change due to an artificially contrived inflation. We 
have recently seen a well marked case of this sort in the 
rapid advance of wheat prices due to adverse weather 
conditions. 

Now, in the case of the diamond, we have a control 
on the supply which, while it no more abrogates the 
law of supply and demand than four wheel brakes 
abrogate the law of universal gravitation, nevertheless 
controls the course of the market as surely as the brakes 
control the car on a steep hillside. In the unified policy 
of the Diamond Corporation, taken together with the 
cooperation of the Government of South Africa, we have 
an exceptional case of control of supply. 

In considering the question of the investment features 
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Substance of an Address Prepared for the 
A.N.R.J.A. Convention at Milwaukee 


Aug. 21-25 


By 
Frank B. Wade 


“Text Book of Precious Stones,” “Diamonds,” etc.) 


of the diamond every merchant should provide himself 
with a good knowledge of the operation of the Diamond 
Corporation and be ready to give to any customer a 
clear, concise account of the principal measures and agree- 
ments made use of by the Corporation in its control of 
the diamond supply. Briefly these measures include: 
I—Agreement to produce in any six months period only as 
many diamonds as the sales of the previous six months 
period justify. II—Allotment of quotas to each of the 
producers for the period of the agreement. I[II—Sale 
of the entire output through the selling syndicate at estab- 
lished and controlled prices. IW—The securing of the 
cooperation of the Government of South Africa, which 
accepts its own quota and sells at Syndicate prices. V— 
The purchase of quantities of competing stones from in- 
dependent miners whenever such production seems to 
threaten prices by furnishing an oversupply and the with- 
holding of such stones until such time as they may safely 
be placed on the market. VI—Highly intelligent watch- 
ing of all situations connected with the world market 
for diamonds and influential action whenever and where- 
ever such action seems to be needed. What other com- 
modity enjoys such an extraordinary advantage of con- 
trolled supply? 

As our first argument in favor of the diamond as an 
investment at this time (if not in more normal times) is 
the great probability that prices of diamonds which are 
now up 30 to 60 per cent will further advance if and when 
real inflation begins. This tendency the diamond will 
share with other real things and, in addition, it will enjoy 
the protection against over supply which the Corporation 
control assures. ‘The extent of the probable rise will be 
governed by the extent of the real inflation. 

Here the buyer must beware (caveat emptor) as he 
would if he were in the market for bonds, or common 
stocks, or real estate, and must decide for himself as in 
all the other cases of investment, whether or not we 

(Turn to page 61) 
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Indictments for Watch Smuggling 


More New York Importers Accused of Bringing in Movements in Rabbit Skins— 
United States Attorney's Office to Prosecute Vigorously 


The war against the watch 
smuggler is going on with increasing activity according to 
the statement of George Z. Medalie, United States At- 
torney at New York, who said that he and his assistants, 
Messrs. Sylvester and Prager, would continue to coop- 
erate with Mr. Roberts of the Customs Service in bring- 
ing to justice the smugglers of Swiss watches. 

The statement was brought forth as a result of indict- 
ments early last month of the Weinstrum Watch Co. 
and Alex Wein and Henry Ackerman of that firm, 
and Mandel Wenzehr, a brother of Mr. Wein, who is 
connected with the Geneva firm. These men together 
with one Leibowitz were all indicted under Section 593 
of the Tariff Act relating to smuggling and also for con- 
spiracy to smuggle watches from Switzerland. 

On August 7, the Weinstrum Watch Co., Wein and 
Leibowitz pleaded not guilty and bail was fixed in the 
sum of- $2500, trial being set for September 5. 

In speaking of the case, Assistant United States At- 
torney W. W. Prager said that this was but another step 
in the war that was being waged on the watch smuggler 
whose practices were not only costing the government 
many thousands of dollars in revenue but also had de- 
moralized the legitimate watch business both among 
American manufacturers and importers. 

According to information given out by the govern- 
ment, the charges go back to October, 1932, when the 
customs agents under John W. Roberts, after a month 
of investigation, seized 22 bales of rabbit skins which 
had been consigned to a New York trading concern on 
W. 26th St., New York. An inspection of the skins 
disclosed the fact that 18 of these bales each contained 
a tin box wherein were secreted about 1000 movements, 
or 18,600 Swiss movements in all valued with duty of 
about $100,000. The seizure was predicated on the 
fact that the shipment had been invoiced as “raw Bel- 
gian rabbit skins” on which there is no duty. 

At the time of the seizure the customs agents arrested 
Henry Saks, who was receiving the shipment ; also Richard 


Bieshun, who was found in the neighborhood. Bieshun, - 


the officers said, had previously served a term in Atlanta 
for smuggling Swiss movements, bringing them in as 
chocolates and was commonly known as the “Candy 
Kid.” Further investigation resulted in the arrest of 
Joseph Howard of Gloversville, and Rubin Arbiv. All of 
the above were indicted in November together with 
Joseph Arbiv, who it was alleged was the man who 
packed the movements in rabbit skins in Belgium and ship- 
ped them to New York. 

It is charged in the recent indictments against the mem- 
bers of the Weinstrum Watch Co. that of the ship- 
ments of watches seized in the rabbit skins, approximately 
half was the property of the Weinstrum Watch Co. The 
indictment also charged that on five other occasions be- 
tween June 1, 1932, and Oct. 24, 1932, the defendants 
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indicted concealed, bought and facilitated transportation 
of Swiss watch movements which had been illegally im- 
ported in the United States without payment of duty 
and smuggled in rabbit skins similar to those seized by 
Inspector Roberts a year ago. 

According to information given out by the United 
States Attorney’s office not only will the cases against 
the smugglers be pushed vigorously but the government. 
intends to even go further because the brazenness of the 
smugglers has reached the stage of a “racket” and must 
be stamped out. It was learned that the government 
has gained access to the complete records of the smugglers 
and their associates which disclosed the names of dealers 
to whom such smuggled watches have been sold. Whether 
or not these dealers knew the character of the goods 
may make no difference as far as further proceedings are 
concerned, because it was pointed out that under the 
provisions of the Tariff Act the smuggler can give no 
clear title to goods clandestinely imported. 

Attention was called by Assistant Attorney Prager 
to the fact that as far as these smuggled movements are 
concerned, the law places upon any person in possession 
of them the burden of showing that the merchandise 
was properly imported and paid duty. The mere fact 
that the goods were purchased innocently from a third 
party is not sufficient defense in a suit to forfeit the 
merchandise. 





Jewelry Box and Display Manufacturers 

Among the many organizations formed in New York 
was that by the Jewelry Box and Display Manufacturers 
which came into being at a meeting in the Jewelry Trade 
Club on July 10 with a membership of 22 firms through- 
out the country. Further meetings were held July 19 
and Aug. 3, and at the last mentioned, emergency pro- 
visions to the blanket code of the president were adopted 
pending the approval of the code of the National Paper 
Box Manufacturers’ Association which was submitted 
July 21 and under which the Jewelry Box and Display 
Manufacturers wish to work. 

The agreement to abide by the emergency provisions 
went into effect Aug. 7. They provide in brief for a 40-hr. 
week with 3214 cents per hour minimum, the standards 
in the National Paper Box Manufacturers’ Association’s 
code. 

The officers of the Jewelry Box & Display Manufac- 
turers’ Association consist of: Chairman, Milton Weill 
of the Arrow Mfg. Co., Hoboken; Secretary, George 
Horowitz, 261 Broadway, New York, and treasurer, 
Louis Trilsch, 130 West Forty-second Street,-New York. 
On the executive and code committee are representatives 
of the Arrow Mfg. Co., Buffalo Jewelry Case Co., Den- 
nison Mfg. Co., Farrington Mfg. Co., Mason Box Co., 
S. Nere & Co., F. H. Noble & Co., Oscar Trilsch Co., 
and Wolfsheim & Sachs. 





Pearls for Rings—Necklaces, any length C, fe 65 Nassau St., New York 
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Rosenthal & Kaplan 


Manufacturing Jewelers Since 1905 
15 John Street ~ NewYork 
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Diamonds for “Investment” 
(From page 57) 


are likely to experience a major degree of inflation. We 
all know that the Administration has been granted the 
power by Congress to bring about such an inflation. Ex- 
perience of other countries has shown that tremendous 
pressure for more inflation usually follows the use of 
a limited amount of that tonic to trade and prices. Should 
not the wise investor, who seeks to secure his holdings 
whether for his own future use or for the use of his 
heirs, put some substantial part of his property in the 
form of diamond holdings? 

It may be said of diamonds and gems, as property, that 
the worse the economic and political conditions of a coun- 
try the better they are as repositories of wealth. We do 
not anticipate any such condition as Russia was in after 
the Revolution. In her case the gems and jewels of the 
wealthy were about the only form of wealth which they 
were able to carry with them when they escaped the 
country. We will not act up as Russia did. More than 
likely when we have settled down again we will have 
done about what Great Britain did in the matter of 
inflation. With that in mind the investor should decide 
whether or not he would be justified in buying diamonds 
to take advantage of such a moderate inflation, always 
bearing in mind that he must sell them somehow, to 
somebody, in order to have the use of his money again. 

It may be said here that when Great Britain went 
off the gold standard the Diamond Corporation promptly 
adjusted diamond prices to compensate for the loss in 
purchasing power of the pound. Again, when the South 


African Government went off of gold the Corporation 
again adjusted prices to correspond. The owners of 
diamonds in those two cases were thus protected against 
loss from the cheapening of their money. 

While there is thus much to be said by the diamond 
merchant to his customer in favor of studying the diamond 
as an immediate business investment should we not more 
stronger stress it as a figurative investment? One that 
pays dividends in pleasure and pride of possession, that 
marks the wearer as a successful individual (or the wife 
of one). We may also justly call attention to the endur- 
ing character of the diamond, to its heirloom possibilities, 
and, from the actual history of diamond prices, we may 
fairly stress its continuing position as a commodity of 
great value, even allowing for the numerous fluctuations 
in price which wars, and revolutions, and the discovery 
of new mines have brought about over the ages, 

For those who, like many Oriental peoples, regard 
money paid for the use of money as usury, the diamond 
may well be regarded as a genuine investment, a reposi- 
tory of wealth in enduring form. The treasure houses 
of India and Burma contain a vast store of such wealth. 
We in America, whether we recognize it or not also 
have a vast treasure similarly “invested.” The diamond 
merchant may well seek to do his part as a distributor 
to increase this store of wealth in America but let him 
be strictly honest first with himself, and then with his 
customer, and lay before the latter some or all of the 
facts we have been considering and then let the customer 
decide about using the diamond as an investment. 


(To be continued) 
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Star Sapphire Platinum 
Cuff Links — 50.49 cts. 
With a large stock of precious stones always on 
hand, we are prepared at any time to cooperate 
with you on whatever calls you may have. A choice 
selection of lady's and gentleman's Star Sapphire 
rings. 
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Agreement Between South African Government 
and Diamond Corporation Causes Renewed 
Confidence in Diamond Industry 


Lonpon, Aug. 15—The removal of various difficulties 
within the diamond industry foreshadowed by the pro- 
posed agreement between the South African Union gov- 
ernment, the big South African diamond producers and 
the Diamond Corporation, is being anticipated by diamond 
men who now regard the future with complete con- 
fidence. Trade in diamonds, they say, is going to be 
accelerated by the new arrangement for diamond market- 
ing which will ensure the maintenance of parity of prices. 

Events in the United States are being closely watched 
since a return to prosperity in America will have a direct 
influence on the South African industry. Under the new 
proposals the Diamond Corporation will regard itself as 
a producer and will accept a quota by means of which its 
stocks will be gradually absorbed. This means that the 
uncertainty of Corporation diamond stock influences on 
prices will be removed, and that producers will enjoy 
an increasing share of the diamond trade, the Corporation 
quota being a comparatively small one. 

Under the new arrangement the Union government 
will market its diamonds through the same channel as all 
the other big producers, both in South Africa and in Lon- 
don. Future fear of the exploitation on a large scale of 
the alluvial diamonds of Namaqualand by the government 
is removed by the latter’s acceptance of a quota, and by 
its proposal to restrict further proclamation of alluvial 
diggings. 

These cooperative activities should do much to 





strengthen the position of the entire diamond industry 
As regards diamond trading the European centers fi 
much more satisfied with the way business is coming jn, 
“Buyers are operating with greater confidence,” said 
a member of Backes & Strauss this week. “It is felt there 
is nothing to be gained by waiting and that prices are 
much more inclined to rise than to fall. It is true that 
whilst trade improvement continues and a better tone 
prevails in most directions, the volume of business stilj 
is far from normal, but it is to the good that conditions 
have become so much more stable. Every size and quality 
shows distinctly harder tendencies, but the increase jg 
most pronounced in larger stones of a good color and 
fairly clean. The supply of these stones in sizes above 
three carats is getting very limited, and taking rough 
prices as a basis a further rise seems inevitable.” 





J. Clare Crawford 


PitTsBuRGH, Pa., Aug. 22—Word was received of 
the sudden death, yesterday, in this city of J. Clare Craw- 
ford for many years prominent in the retail trade here, 
Mr. Crawford had had a heart ailment for sometime 
but the news of his demise proved a shock to his friends, 

Mr. Crawford had for many years been president of 
the Pittsburgh Jewelers 24 Karat Club of which he 
was one of the founders. He had been connected with 
the jewelry business in Pittsburgh for a long time, first 
for many years on the sales staff of W. W. Wattles 
& Son and later for a few years with his own business 
which he started in 1924. Recently he had devoted 


his time in developing one of his inventions. 
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Putting a Hand Clasp Into 


Collection Letters 


By 
Richard C. Walter 


io are relatively few 
men who would come into my office and deliberately 
open a drawer in my desk and take money that didn’t 
belong to them, even if they could do it unobserved. But 
there are men who are improvident and who obligate 
themselves to paying certain amounts of money which 
are beyond their capacity to pay. 

This class often decide that it is impossible to pay 
until they are given a much less desirable alternative. 
Often a man who was sure five minutes ago that a certain 
course of action was impossible will change his mind 
when confronted with an alternative very much less to 
his liking. 

To bring about this mental situation it is necessary to 
be an artist in the art of collecting money. Lawyers 
haven’t the least idea how to do it. They work entirely 
by rule of thumb. They file certain papers at certain 
points in the collection procedure and eventually get 
judgment on which you may cash in later—maybe—and 
its a great, big MAYBE. 

One jeweler in Los Angeles made a good natured ap- 
peal that brought back the check. It’s the kind of letter 
you can write to Bill or Jim or some other customer 
whom you know in a friendly, social way. He wrote: 

“Dear Mr. Brown: 

“They say that television is coming and then we can phone each 
other and smile at each other. 

“But inventions develop slowly, so we must be satisfied with 

- letter which, nevertheless, smiles a friendly greeting in every 

“The message asks for a check. The amount is $12 and repre- 
sents the balance due on that wrist watch we sold Mrs. Brown 
last October, and although it is considerably overdue, there’s still 

a smile in every word, for | write with the confidence that you will 

come through. 

“So—here’s looking at you—and the smile between us is one of 
satisfaction, for it’s good to pay an honest debt. 
“And so another good deed is recorded, and day well begun.” 

Now that installment selling has become such a com- 
mon practice in the jewelry trade, it is not uncommon to 
find a day laborer or other manual worker buying dia- 
monds and other jewels of considerable value on an in- 
stallment basis. 


In such cases everything depends upon steady employ- 


ment. Where the man’s family is large and several mem- 
bers of it are working, even one job lost will wipe out the 
family’s economic margin of safety. An illness of one 
of the members of such a family will usually slow up 
payments. 

In such cases a friendly investigation should be made 
and every possible appeal made to get the account on a 
“paying” basis again. Many times fear and uncertainty 
of the future will result in payments being missed. It is 
clearly a psychological problem and one that requires 
expert handling. 

As a rule a logical truthful letter will appeal to the 
intelligent debtor. He recognizes the justice of the appeal 
and tries to come across. Here is a good example: 


“Dear Mr. Brown: 
“The success of an institution such as ours depends upon its 
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Precious Stone Jewelry 


That Final Touch 





























PARIS rules out the 
unadorned Neck—for Fall 


Fashion Experts cable from Paris that the 
modish frock must be complemented with a 
necklace—whether it be for sports or evening 
wear, high or low neck. And adornment goes 
on from there—bracelets, rings and earrings, 
clips and brooches will be strongly favored in 
Autumn styles. We have created a wide variety 
of smart, moderate-priced precious stone pieces 
to meet these Fall requirements. 


; + 
Walter Lampl 
NRA CREATORS OF THE UNUSUAL — AS USUAL 


Gold and Platinum Chains 
Precious Stone Jewelry 


20 WEST 47th STREET @ NEW YORK 
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NEW YORK CITY 
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H. W. Aarts 
108 Fulton Street 
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71 Nassau Street 


F. Amkraut 
49 Maiden Lane 
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WE DO OUR PART 


Realizing the effect the NATIONAL 
RECOVERY ACT will have on the Dia- 
mond Business, the members of the 
UNITED DIAMOND MANUFACTUR- 
ERS ASSOCIATION heartily endorsed 
and signed the code prescribed for dia- 
mond manufacturers. 


Thus we not only help to protect those 
possessing diamonds, but also to in- 
crease the value of merchandise and 
to create employment for the Ameri- 
can diamond cutters. 


American cut diamonds, known the 
world over for their accuracy in make 
and beauty, are cut by skilled me- 
chanics, who are entitled to a fair 
standard of living. 


BUY YOUR DIAMONDS FROM 
AMERICAN MANUFACTURERS 


THERE IS ALWAYS A MARKET 
FOR DIAMONDS 





UNITED DIAMOND 


Manufacturers’ Association, inc. 
Whose purpose is to promote the interests of the 





NEW YORK City 
® 


Jos. W. Lindner 
40 John Street 


Pals & Solow 
71 Nassau Street 


A. Rosenberg 
71 Nassau Street 
Rosenberg & Sluyter 
87 Nassau Street 
Shapiro & Levy 
95 Nassau Street 


Sobel & Kaleko 
71 Nassau Street 


Soloway & De Nat 
101 Beekman Street 


Spilker, Cruetz & Neff 
15 John Street 


Wm. Van Aalten 
95 Nassau Street 


Jos. Van Berckelear 


37 West 57th Street 


Edward Van Der Linden 
87 Nassau Street 


S. A. Van Moppes 
95 Nassau Street 


Louis Verbeeck & Sons 
64 Fulton Street 


Verheyleweghen Bros. 
& Calleay 


105 Fulton Street 


F. Vermuelen & Co. 
64 West 47th Street 


Walvisch & Bieberneit 
40 John Street 


Jack Wessel 
87 Nassau Street 
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diamond industry. . 
Lever, Ludel & 
Van Thyn John Wiener 
95 Nassau Street * 71 Nassau Street 
. 
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ability to determine quite definitely in advance where certain sums 
of money may be placed to advantage. ; ; 
“Eyery week we have thousands of installments due on jewelry 
and arrangements are made to use this money for the furtherance 
of our business and also that YOU, our customer, may have the 
benefit of discounts we get for prompt settlement of our own 


igations. 
yo of clients to whom we extend credit are rated highly 


and are usually so dependable that only one appeal is needed to 
bring their accounts up to date. 

“However, occasionally there is a little slowness in the payment 
of an installment which, in most cases, is due merely to an oversight 
or a possible delay in the mails. 

“So won’t you please hurry your payment to us by special de- 
livery?” 


Merchandise Market 


New Gemex Line 


Gemex announces the introduction of their watch attachment 
line for Fall 1933 as exceptionally smart and complete. Among 
the innovations which the Gemex Company is featuring is the 
new type detachable end hooks for ladies’ watch bracelets. You 
can remove the straight ends quickly without tools and you 
consequently have forked ends suitable for attachment to 
baguette watches. 


Bugbee & Niles Catalog 


Increased fall business finds the Bugbee & Niles Co. fully 
prepared and cooperating with the trade through its new fall 
catalog of creations for men and women. The catalog has just 
been released and contains all the new designs nicely illus- 
trated and accurately described. 


“Artiks” Bags for Silverware 


A new, efficient and inexpensive protection for silverware 
against tarnish and rust, has been made available with the 
introduction of “Artiks,” transparent, moisture-proof cellophane 


bags, in special sizes for silverware. Artiks, which are made 
by the United States Envelope Company, have been sold for 
some time in larger sizes for preserving moisture in foods. 
They are equally efficient in the care of silver to protect it 
from tarnish. 


Mirpo—The Silver Polish De Luxe 


Mirpo is a new scientific Silver Polish the kind you have 
been wishing for. It is different from the others on the market 
in many ways. It is non-inflammable, non-poisonous, non- 
irritating to the most delicate fingers, and of pleasant odor. 
It does not cake and it works like magic. It is beautifully 
put up and yet the price is no higher. 


A Certified Coupon Plan 


To take advantage of the changed habits and conditions of 
the American life today, the International Silver Co. has de- 
veloped a most effective merchandising idea, which it is hoped 
will contribute to the benefit of every silverware merchant 
handling this company’s lines. This idea is embodied in a 
certified coupon plan which in brief is as follows: To every 
customer who buys at regular retail prices a standard 26, 34 
or 50-piece set of 1847 Rogers Bros. Silverplate, the jeweler 
presents a certified coupon book. This book contains coupons, 
each one of which entitles its holder to a definite piece or set of 
fancy pieces—salad forks, oyster forks, serving spoons, etc., etc. 
—at a discount of 25 per cent. This discount is guaranteed 
for 18 months from the date your customer makes her original 
purchase of the 26, 34 or 50-piece set. 

“The coupons,” says the company, “will bring the customer 
back to your store, time and again, so that she may take ad- 
vantage of the 25 per cent saving. Whenever she presents a 
coupon and makes a purchase, you fill in the coupon, sign it 
and send it to your jobber or to the factory—wherever you 
made your purchase. The fancy or serving piece you have 
sold in this way will be replaced in your stock at 25 per cent 
off your regular cost price. You make your full profit, there- 
fore, on every sale.” 

















We specialize in the manufacture of exquisite creations 
in the novelty line, exclusive and original in design and 
superbly made by skilled craftsmen. 

High Grade Gold Novelties. Vanity and Cigarette 
Cases. Powder Boxes. Gold and Silver Fountain Pens 
and Pencils. 

Illustrated are some of our newest items, which sell 
rapidly on their unusual beauty and usefulness. 


Pedersen, Frankel & Schanfein, Inc. 
15 West 47th Street, New York City 
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NAW DOES THE 


m ‘Snap - fit” * | RECOVERY ACT 
ae OFFER YOU 


BRACELET A NEW 


Look at the diagram drawings below, and you will see 


that at last, here is a new idea in bangle bracelet con- 

struction. The operation of the “Snap-Fit” is so dif- OPPORTUNITY 9 
ferent, that it is selling ahead of expectations wherever * 
shown. Made both in exclusive fine-pierced and fancy 
solid styles. Who is better equipped by long bracelet 
manufacturing experience than Peckham to bring out 
this innovation? ; 


Ask your wholesaler for the new Peckham “Snap-Fit” 
or let us ship sample assortment through him. 
























The Recovery Act promises the elimina- 


Typical Peckham quality— . i P . 
each one stamped J. H. P. tion of disastrous price-cutting and a cer- 


kak KKK KK KK KKK tain amount of misrepresentation. 
With the price-cutting and high-pressure 


methods eliminated, the public may be ex- 





pected to buy from the most reliable and 


best-posted authority in their community. 





* *& J.H.PECKHAM & SONS, Inc. * * 
NO. ATTLEBORO, MASS. 


Will YOU be able to compete in 
knowledge of diamonds 


and other gems? 


ORIGINATOR OF Tt 
PLATINUM.-LIKE FINE-PIERCED JE 


ONLY 39 MORE ENROLLMENTS 

CAN BE ACCEPTED IN 1933 IN 

THE CERTIFIED GEMOLOGIST 
COURSE. 


Gemological Institute of America 
Los Angeles, Calif. 


4 


A slight pull on the 
snap section releases 
the tension of the 
bracelet. Closed, it is 
securely locked. 









Squeeze bracelet and 
push section down 
with forefinger. Quick, 
easy, unusual. 
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“A New Deal” Speeds Sales for an Old Store 


(From Page 45) 


all items sold in jewelry stores, but it is with much of 
the merchandise carried. 

“When we feature a specially advertised item, we have 
enlargements made of the ad. These are placed in the 
windows, and certain locations in the store, where store 
trafic is heaviest. 

“A special window is devoted to the item and every 
possible selling effort is placed back of the article to se- 
cure the fullest benefits of the promotion. We also place 
at one or two advantageous spots in the store the item 
itself, so customers in the store cannot help but see it. 

“We believe it a very necessary part of selling for the 
sales staff to be informed as to every detail and inter- 
est of an item, which makes the selling presentation more 
effective and intelligent. We attempt to supply our sales 
people with as much knowledge as possible regarding 
each piece of merchandise sold. 

“Every article placed in our windows now, is priced. 
The average customer wants to know what the price of 
an item is before he or she comes into the store. Noth- 
ing frightens customers quite so much as the fear com- 
plex that an article in which they are interested is be- 
yond their ability to pay. So why not break down this 
sales resistance and place a price on each item displayed. 

“We are changing the location of some of our depart- 
ments in the store. We believe this gives the store a 
fresh appearance and in some instances know from a study 


of customer traffic that we are making them more ac- 
cessible to our trade. It is also helpful in arousing a 
new interest among the sales people, because the mer- 
chandise in a new position and new display is seen in a 
different and more enthusiastic selling sense. 

“We realize,” concluded Mr. Graham, “that such ag- 
gressive merchandising methods adopted to do special 
promotions, cannot be used constantly, and we don’t at- 
tempt to. During the busiest periods of our business we 
feature higher priced items and fine pieces. 

“However, we are convinced that you cannot injure 
your business by featuring merchandise carried in your 
store, and informing the public that the values offered 
are equal to those sold elsewhere. Your customers know 
as well as you do that an article coming from a jewelry 
store has an enhanced value in the mind of the recipient, 
in excess of the price paid for the article. This is an 
advantage of which few other stores can boast.” 





William E. Fritz, jeweler, Quincy,-Mass., took second 
prize in a recent window dressing contest sponsored by 
the Retail Merchants’ Bureau. The window was arranged 
by Miss Marie A. Keating. What pleased Mr. Fritz most 
was that many of the stores hired Boston window trim- 
mers, while the young woman who works right in his 
store did the job for him, just as she has been doing 
for the past three years. 




















A new high-grade 
line of ladies’ and 
gents’ cigarette cases, 
specially designed in 
flexible enamel. Made 
in all colors and 
beautifully finished. 
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Bigney’s modernized === 
replica of authentic an- Zilli 
tique-style jewelry, com- | 
prising yellow gold-filled 
lockets and Renaissance 
bracelets, are exquisite 
in style and finish. 


An up-to-date line of 
chains, knives, buckles, 
tie clips and costume 
jewelry, as well. 


BOSTON LINKS —— 
Patented) 

Are the Most 
Staple = 
SELLING 


CHAINS 
in the Country 


Sold Thru Wholesalers 


Ss. O. BIGNEY CO. 


FACTORY AND MAIN OFFICE AT ATTLEBORO, MASS. 


*‘The House of Mirror Finish Fame” 


BIGNEY Mirror Finish Creations 


Elizabethan Bracelet with 













Buckle. 


Patented July 4, 1933, 


No. 1916821. 


(Pat. June 21, 1932) 


Made in all colors of 
Gold Filled and in 
Dove White Triple 
Plate with automatie 
roller adjustment 
center catch. 
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“A Line of Excepti 





When a line of jewelry 
comes to the front, as has 
Micallef's during the past 
three years, it surely must 
have exceptional merit. 
Beauty of exclusive design 
is matched by skillful crafts- 
manship, resulting in mer- 
chandise that meets the ex- 


onal BEAUTY and VALUE 







= 7, 








There are bracelets, rings, 
pendants, Lavallieres, ear 
rings, clips, bar pins and 
brooches, mounted with 
genuine Chinese jade, Jap- 
anese cultured pearl, ocean 
pearl, hematite, agate shell 
cameo and a complete line 
of full tin polished stones 


of all colors and shapes, 
The prices asked are surpris. 
Bracelet ingly low for jewelry of such 
No. 1967 evident quality. Ask your 
Wholesaler to show you the 
latest styles. 


aw COMPANY YW 


PROVIDENCE, R. I. ae 


EARL M. BARNEY 
Middle West Rep. 








acting demands of discrimi- 

nating jewelers. With the ae 
exception of a line of Gold Fag 
cameo brooches, Micallef 

Jewelry is fashioned from 

Sterling Silver. 


A. MICALLEF 


39 PAGE ST. 


CHAS. J. TONRY JAY H. MERRILL 
9 Maiden Lane, New York 150 Post St., San Francisco 























PRISMS: Watchmakers, 


THEIR USE and EQUIVALENTS 


| 
A book containing a more extended ATTENTION Sd 


knowledge on this branch of re- 
fraction than is contained in works 


on ophthalmology. Price $2.00. Would you like to have a complete course in 
ADJUSTING by an authority in this inter- 

The Optical Journal and Review esting subject? Theo. Gribi gives an ex- 
239 West 39th Street, New York haustive treatment of the governing laws and 


the most practical methods in his book, 
“PRACTICAL COURSE IN ADJUST: 








AN OLD ESTABLISHED ING.” Over 200 pages including many plates, 
SILVERWARE MANUFACTURER tables, and charts. Invaluable information. A 
h ing f 1 intend t . 
manager. "Ginquestioned Serna: taammateg seh woneelirs complete coverage of the subject by a master 
rat iat tecen Ter caat seek aes tae eoreation Ye- orkman—practical rather than purely tech- 
gards to past connections, experience, age, etc. nical 


Address “Silverware Manufacturer, 610,” 
Care of Jewelers’ Circular 


SALESMAN 
Desires to represent a reputable concern in Chicago and surrounding THE JEWELERS’ CIRCULAR 


territory on a strictly commission basis. Well qualified, aggressive, 

with successful sales record and established clientele with leading 

retailers and jobbers. Unlimited Chicago and New York references. W Oth 

For further information—Address, 239 3 St., New York 
WILLIAM BART 

Shoreland Hotel Chicago, Ill. 





Convenient size, nicely bound. Price $1.50. 
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When You Go 
to The Fair 


Te jewelry and 


allied: industries exhibits at the Century of Progress 
World’s Fair at Chicago have already attracted much 
favorable comment and those in the jewelry trade who 
have not yet visited the Fair will be particularly in- 
terested in the displays. 

Above is shown a replica of Mount: Vernon, the home 
of George Washington, made of 21,760 cultured pearls 
by K. Mikimoto of Tokyo, Japan, in order to symbolize 
friendly relations between the United States of America 
and Japan. It is being exhibited in the Mikimoto dis- 
play in the Japanese Pavilion at the Century of Progress, 
Chicago. The home contains 5184 cultured pearls and 12,- 
000 pieces of mother of pearl, the American flag 185, and 
the lawn is made of 16,250. It required 15 months to 
produce and is valued at $310,000. 

The Elgin National Watch Co.’s exhibit is dedicated to 
time and timepieces. Along one wall are five striking 
three-dimensional displays, in full color, depicting methods 
of timekeeping through the ages. The caveman, with his 
knotted rope of straw or grass, which he set fire to, and 
measured time by the burning from one knot to another, 
is a strange contrast to the great Elgin factory of today. 

A remarkable feature of the exhibit is a large model 
of an Elgin wrist watch on a scale of 10 to 1. By merely 
pressing a button this watch can be made to run, and in 
this manner the actual operation of the different parts of 
the watch mechanism can be demonstrated. This. model 
watch is to be placed in the Rosenwald Industrial 
Museum at the conclusion of the World’s Fair. 

A complete display of antique timepieces always draws 
the attention of the Fair visitor, and next to this, the 
slender, beautiful, modern Elgin watches offer a rather 
amazing comparison. Other exhibits are included. 











Mount Vernon in cultured pearls shown by K. Mikimoto 


The exhibit of the Whiting & Davis Co., Plainville, 
Mass., is attracting much attention. An evening dress 
made of silver mesh is of particular interest to women visi- 
tors. There are mesh bags in a wide range of prices. 

Then there are hot dish pads made of felt and mesh 
and even mesh lamp shades, which are having quite a 
vogue with the decorators. There is a complete set up in 
the window showing how the mesh is put together. The 
whole shop is a treasure trove if you happen to be looking 
for something unusual. Even the chairs and drapes are in 
mesh, and there is always an interesting crowd watching 


the mesh-making machine. 
D. not miss 


the exhibit of Baker & Co., Newark, N. J., which is in- 
teresting not only to jewelers, but also to those associated 
with other industries using platinum. A fairly full line 
of this company’s products is shown, including the various 
metals of the platinum group in the ore and as finished 
products. A trophy cup and a coffee service, both in 
platinum are attracting much attention. A full line of 
articles prepared for jewelry manufacturers’ use, chemical 
apparatus and many other products are shown. 


PLAEINUM. = 


Exhibits of Whiting & Davis Co., Elgin National Watch Co., and Baker & Co. at the Century of Progress World’s Fair 
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eature 


the new sterling 
pattern 


Yose /{ wae 
by Gorham 


&) &' & 

4 
|! ene vy / yt Ls modern! It has delicate contour 
ya! LS Vaid 7 x and slender symmetry, excellent weight and perfect 
. << F He TiN {| | balance. It carries the prestige of Gorham leadership, 
x AS ed ye It will make a wide appeal to discerning buyers. 


% 


“tae, f 
tT 7 & 

_ U t eX During the next two months more than 7,800,000 
messages about this new outstanding pattern of the sea- 
son will be delivered through dominating advertisements 
in leading magazines to prospective customers. Thov- 








38-piece set of Rose Marie Sterling (service for 6) 







2 Roomposes ; cs. yo ne i B dy! 
essert nives utter spreaders fs 3 
; S Roses Rakes  Baneor Epeen sands of these prospects are in your territory. Be ready 
1 Sugar Spoon Price $86.75 E 






$5.00 ZIP-PAC Case—a durable, compact, zipper-closed 
velveteen-lined anti-tarnish container—$2.50 net. 





Here’s the selling plan 


To jewelers buying 38-piece sets a regular $5.00 case 
is provided which he can either sell at cost ($2.50 net) 
or give away, as he sees fit. 













With each order totalling 6 dozen staple or fancy pieces we 
will ship one regular $8.00 zipper-closed Pamilla Silver 
Cloth-lined container for $3.00 net. These guaranteed tar- 
nish-preventing chests cost but very little more than flannel 
rolls for 12 dozen items which you would ordinarily give 
free. They easily accommodate 144 pieces, and you may 
offer them at net cost or without charge with any purchase 
. 72 pieces of Rose Marie. This offer is limited to December 
Ist, 1933. 


72-piece sets . . . $186.00 96-piece sets . . . $248.00 
144-piece sets . . . $372.00 











As an introductory offer to interest purchasers of sets 
of 72 or more staple or fancy pieces, we provide a 
regular $8.00 chest for $3.00 net, which jewelers may 
either offer free to the first three customers, or at an 
optional price. 














Rose Marie’s broad sur- 
face is adapted to practi- 
cally any initial chosen... 
particularly suited to the 
plainer styles. 





. ee e e oe Ze GORHAM Gmnpany STERLING e e« « 
Order today ! Be among the first Bovidena, Rhode Lsland-- SINCE 1831 
to have Rose Marie—the new 
and authoritative sterling. AMERICA’S LEADING SILVERSMITHS. MAKERS OF EVERYTHING IN 
STERLING SILVER, BRONZE & GOLD. SPECIAL COMMISSIONS SOLICITED. 





6 West 48th St., New York City 10 South Wabash Ave., Chicago 140 Geary St., San Francisco 
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Wm. Ball, Philadelphia 
1780 








}. Sayre, N. Y. C. 
1808 


H. Wishart, N. Y. C. 
1790 


Fig. 1 


A Century of Progress in the Silversmith’s Craft 


Ernest M. Currier 


A: the beginning 


of the fourth decade of the nineteenth century, while the 
settlement at the mouth of the forked river about which 
was to gather the future great city of Chicago was but 
little more than a frontier out-post, industry had already 
reached a point of considerable development in the more 
settled portions of the country. Great manual skill and 
remarkable excellency of design had, undeniably, been 
attained. Nevertheless, all the crafts were on the threshold 
of wonderful—magical growth. This was to be along 
mechanical lines rather than esthetic—an economic 
progress rather than an artistic one. Of course, many 
meritorious pieces have been produced in the course of 
these years, but I must overlook them to devote attention 
to the economic feature. Besides, in this respect, we have 
yet to surpass the wonderful work of the craftsmen of 
ancient times. 

In 1830 the silversmith toiled with but little equipment 
beyond a few hand-tools; a charcoal forge, of course, on 
which to melt silver and to do soldering; a foot lathe 
perhaps; or a pair of small hand rolls; these were all in 
the way of machinery he would be likely to possess. With 
hammer and anvil he labored. The material—the silver 





G. Forbes, N. Y. C. 
1808 
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May be English 
1810 


stock—he prepared (beat out)- himself, for the rolled 
metal available was still of small dimensions. 

This rolling of the metal was to become of prime im- 
portance, and its development can truly be called one of 
the greatest of the century. From the small hand rolls 
used by the cutler, the button-maker or the close-plater 
of the eighteenth century, to the powerful mills of today 
is a marvelous record of achievement. Rolling metal has 
become a vast and highly specialized branch of our in- 
dustry. 

To speak of the silverware itself:—-A convenient point 
at which to start, because it marks a change in style as 
well as method, is the early years of rolled silver. As soon 
as dimensions of that material had grown somewhat be- 
yond the requirements for the cutler’s knife hafts, the 
silversmith seized upon it and bent it into drums or cyl- 
inders, thus a quite new type of vessel was evolved—the 
box pot so called. (See Fig. 1.) 

At first the shapes of box pots were severely plain, dec- 
orated only with bright cut engraving. Fluting, however, 
rapidly developed, and after the turn of the century the 
manipulation of these seamed drums ran riot, with elab- 
orate paneling, swaged bands and fluting. (See Fig. 2.) 





Harvey Lewis, Philadelphia 
1815 


Fig. 2 











“THIS 
i> THE 
WAY 
FOUND 
M Y 
SILVER” 


THE MODERN 
w WAY TO ¥ 
ChOUSh YOUR 


SILVER 


Lae young bride...to have sent for “The Modern Way 
to Choose Your Silver” before making her decision. 
This portfolio has helped so many women find exactly the 
tableware they wanted. 
Shown below are four of the other Treasure 
patterns: Coronet, William and Mary, Say what you will, silver is the very soul of your dining ser- 
See oF art Byes pen Syl Pein. vice—china is replaced, linens wear out, silver alone endures. 
Be certain, therefore, that the design has true beauty, that 
the craftsmanship is perfect, that the quality is supreme. 
These days, too, another point must be considered. The 
design should be in the spirit of the room. This doesn’t 
necessarily mean that there is just one “TREASURE” pattern 
for any one period—but it does mean that there is a perfect 
design for your own dining room—whether it be Early 
American, Georgian, Spanish, Modern . . . or anything else. 
We hesitate to say that no one should choose silver with- 
out first sending for “The Modern Way to Choose your 
Silver.” But, if you could see our files of letters from 
grateful people, you would probably feel that this is ee 
really the first step toward the buying of perfect tableware. 





. When writing for your copy of the portfolio please address Dept.A-12. 
a) jt ROGERS, LUNT & BOWLEN . Silversmiths . GREENFIELD, MASS. AMERICAN DIRECTOIRE 


Above, in reduced size, is our full page ad which appears in the September 
issues of VOGUE, HARPER’S BAZAAR and HOUSE BEAUTIFUL. 


72 THE JEWELERS’ CIRCULAR 
for September, 1933 

















W. B. Heyer, N. Y. C. 
1815 


So fanciful did some of these forms become that the 
amount of labor expended became as great as would be 
required to raise (bend up) a vessel from the flat. So, 
directly, the mode changed. Pots about this date acquired 
bases. Rolled wires or borders developed greatly. Zonal 
construction began—a raised (beaten) cup-like section, 
of no great depth, was prepared, upon this a rolled border 
was super-imposed, increasing the capacity somewhat, an- 
other raised zone or part completed the container, and to 
finish off the top, another border—thus the piece was 
built up. This style was popular, and continued in varied 
designs to beyond the opening years of this Century of 
Progress. (See Fig. 3.) 

In all these years there had been no spinning. Lathes 
there were, of course, for the lathe is very ancient, but 
the process of forming a hollow vessel by pressing a flat 
disc of metal against a model (a chuck) while both re- 
volved in the lathe was not yet known. Spinning had to 
wait for rolled metal. Once this was at hand the method 
rapidly gained. No exact date can be fixed, certainly the 
advancement must have been gradual. It is said that the 
French were using it in 1830, I have never seen an Amer- 
ican piece of such early date that could be accepted, un- 
questionably, as spun. Besides, it was only at the Paris 
Exposition of 1867, that the process had become of sufh- 
cient importance to be mentioned in the official report. 
On the other hand, many pieces of the period 1830-50, 
that show some evidence of lathe work, exhibit also un- 
mistakable marks of the hammer, thus a pitcher, a ewer, 
may be found to have a spun base, the body being raised 
or at least aided by the hammer, the neck seamed and 
hammer formed. 


Fig. 3 





Gale & Mosely, N. Y. C. 
1830 





L. Brown, Philadelphia 
1820 


Small mugs and cups afford a good illustration of the 
process from seaming to spinning. (See Fig. 4.) 

With the exception of Fig. 4 and Fig. 7, which will be 
shown in a succeeding instalment, they all have seamed 
drums, and applied borders or wires. Fig. 4, however, 
is hammer raised, and Fig. 7 entirely spun.and has a 
rolled-in molding. Fig. 6, which will also be illustrated 


Fig. 5 


Wm. Adams, N.Y.C. 
1845 





later, has a wire spun in the stock, the earliest example 
of this that I have observed. 

Returning to larger wares:—In the decades 1840 to 
60, the shapes of the hollow-wares became noticeably 
round, such as might be easily made by spinning. (See 
Fig. 5.) This is lathe made, with hammer aid. 

(To be continued) 





No. 1 (1815), Taylor & Hinsdale, N. Y.; No. 2, G. Boyce, N. Y. (1820); No. 3, Wm. Thompson, N. Y. (1820); No. 4, A. E. Warner, Baltimore 
(1830) No. 5, Connor & Stickles, N. Y. (1836); No. 6, Eoff & Shepherd, N. Y. (1850); No. 7, Albert Coles, N. Y. (1870) 


Fig. 4 
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Quality - Service 


Two of the main features of |A.P.W.| Products for over 57 years 


Sterling Silver PLATE, SHEET, WIRE, STRIPS, 


Uniformity of Annealing 





Exact specified size and thickness of electrically controlled to assure the most uniform temper without fire. 
tock 
inna a Guaranteed fireless Silver, dead soft, or in different grades of hard- 
Excellent quality for spinning ness, will be furnished on any order. The high quality of our product 
Quick polishing to high finish will certainly suit your production purposes. 
. SHEETS, STRIPS, WIRE, FILINGS 
Silver Solder 


Sitver Anod | PLATE, SHEET, WIRE 
liver nodes Furnished in all specified sizes, evenly annealed (fine grain). 


The AMERICAN PLATINUM WORKS 








CIRCLES, SQUARES, RECTANGLES. 


Our Sterling Silver is bright annealed in the latest type of furnaces, 











We furnish any special grades with high, low or medium melting points. 
Ask for Standard A.P.W. Solders. 


24 hour service to most points within a radius of 300 miles. 











N. J. R. R. AVE. AT OLIVER ST. NEWARK, N. J. 








43-47 West 23rd St., 


THE PRICES ARE THE LOWEST WE HAVE EVER OFFERED. 


Che Pairpoint Corporation, New weotord, sass. 





New York City 150 Post St., . - San Francisco 
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THESE LAMPS ARE OUR REGULAR QUALITY 


DISCOUNTS QUOTED ON REQUEST 
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Jewelry Industry Continues to Organize 


Congress of Precious Jewelry Producers Formed—New England Manufacturers Organize— 
Temporary Code of Council of Jewelry and Allied Trades Accepted— 
Codes Filed by Watch Manufacturers and Other Divisions 


Gold and Platinum Manufacturers of all Cities Join With Gem Dealers 
in Forming Congress of Precious Jewelry Producers 


Views organizations in the 
manufacturing jewelry and precious stone trade that had 
formerly been allied in the organization known as the 
Congress of the Jewelry and Allied Trades, reorganized 
Aug. 14 at the meeting held in the Waldorf-Astoria 
Hotel, New York, under the title of the Congress of 
Precious Jewelry Producers. The organization was in- 
corporated later under the laws of the State of New 
York. 

Inasmuch as many organizations that are affliated in 
the former Congress of the Jewelry and Allied Trades, 
like the American National Retail Jewelers’ Association, 
the credit jewelers and other bodies have filed individual 
codes of their own with the NRA Board at Washington, 
the members of the various manufacturing groups and the 
organizations in the precious and semi-precious and dia- 
mond industries decided to file a single code under the 
auspices of the new organization, which practically suc- 
ceeds the old one in representing these elements of the 
jewelry trade. 

In the Congress of Precious Jewelry Producers, as 
eformed, are the various organizations of the manufac- 
turing jewelry trade in New York, the Associated Jewel- 
ers, National Jewelry Manufacturers’ Association for In- 
dustrial Recovery, the Platinumsmiths, the Manufactur- 
ing Jewelers’ Committee, the Jewelry Crafts’ Association 
and the Manufacturing Jewelers’ Association of Phila- 
delphia; also the manufacturers’ associations recently 
formed in Newark, Chicago, Cincinnati, San Francisco, 
Los Angeles and other places, together with the associa- 
tions in the diamond trade, the pearl and precious stone 
trade, the semi-precious stone trade, making the new 
Congress represent over 90 per cent of all the members 
of the jewelry trade interested in the manufacture of fine 
jewelry. 

The organization meeting took place at the Waldorf- 
Astoria Hotel and was attended by delegates from Chi- 
cago, Philadelphia, Newark, Cincinnati as well as repre- 
sentatives of all the organizations in New York. The 
meeting was called to order at 10.45 by W. Waters 
Schwab, who said it was the purpose of the meeting to 
form a purely representative body of the gold and plat- 
inum manufacturers and precious stone dealers in order 
to work out a code of ethics on the lines that affected 
all interests. 

Mr. Schwab reported upon the various trips he had 
made to Washington in an endeavor to formulate a labor 
code for this branch of the industry. 

Carl Lester, speaking for the Newark jewelers, ex- 
plained that they had a common interest with the New 
York manufacturers, but they had previously told the 
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New England group to tell Washington that Newark 
agreed with them on the 40 hr. week. Aside from that 
point they had not committed themselves with the New 
England code and felt that in view of New York’s accep- 
tance of the 40 hours that they wished to join with the 
New York group in the filing of one code for fine 
jewelry. ; 

The Chicago delegates, represented by Frank Milhening 
and Albert Friedman, exrpessed practically the same 
opinion as those of the Newark man and it was decided 
to organize at once all the manufacturers of fine jewelry 
together with the importers, cutters and dealers in dia- 
monds, precious and imitation precious stones, and pre- 
sent a code that would cover all these elements of the 
trade. 

The organization was immediately formed and it was 
decided to incorporate. 

At the election of officers which followed, W. Waters 
Schwab was chosen president; Walter Kahn of L. & M. 
Kahn & Co. and head of the diamond group, first vice- 
president; Carl Lester of Krementz & Co., chairman of 
the Newark group, second vice-president, and Frank 
Milhening, F. J. Milhening, Inc., and head of the Chicago 
group, third vice-president. Jacob Mehrlust, who is 
head of the combined manufacturers’ association of New 
York was chosen treasurer, Edward Sumnick was made 
executive secretary and Byron L. Shinn was selected as 
general counsel. 

Work was immediately started on a general code which 
was continued throughout that session and at another 
session Aug. 15 held at the rooms of the Jewelers’ 24 
Karat Club, the code was completed. The code adopted 
contains some of the important features of the codes 
already agreed to by the various New York manufac- 
turing organizations, the diamond and pearl men, the 
imitation precious stone people and also certain sections 
of the retailers’ and the wholesalers’ codes already filed. 

At the session, Aug. 15, final work in arranging for the 
incorporation was perfected and a board of directors was 
elected which includes the following: Henry Blank, 
Herbert L. Farrow and Carl Lester of Newark, Lewis 
W. Gibbons of Philadelphia, Frank Milhening and Albert 
Friedman of Chicago, Arno Dorst, Cincinnati, Walter 
Kahn, W. W. Schwab, J. Mehrlust, Benjamin Katz and 
Isidore Gratz of New York, as well as three temporary 
directors, who will be replaced later by representatives 
from San Francisco, Los Angeles and Providence. 

The dues arranged for by the organization are on a 
graduated scale running from $10 (for those having 
under five employees or up to a capital of $25,000, up to 
$100 for those having over 50 employees or up to a capi- 
tal of $250,000) whichever is the highest. It was de- 
cided that all organizations having 25 or more mem- 
bers might be permitted to join as a body. 

The executive committee consisting of Messrs. Schwab, 














Blank, Farrow, Mehrlust and Kahn was given charge 
of editing and compiling the code as adopted, and when 
written in legal form by Counsel Shinn have authority to 
file the same at Washington immediately. 

It was decided to establish temporary headquarters 
which for the present will be at the rooms of the 
Jewelers’ 24 Karat Club, 608 Fifth Avenue, New York. 

Another meeting of the Codes Committee at which the 
final draft of the code was presented and discussed took 
place at the Jewelers 24 Karat Club room, August 18, 
at which a number of revisions were made in the work 
originally reported by the committee, and the code ordered 
printed and made ready to send to Washington. 

However, even after the code had been printed, further 
suggestions and additions were offered by some of the 
groups covered by the Congress and as negotiations were 
in progress to work together with the Council of Jewelry 
Manufacturers formed at Providence, it was decided to 
omit such parts of the code as related to unfair competi- 
tion, leaving that which related to labor and hours, wages 
and other matters and this was to have been filed as THE 
JEWELERS CIRCULAR went to press. Section 10 relating 
to unfair competition will be perfected and filed later. 


Wholesalers of Watchmakers’ and Jewelers’ Supplies 
File Code With NRA 


WasHINGTON, D. C., Aug. 21—A code of fair compe- 
tition has been filed with NRA by wholesalers of jewelry 
and watchmakers’ and jewelers’ supplies, proposing a 40- 
hour maximum work week with an exemption permitting 
48 hours work week during peak demand periods. The 
code likewise fixes minimum wages ranging from $11 





weekly in towns of less than 2500 population to $14 per 
week in cities of over 500,000 population. 

The code prescribes a $1 differential in the Minimum 
wages for southern states. 


New England Manufacturers Work Under Blue Eagle 


Temporary Code accepted at Washington—Various branches Organize 
and work under council 


ProvipencE, R. I., Aug. 25—During the past fey 
weeks the organization of the manufacturing jewelry jp. 
dustry and its coordinated branches under the National 
Industrial Recovery Act has moved rapidly forward, A 
definite code has been adopted by the local manufacturers 
and by those of New York, Newark and elsewhere, and 
several of the trade branches have effected their organj- 
zation and in a majority of instances adopted their codes, 

This has been brought about through numerous meet. 
ings, conferences and revisions and Edward O. Otis, Jr, 
executive secretary of the New England manufacturing 
Jewelers’ and Silversmiths’ Association, is of the opinion 
that everything pertaining to the code will have been 
settled by Sept. 1. Aside from the regulation of hours 
and wages one of the most important provisions of the 
jewelry code is the elimination of home work and the 
banning of child labor. 

A council of Jewelry and Allied Industries has been 
established here, consisting of a representative from every 
branch of the coordinated industries, which will continue 
to function even after the jewelry code is definitely 
adopted. It will hear all complaints, consider any pro- 
posed changes and make recommendations in the interests 

(Turn to Page 77) 











COFFEE SERVICES 


SET N52! 


A COLONIAL PATTERN OF GOOD WEIGHT MODERATELY PRICED 


CURRIER & ROBY 


EXPERT SILVERSMITHS 
217 E. 38th ST., NEW YOR 
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Jewelry Trade Continues to Organize 
(From Page 76) 


of the industry as occasion may seem necessary and 


practicable. 
Electroplaters Organize 

At a meeting of representatives of the jewelry electro- 
platers of Providence and the Attleboros, held at the 
Narragansett Hotel, this city, on the evening of July 31, 
it was voted to subscribe to the NRA code that was 
recommended by the New England Manufacturing 
Jewelers’ and Silversmiths’ Association council. It was 
voted to form a permanent Jewelry Electroplaters’ As- 
sociation and a committee consisting of Russell A. Mc- 
Intyre, Hagop Jorjorian and William Perkins of Prov- 
idence; Oscar Hellman of North Attleboro and W. C. 
Dobra of Attleboro with Nels Barkander, ex-officio, was 
appointed to arrange the organization. Mark Wesiberg 
of Providence, presided at the meeting and Nels Berk- 
ander of Providence was elected chairman of the industry 
to represent it on the general council of jewelers and 
silversmiths and allied branches in charge of drafting and 
supervising the national code. 


Jewelry Workers Meet 


More than 100 jewelry workers engaged in local 
factories attended a meeting in Electricians’ Hall, 72 
Weybosset St., on Aug. 1, which had been called by the 
officers of the International Jewelry Workers’ Union, and, 
it was stated, more than half of them filled out applica- 
tions for membership in a union to be organized in this 
city. The meeting was conducted by Henry J. Moynahan, 
general president and S. E. Beardsley, general secretary- 
treasurer of the International Jewelry Workers’ Union. 
The call, which had been well circulated in the Provi- 
dence jewelry factories, said the purpose of the meeting 
would be to consider drafting a labor code for the jewelry 
industry based on a 30-hr., 5-day week, minimum living 
wages in all branches of the industry, time and a half pay 
for overtime work, abolition of piece work, elimination of 
home work and borders in shops and other improvements 
in working standards, and urged jewelry workers to en- 
roll in a bona fide trade union movement affiliated with 
the American Federation of Labor. A resolution in favor 
of the 30-hr. week and protesting against the adoption 
of the 40-hr. week with 20 per cent leeway proposed by 
the manufacturers was unanimously adopted. General 
Secretary Beardsley was instructed to attend all hearings 
on the jewelry code at Washington and present the or- 
ganization’s views. 

Metal Finding Manufacturers Join Council 

The members of the Metal Finding Manufacturers’ 
Association held a meeting July 28 to consider the report 
of its committee on the National Recovery Act. The rec- 
ommendation of the committee that the association work 
in conjunction with the Jewelry Council planned by the 
New England Manufacturing Jewelers’ and Silversmiths’ 
Association and Frederick A. Ballou, Jr., of the B. A. 
Ballou & Co., Inc., was appointed to represent the Find- 
ing Association on the Council. The code as proposed by 
the Council was adopted after amendments had been 
suggested affecting the findings industry. The following 
new member firms were admitted: Federal Chain Co., 
T. §. Bennett Findings Co., Cavin Dean, Inc., Atlas 

(Turn to Page 79) 
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TRADE MARK 


US 


“PROGRESS” 


LITTLE over a year ago, we made 

our first announcement through 
the columns of this publication. At that 
time the sterling silver craftsmen of 
Concord were re-associated in what is 
now known as Concord Silversmiths, 
Inc. 





Organized during the most trying 
period of the depression, Concord Sil- 
versmiths, Inc., has constantly pro- 
gressed and it is with justifiable pride 
that we call your attention to that 
progress. 


1. Our products are now being sold in 
practically every fine jewelry store in 
the United States. In fact, our list of 
customers reads like a “Blue Book” of 
the jewelry trade. 


2. Our flatware patterns, Troubadour 
and Yankee Clipper, are increasing in 
popularity and their sales in their second 
year are triple those of their first (an 
exceptional experience for new patterns). 


3. Our hollowware line is unusually 
well balanced in price range, value, de- 
sign and workmanship. 


CONCORD 
SILVERSMITHS 


INCORPORATED 


CONCORD NEW HAMPSHIRE 























MIRPO 


The Silver Polish 
De Luxe 


[RPO is a new scientific Silver Polish 
M the kind you have been wishing for. 
It is different from the others on 
the market in many ways. It is non-in- 
flammable, non-poisonous, non-irritating to 
the most delicate fingers, and of pleasant 
It does not cake ‘and it works like 
magic. It is beautifully put up and yet 
the price is no higher. Here is what 
Mr. S. R. Noyes of the Towle Mfg. Company 
has to say about Mirpo... 


“The best that we can say for it is that 
we feel it has some distinct advantages over 
the polish we are now using. Heretofore we had considered 
the latter far and away the best cleaning and polishing fluid 
on the market. 


“The new features which you have incorporated, such as 
quicker action and easier mixing are invaluable. We com- 
mend also your development of a non-inflammable, non- 
poisonous sanitary fluid with a pleasant odor, which does 
not irritate the hands of the user. 


odor. 














“When you get into regular production of this polish we 
would be pleased to receive another sample and prices. .. .” 


The price is $39.00 per gross or $3.25 per dozen. Sample 
bottle 30c. With an order of a half gross or over we will 
supply gratis a beautiful window display. 
EATURE MIRPO 
AND Give Your Cl >~remeee 


Place your order for Mirpo through your jobber today. If 

your jobber can’t supply you with Mirpo send your order 

direct to us, and it will receive our prompt attention. 

|RA, MIRPO PRODUCTS MANUFACTURING CO. 
La Porte, Indiana 


The Silver Polish That Leaves a Mirror Finish. 


re 











“Sorry, we don’t have it” 


is a sure way 
to lose business 


WISE JEWELERS SIMPLY WRITE, PHONE, 
OR WIRE JOHNSON AND KNOW 
THEY WILL GET— 


WHAT THEY WANT! 
WHEN THEY WANT IT! 


Because we have had 64 years’ 
experience specializing in 
SILVERWARE FROM 
Soup TO NUTS 
Since 1869 


J. W. JOHNSON 


14 Maiden Lane 1 West 47th St. 


Rector 2-3290 Bryant 9-6683 


NEW YORK 














Prepare Your Store for 


Fall and Holiday Trade 


Make your alterations now 





tte te e* 


=) sh ate uJ “ty 


Estimates cheerfully furnished for alterations or 
refitting your store completely. If quality, with 
a consistently low price, is a consideration 
write me. 
———a meet rs > 

(Estimates Given) 


References and photographs sent on application. 


J. FEIGENBAUM 22 ¥. 24 & 


New York, N. Y. 
*phone Chelsea 3-0697 
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BELLEVUE 
STRATFORD 






Mention Philadelphia to world travellers 
and they'll say—"Bellevue-Stratford”. This famous 
hotel has always attracted those who appreciate 
the finer things of life; those whose experience 
has taught them where to find facilities, comforts 


and services in the fullest measure. 
CLAUDE H. BENNETT, Gen‘! Mgr. 


Rates consistent with present times. 
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Jewelry Trade Continues to Organize 
(From Page 77) 


Manufacturing Co., A. G. Brant, the Rhode Island Mfg. 
Co., Angelo DeMario, D. M. Watkins Co., the M. T. 
Mfg. Co., M. Newman & Co., Mays Mfg. Co., Frank 
Morrow & Bro., Thomas M. Evans and Hargraves & 
Marshall all of Providence and J. T. Healy & Son and 
the J. & L. Tool Co. of Attleboro. 


Council’s Temporary Code Accepted by NRA 


ProvipENcE, Aug. 15—A temporary code under which 
the jewelry and allied industries as extant in this terri- 
tory, can begin operation immediately, was approved by 
the National Recovery Administration in Washington to- 
day and within a few days local manufacturers and em- 
ployees will be working under the sign of the Blue Eagle. 
The President’s blanket code was used as the basis of the 
temporary code, and certain modifications which were 
worked out between the manufacturers and the Recovery 
Administration are inserted. 

The acceptance of the President’s code with certain 
modifications, gives to the industry a minimum of 3214 
cents per hour with a maximum of 40 hr. for operation, 
during the period preceding the final acceptance of the 
Jewelry and Allied Industries proposed code which is not 
expected to be finally acted upon for at least 30 days. 

The 40-hr. maximum of the temporary code contains 
also provisions that there may be a 20 per cent increase 
in the maximum hours of work provided there has been 
a production demand over a period of six months prior 
to its acceptance, which required manufacturers to operate 
their plants on a 48-hr. basis. 

The maximum working hours for office help are set 
at 40 and at 44 for packing room employees. Five per cent 
of the total of employees in the tool room can work on 
a 48-hr. maximum employment weekly with no averaging 
down and no extra pay in the tool room. 

These substitutions for provisions of the blanket code 
promulgated by the President were acceptable, in con- 
ference Friday between the committee of manufacturing 
jewelers who went to Washington, and the officials of the 
Recovery Administration with whom they consulted. The 
tentative draft was approved by the policy board of the 
Recovery Administration Saturday. Stephen H.’ Garner 
of this city, who is chairman of the jewelers’ code com- 
mittee, was informed by telegram from Edward O. Otis, 
secretary of the New England Manufacturing Jewelers’ 
and Silversmiths’ association, from Washington. 





Retail Jewelry Industry to Work for the Present Under 
Modification of President’s Agreement 


WasuincrTon, D. C., Aug. 9—National Recovery Ad- 
ministrator Hugh S. Johnson today approved a modified 
President’s Reemployment Agreement for the retail 
jewelry industry under which all employees except skilled 
craftsmen, such as engravers, watchmakers or jewelry re- 
pair men, will work only 40 hr. a week, with minimum 
wages ranging from $11 in towns of less than 2500 popu- 
lation to $14 a week in cities of over 500,000. The agree- 
ment provides for a $1 differential in the minimum wage 
scale for the southern section of the industry. 

Under the agreement which will be effective imme- 

(Turn to Page 81) 
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CLOISONNE ENAMEL CLAMSHELL VANITIES 
OF ELEGANCE AND DISTINCTION 





Silver Filled, Full Cloisonne Enamel covers in Green, Straw, 
and White colors, with hand painted floral designs. The 
backs are of Florentine Enamel in corresponding colors. 
The exposed metal surfaces are 24 Karat Gold Plated. 


Dealer’s Cost—$2.95 Each. 
Fabrikoid covered metal display box 60c. additional. 


Order now for your fall requirements. We know they will 
delight your customers. 


ELGIN AMERICAN MFG. COMPANY 
Factory and Main Office 
Elgin, Illinois, U.S.A. 


Chicago London Montreal 


New York 














Outstanding opportu- 


nity for executive in 
installment jewelry 
business in the East. 
Experience and good 
record essential. In 
first letter give com- 
plete information 


which will be held con- 
fidential. 


Address “L., 514,” 


care 


Jewelers’ Circular 











79 














TRADITIONAL designs as well as 
those in the popular contemporary 
spirit are included in the Libbey 
line. Quick selling novelties, as 
well as glass so exquisite that it is 
a treasure worthy of being handed 
down from generation to generation. 

No machine can imitate the fine 


handwork that goes into Libbey 


THE LIBBEY 


60 East 42nd St., New York City 802 Sachs Bidg., 140 Geary St., San Francisco 








GLASS 


Kg 


DES 


IGNED 


Crystal. . . . Such brilliance, such 
clarity, is found only in crystal that 
is hand-blown, hand-cut, by masters 
of the craft, of whom there are only 
a few in the world. 

Yet the prices are placed within 
the reach of even the modest in- 
come. Now that the public, under- 
nourished in beauty for several 


MANUFACTURING 


COMPANY, 


T O SELL 





years, shows an increased feeling 
for fine things, crystal such as this 
is of more value to a glass depart- 
ment than ever before in history. 
That is why we say Libbey Crystal 
is glass that will sell. Look over 
the complete lines at the nearest 
And watch for the 


showroom. 
advertising! 
TOLEDO, OHIO 


230 N. Michigan Ave., Chicago 
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Jewelry Trade Continues to Organize 
(From Page 79) 


diately until a permanent code for the industry has been 
approved by the President, skilled craftsmen such as en- 
gravers, watchmakers and jewelry repairers and other 
employees in certain classes such as outside deliverymen, 
maintenance employees, outside salesmen and other pro- 
fessional employees may be employed 48 hr. or more a 
week if time and one-third is paid for all hours over 


48 per week. 

The representatives of the National Retail Jewelers’ 
Recovery Committee have been advised by the National 
Recovery Administration that those jewelers who have 
already signed the President’s Re-employment Agreement 
are now privileged to operate under the substituted clauses 
without taking any further steps. 

' Advices from the National Recovery Administration 
indicate that the tentative code submitted by the retailers 
must be amended to take care of the changes above cited 
and a few other minor matters. This is being undertaken 
immediately, and copy of the amended code will be sent 
to all retailers on the mailing list of the A. N. R. J. A. 
at the earliest possible date. 


REPORT OF THE DEPUTY ADMINISTRATOR 


To THe ADMINISTRATOR: 


A Code has been submitted fo: the Retail Jewelry Industry, which 
Industry has requested the substitution of the following paragraphs of 
said Code: e 

1. MAXIMUM HOURS 


(a) On and after the effective date of this agreement no individual 
or organization selling jewelry at retail shall work any employee, (Except 
executives whose salaries exceed thirty-five (35) dollars per week, or 
skilled craftsmen requiring at least three years apprenticeship to qualify, 
such as engravers, watchmakers or jewelry repair men, or other profes- 
sional persons employed in their profession, or outside salesmen, and 
except outside deliverymen and maintenance employees who may be em- 
ployed forty-eight hours weekly or more, if paid time and one-third for 
all hours over forty-eight hours weekly), for more than forty (40) hours 
per week, and in any event no more than 8 hours in any 24 hour period. 
excepting at Christmas, inventory, and other peak periods employees may 
work forty-eight (48) hours per week for a maximum of not to exceed 
six weeks in each twelve months. 

(8) And not to reduce the hours of any store or service operation 
to below fifty-two (52) hours in any one (1) week, unless such hours 
were less than fifty-two (52) hours per week before July 1, 1933, and in 
the latter case not to reduce such hours at all. 

(c) The maximum fixed in Paragraph (A) shall not apply to em- 

4 in establishments employing not more than two persons in towns 
of less than 2,500 population which towns are not part of a larger trade 
area. 
(D) The maximum fixed in Paragraph (A) shall not apply to 
guards and watchmen employed to safeguard the assets of the retail 
nad establishment who cannot be shifted or changed during the night 
period. 

2. MINIMUM WAGE 


On and after the effective date of this agreement, retail jewelry stores 
shall establish minimum weekly rates of wages for the retail jewelry trade 
for a work week specified in Section 1 (A) as follows: 

(A) Within cities of over 500,000 population (by reference to the 
1930 Federal Census) or in the immediate trade area of such cities at 
the rate of $14.00 per week. 

(8) Within cities of from 100,000 to 500,000 population (by reference 
to the 1930 Federal Census), or in the immediate trade area of such cities 
at the rate of $13.50 per week. 

(c) Within villages, towns, or cities with a population of 2,500 to 

100,000 (by reference to the 1930 Federal Census), unless they are 
included in a trade area as defined by clause (A) or (8), at the rate of 
$13.00 per week. 
_ (vd) The minimum wage that shall be paid by employers in the retail 
jewelry trade to any of their employees shall be at the rate of one (1) 
dollar per week less in the Southern section of the trade than the rates 
specified in paragraph (a), (B) and (c) of Section 2 

The South is defined as the following states:—Virginia, West_Virginia, 
North Carolina, South Carolina, Georgia, Florida, Kentucky, Maryland, 
District of Columbia, Tennessee, Alabama, Mississippi, Arkansas, Louisi- 
ana, Oklahoma, Tex. 

(E) In the entire United States, in villages, towns and cities under 
2,500 population to increase all wages by not less than 20 per cent pro- 
vided that this shall not require wages in excess of $11.00 per week. 

Except that on and after the effective date of this code, junior em- 
Ployees between the ages of sixteen and eighteen years, inclusive, with less 
than six months’ experience in any retail jewelry store, shall be paid at 
the rate of $2.00 less for a work week as provided in Section 1 (A) and 
except that apprentice employees more than eighteen years of age with 
less than six (6) months’ experience in any retail jewelry store shall be 

aid at the rate of one (1) dollar less for a work week as provided in 

ection 1 (A), provided that the minimum shall not be less than at the 
rate of $11.00 per week. 

.(F) No employee receiving a wage in excess of the minimum as above 
stipulated shall have his wage reduced because of the adoption of the above 
Stipulated minimum, nor shall any employee have his wage reduced be- 
cause of a change in the number of hours worked per week from a larger 
number to the maximum of 40 hours as above stipulated. 
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For the following paragraphs of the President’s Reemployment Agree- 
ment: 


Paragraph (2) P. R.A. 


Paragraph (3) P. R.A. 
Paragraph (4) P. R.A. 


Paragraph (5) P. R.A. 
Paragraph (6) P. R.A. 
Paragraph (7) P. R.A. 


After consideration, and with the approval of labor advisors and indus- 
trial advisors, as shown herecn, I recommend that N. R.A. elect to sub- 
stitute said code provisions for said provisions of the P.R. A. and to 
authorize employers to sign the zgreement subject to such substitution and 
to signify their compliance with thie P. R. A. by adding to the standard 
statement of compliance the following sentence: 

“To the extent of N. R.A. consent as announced we have complied 
with the President’s Agreement by complying with the substituted 
provisions of the code submitted for the Retail Jewelry Industry.” 





All Manufacturing Jewelers Assns. of New York 
Join in a Central Body 


The various organizations in the manufacturing jewel- 
ry trade of New York have come together in a central 
body. This was decided on by representatives of various 
branches of the trade at a meeting held at the Jewelers 
24 Karat Club, Aug. 7. At a later meeting held Aug. 
10 at the Blue Ribbon Restaurant, in West 44th St., the 
organization was perfected. At this meeting, called by 
J. Schaeffer and head of the Jewelry Crafts Association, 
officers were elected as follows: President, Jacob Mehr- 
lust ; vice-presidents, Gardiner Bowden of J. B. Bowden 
& Co., and Louis Brecht of Geo. Brecht; treasurer, W. 
Waters Schwab of J. R. Wood & Sons, and assistant sec- 
retary, Tillie Berk. 

It was decided at this meeting that the central body 
be composed of representatives of the following organ- 
izations: Jewelry Crafts Association, Platinumsmiths As- 
sociation, National Association of Manufacturing Jewel- 
ers for Industrial Recovery, Associated Jewelers, Inc., 
and the Association of Manufacturers of Gold and 
Platinum Findings, whose delegates will constitute the 
charter members. 

The Executive Committee consists of five members 
each from the Jewelry Crafts Association, the National 
Association of Jewelry Mfg. and the Associated Jewel- 
ers; three delegates and two alternates from the Pla- 
tinumsmiths Association and delegate and alternate from 
the Gold and Platinum Findings Manufacturers. 

At this meeting, committees were appointed on the con- 
stitution, bylaws, and finance as well as one to select a 
proper secretary and headquarters of the organization. 

A special meeting of the delegates was called by Mr. 
Mehrlust at the Jewelers 24 Karat Club, Aug. 18, for 
the purpose of reading the proposed sections for the Code 
of Fair Practice which were to be submitted at a later 
meeting the same day to the Congress of Precious Jewelry 
Producers that met later in the same rooms. 

Another meeting of this council of jewelry manu- 
facturers was held on the evening of Aug. 22 at the Blue 
Ribbon Restaurant, at which Mr. Mehrlust presided. 

He said that the present Congress now represents 
about 85 per cent of the fine jewelry manufacturers 
throughout the country but it is not representative of the 
plated ware, silverware, scholastic jewelry and a few 
other lines, most of which are represented by the Council 
at Providence. He explained how the Newark manu- 
facturers had joined the present Congress after having 
first assented to the labor code of the Providence Coun- 
cil. He said that at the organization meeting, Newark 
had sent a full delegation as had Chicago and Cincinnati. 
The Congress, he said, had elected 15 directors and had 
incorporated for the purpose of administering the code 

(Turn to Page 117) 











Two Distinctive Patterns 
ToDelight The Discriminating Hostess 





THE ELEANOR, at the left, shown on 
the Chippendale Shape, is very attrac- 
tive with its harmonious combination 
of vari-colored flowers arranged in an 
exquisite design. The cut, scalloped 
edge is a distinguishing feature of the 
beautiful shape. 


Resmi 


THE DU BARRY, at the right, on the 
Sans Souci Shape, is destined to be a 
dominant factor in quality dinner- 
ware sales this Fall. Its graceful de- 
sign, tasteful coloring, delicate em- 
bossment and coin gold rope edge 
have instant appeal to the discerning 













eye. 


The outstanding charm and quality of these two new patterns, by Rosenthal, 
are already making new records in sales. Their presentation . . . at the begin- 
ning of the Fall Buying Season . . . affords the high-grade retailer an unusual 
opportunity to stock chinaware that will please his most fastidious customers. 
Ask to see the other new Rosenthal patterns, as well, every one original, exclu- 
sive and designed to give the utmost in quality and style. 











Stock in New York 


The Rosenthal China Corporation 


149-151 FIFTH AVE. NEW YORK 





L. E. HELLMANN, President WE DO OUR PART 
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These china dogs 
are at your service 
as trade winners and 





are sure to attract 
the attention of 
your customers. 


Chinaware for the Jewelry Store 


‘Pers is an excellent 
profit for a jeweler who handles the right kind of china- 
ware. It brings more women into his store and creates 
a genuine interest on the part of women who wish their 
table equipment to be par excellence and in the correct 
style. Her presence in the store to look at the chinaware 
stirs a desire on her part to look at jewelry or silverware 
displayed in the showcases. 

But—and it is a big but—a jeweler cannot expect to 
display the same kind of ware that is being sold by the 
department stores in his neighborhood and meet the 
price-cutting competition where “close-outs” or special 
sales goods are glaringly advertised in his local papers at 
slaughtered prices. Nor will the class of customer who 
purchases such goods be likely to purchase the better 
ware from the jeweler. 

Nearly every importer of fine china carries some open 
stock patterns for immediate delivery, and usually has 
a sufficient variety to give control of certain patterns to 
jewelers in the latter’s neighborhood, thus assuring him 
that no one can under-sell him, and, in the case of the 
high class potters of the United States, a similar arrange- 
ment may readily be made. 

There is a great trend toward a revision to the old 
patterns used during early settlement times and in many 
cases some of the old engravings or plates are still in 
existence, so that many of the early colonial designs of 
English origin may be duplicated. The present style 
of architecture lends itself to furnishing in antiques or 
reproductions of early furniture designs, and this natur- 
ally calls for old-style dinnerware, tea sets or coffee sets 
to harmonize with the whole decorative scheme. 

Many beautiful service plates are offered and they are 
great sources of revenue for the jeweler. There is a 
wide variance in price in this line, so that a retailer may 
easily satisfy the slim-pursed individual, as well as the 
rich patrons who may not hesitate to lay out $1,000 or 
much more for a dinner service with elaborate service 
plates. Service plates are a mark of distinction, and no 
leading society hostess would consider it possible to enter- 
tain her guests without having service or place plates 
in evidence on her table. 
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This class of china may be unique, each patron being 
supplied with designs to her own desire, if she so wishes, 
or with the family coat-of-arms, crest or monogram. In 
fact this may be carried out in a complete dinner service. 
There are china and glass decorators who do a very 
great deal of this kind of decoration. 

English, French and German china, also Czecho-Slo- 
vakian ware all have their own distinctive merits. It is 
the decorations that make the finished product attrac- 
tive or otherwise, always provided that the shape or 
pattern, as it is called, is artistically conceived. 


le the case 
of special decorations, crests, etc., these are usually applied 
in this country by decorators who make this their business. 
They secure the white ware and will fill any requirements 
at prices that will be readily paid by a jeweler’s customer. 

In Trenton, N. J., chinaware, the equal of any in the 
world, is procurable, so that American citizens who pre- 
fer the home product can be assured of satisfying their 
desires. Usually the best selection of the kiln is used 
in making the high type dinner ware, while the less 
perfect are used for the spray or over-all decoration. 

A pottery in England was once asked to produce twelve 
absolutely perfect plates for the reigning sovereign, and 
after many attempts had to acknowledge that it was a 
task next to impossible. So that a jeweler must not 
use his loupe on china, a handmade product which has 
to undergo a fiery ordeal of some 2500 degrees Fahren- 
heit, and expect to find not the smallest blemish. 

If jewelers, who are contemplating putting in china, 
will write THe JEWELERS’ CircuLar, we will be glad 
to cooperate in advising them. ‘There are many things 
to consider and not the least is the buying capacity and 
taste of regular customers. 

Specialties in China find a ready sale, particularly 
animal figures, dogs being prime favorites. The figures 
shown above are faithful reproductions of champions in 
this country. 
























A Royal Bayreuth 
Short Line 


Orchid pattern Bayreuth ivory body 


Royal 
Bayreuth 


China 


The Orchid is a stunning new design, 
chic as a new Chanel gown. A treat- 
ment of Sevres influence—more style 
and harmony of color rolled into this 
pattern than is usually found in three 
—and what could be more lovely as a 
background than Royal Bayreuth ivory 
body. 


The coin gold lace work with Orchid 
bouquet center and floral cluster in- 





sert border arrangement, expresses the 1 
utmost in good taste. It is surprisingly : 
inexpensive too. | 

| 


Complete Short Line : 
Stocked In New York : 


Justin Tharaud, Inc. 


Sole American Agents 


129-131 Fifth Ave. 
New York 


















DISTINCTIVE 





Discriminating 


The selection of dinner 


plates at the head of this page has been made from some 
of the leading potteries of the world, particular care hav- 
ing been taken to show only designs suitable for a jeweler 
to offer. 

Each plate is a part of a dinner set that may be had 
in a complete service, including vegetable dishes and large 
platters or just in the so-called short line exclusive of the 
hollowware. This latter in the jeweler’s case is pref- 
erable as it enables him to sell his silver or plated platters 
or well-and-tree meat dishes and the vegetable or cover 
dishes which he usually keeps in stock. 

The decorative work on the pieces shown is done by 
trained artists, the floral centers and borders are most 
fascinating and the high class art work is exquisite. Yet 
withal the prices are within the reach of a large percentage 
of people. The advantage being that persons can go as 
high in price as their ambitions carry them or their income 
will permit. 

Reading from left to right the following is a fairly 
accurate description: Facing on the left is a Minton pat- 
tern in china. This carries an embossed design and a 
shaped edge. It will be seen that the raised design is em- 
bellished with gold. 

The next is. Rosenthal Ivory china with an embossed 
design innocent of any other decoration, but the combina- 
tion of lattice work and rococco panels and the rope edge 
comprise a very pleasing effect. Royal Doulton china is 
next. The wildflower design is a simple and very effective 
conception. The colorful buds gracefully distributed 
around the flange, with a posy as the main center motif, 
would fascinate any woman. Another Royal Doulton con- 
tribution is next and shows a simple but timely or modern 
design in china. It has a delicate yellow band on the outer 
part of the flange, and eight inner circular bands or lines 
in a pale harmonizing green. Verging toward the center 
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CHINAWARE 





Purchaser 


are three floral sprays most artistically applied. These lat- 
ter don’t show in the illustration. 

Royal Bayreuth china is the next offering with an 
orchid motif. It has an ivory body with scalloped edge. 
The colorful floral designs are enclosed in gold borders. 
This is a typical jeweler’s line and not too highly priced. 
Tirschenreuth, a Bavarian china offering, bears an ex- 
ceptionally rich appearance. The bright green flange bor- 
dered with gold and the inner border of gold lace work 
surrounds a bouquet of roses, cornflowers, iris and forget- 
me-nots. There is an old world charm in its general 
appearance. 


‘Te Crown Ducal ware, has 


an ivory body which carries a fascinating embossed de- 
sign around the flange over which is a delicate tracery of 
maiden hair fern and at the edge a border of floral 
garlands. 

Royal Worcester china, next, is from England and has 
a delicately tinted grey background covered with a tracery 
of gold lace work of exquisite design. This class of ware 
would grace any banquet table. 

Another pattern of Tirschenreuth Bavarian china is the 
last plate but one and has a rich crimson flange bound in 
a handsome gold foliage decoration. The inner ornamen- 
tation is of gold conventional design while a colorful floral 
bouquet is contained in a double band of gold. 

The last plate is Rosenthal two-toned Ivory china with 
gold decorations and floral panels around the flange and 
as will be seen a bouquet of flowers brightens the centre. 
This decoration is rich and pleasing. 

All these designs may be secured direct from New York 
in full sets or short lines. This is an advantage for usually 
it takes from three to four months to fill import orders. 
There are other world known potteries whose ware will 
be shown at a later date. 


THE JEWELERS’ CIRCULAR 
for September, 1933 








SPECIALTIES IN 


China and Glassware 


for the . 
JEWELRY TRADE 


for Immediate Delivery 


from Stock in New York 





The Lazy Susan on revolv- 
ing stand shown above is 


one of our many novelties. 


Special designs in place or 
service plates and short 
line items, Exclusive Din- 


nerware, etc. 


PAUL A. STRAUB & CO. 
105 Fifth Avenue, New York, N. Y. 
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HAMMERED COPPER 
BEVERAGE SET 





Rich in age-old beauty, this 8-piece beverage set is a 
striking example of the attractiveness of the rustic ham- 
mered pattern. Sizes: Mugs—l4 oz., Tray—1414 inches 
in diameter, Pitcher—214 quarts. 


Number Item Retail 

4762T Complete 8 piece Set............ $11.50 
4600 Individual Mug ................ .90 
4705 Large Round Tray .............. 3.25 
4679 tar ae st US els a araitn ait 2.85 


Cash in Now on these 
Fast Selling Beer Sets 
and Accessories 


Wherever it is displayed, this new Hammered 
Copper Ware in Rustic Design arouses imme- 
diate interest and stimulates profitable sales. 
With the return of beer, your customers want 
style and distinction in their copper beer sets 
for home service. 


West Bend also has a complete line of bright, 
sparkling, polished copper ware as well as the 
Hammered Beverage Sets. Other items include 
flower pots, table bowls, sandwich trays, ice 
buckets, ice tongs, etc. 


Write for illustrated folder and 


name of your nearest jobber. 


WEST BEND ALUMINUM CO. 


Dept. J 77 West Bend, Wis. 
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WE DO OUR PART 











E have signed the President's agreement. As all 

businesses follow suit, the entire country will awaken 
to a new faith, new courage and new optimism. Millions 
of people will go on regular payrolls. Millions of homes 
will be happier homes and before many days have passed, 
the Jewelry industry—from Manufacturer to Wholesaler 
to Retailer—will feel the effects of this gigantic plan in 
increased sales and service and we hope a permanent re- 


turn to worthwhile steady profits. 


We promise—too—to do our part and even more, for 
we will be called upon to serve in that new partnership of 
minds working to the end that a continuing prosperity may 
be enjoyed in America. In a restored buying power the 
Jewelry industry stands to benefit proportionately even 
more than other industries, for Jewelry is an outward and 
visible index of the happiness and prosperity of a great 
people. 

We can win with our President by whole-hearted, un- 
selfish cooperation in the interests of everyone. We 
pledge our hands and hearts to this great effort. 


The Jewelers’ Circular. 
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Interior views of modern Swiss Watch factories making high grade movements 


Onigin of Swiss 


“Though Switzerland 


is known throughout the world as the great center of the 
watch industry, it cannot be called the birth place of 
watchmaking because watches came to Switzerland from 
the outside. Nevertheless, thesindustry took such a solid 
root in this little republic that for 300 years it has been 
famous for the quality of its time-pieces and has fully 
merited the reputation it has attained for turning out the 
finest watches and pocket chronometers in the world. 
It was accident more than design that started watch- 
making in two of the great centers of Switzerland, Geneva 
and Neuchatel, according to most historians. Harry 
Brearley in his “Time Telling Through the Ages” ex- 
plains that while the watchmaking industry was develop- 
ing in France, it gave forth a seed which took root in 
the new soil of Switzerland, and he tells it in this way: 
“In the hill country of eastern France in the town of 
Autun, there lived a watchmaker named Charles Cusin. 
One day in 1754 and for reasons we do not know, he 


atch Industry 


moved a few miles eastward across the border into 
Switzerland and there settled in the beautiful lake city 
of Geneva.” By his act, Cusin little dreamed of the in- 
fluence he would have in founding a new industry which 
would grow to one of the most important of Switzerland. 

In those days skilled workmen joined together in Guilds 
and according to Brearley the Guild with which Cusin 
was connected was a very dignified and important board 
of master workmen. It had been founded 50 years earlier 
than the Worshipful Company of Clock Makers in En- 
gland. Its members were decidedly particular about their 
dignity and their meetings were serious occasions, and as 
this author points out, it is probable that the members 
of the guild who met in this Swiss city under the shadows 
of the snow-topped Alps realized the responsibility that 
rested on them as makers of time-pieces that were to have 
such an important part in the development of civilization. 
Their time-pieces were not yet accurate in comparison 
with those made today, but they showed that they were 




















Left—Statue erected to Daniel Jean-Richard, pioneer Watchmaker of Le Locle. Center—A fascinating view of Geneva. Right—A scene in the 


Jura Watch District. 
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SETTING THE 





GALLET PLAIN TIMER 


An excellent t'mer—simple to operate, 
easy to read. For industrial and general 
sports timing. Long hand registers fifths 
of seconds and small hand indicates min- 
utes up to 30. Start, stop and fly back 
from crown; seven-jeweled lever move- 
ment. No. 300—Nickel Case. 





NEW GALLET “MULTIPLEX” 
FOOTBALL AND BASKETBALL 
TIMER 


All the good features of individual fcot- 
ball and basketball timers in one fool- 
proof unit. Colored dial shows all in- 
formation at a glance. Numbers start at 
full time, and decrease as time shortens. 
Side slide for stop and start. 7-jeweled, 
lever movement. No. 312 Nickel Case. 





GUINARD and 
CALLET TIMERS 


set the pace for quality and 


precision. 


Their outstanding accuracy 
and dependability have made 
them standard equipment, for 
many years, wherever preci- 
sion 1s paramount. 


Write for Catalog N which il- 
lustrates our wide selection of 
timers for industrial and sports 
purposes. 











T Try, 
ry, F 
ry 
9) 


GALLET DECIMAL TIMER 


This dependable instrument divides the 
minute into 100 parts. Ideal for time 
study and chart plottings. Side slide for 
taking time out. Small hand registers 
revolution of long hand. Fly back from 
crown. Seven-jeweled lever movement. 
No. 301—Nickel Case. 





GALLET BOXING TIMER 


Dial divided into' four equal parts of 
one minute each. Side push for time out. 
No. 504 Nickel Case, 7 Jewels. 








‘WE 00 OUR PART 


JULES RACINE & CO. Ww 


20 West 47th St. 


us 


New York 


‘WE 00 OUR Par 
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earnestly trying to turn out watches as nearly perfect 
as their skill and knowledge would permit, and in cita- 
tion of this is quoted Article V of the Regulations which 


reads: 

“The functions of the jurors are to enforce the laws 
of the guild and to provide that there be no infringe- 
ment of the same. To this end, they shall be required 
to visit each journeyman at least four times during the 
year, having power to seize all articles which do not 
conform to the specifications now in force, to report 
all delinquents to the worthy governing board, and to 
punish the offenders in accordance with the gravity of 
their fault.” 


p erhaps watchmaking 
would have remained in Geneva almost exclusively, but 
for the fact that the people there began to make their 
business a tight monopoly. They restricted the number 
of workmen who might be admitted to the guild, they 
secured special ordinances by means of which all other 
watchmakers were forbidden to establish themselves with- 
in a certain distance of the city. Also, they took such steps 
as they could to keep the growing industry within their 
own control. 

Now the Swiss have always been known as a liberty- 
loving and independent people and even in those days 
there were many who hadn’t the slightest intention of 
being bound by these restrictions. So from time to time 
watchmakers left Geneva to carry on work in another city, 
among such places being Besancon, France. Thus com- 
petition was started in other localities. Referring to this 
Brearley says: ; 

“This competition developed some interesting features. 
For example, the guild in Geneva obtained the passage 
of laws forbidding anyone from bringing into the city, 
in a finished state, a watch constructed within a certain 
distance. ‘Schemes’ for watches and certain parts might 
be made at will, but only members of the citizen guild 
were permitted to complete these schemes. 

“Such restrictions naturally did not tend toward low- 
priced watches; but all watches in those days were 
necessarily high-priced, and a man wealthy enough to 
afford one was apt to seek the best that could be bought. 
Geneva’s strictness gave it so great a reputation that dur- 
ing the 17th and 18th centuries foreign watchmakers 
flocked to the Swiss city very much as art students later 
journeyed to Paris, and it became the acknowledged center 


of the European industry. As time went on the demand 


for time-pieces became more widespread and many 
Genevans moved to other cities where they became dealers 
in Geneva watches. 

“One hundred years after the founding of the guild, 
Geneva was producing 5000 watches a year, having 100 
masters of the guild and 300 journeymen. Now 5000 
watches is no small output when it is considered that each 
one must be constructed entirely by hand and occupied a 
matter of weeks in the making; yet by 1799, the city con- 
tained nearly 6000 watchmakers and jewelers and was 
producing 50,000 timepieces a year.” 


Ele establishment 


of the watch industry in another city that has become 
famous for its product, Le Locle, in the Swiss canton of 
(Turn to page 96) 
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15 WEST 37TH ST. 


The MATTERHORN 


Just as the Matterhorn proudly endures 


good weather and bad, we stand ready to 


serve you through times of depression or 
prosperity. 


SWITZERLAND 


makes approximately 90 per cent of the 
world’s supply of watches, according to 
the official report of the United States 
Tariff Commission. 


This calls for great volume, efficient quan- 
tity production, and an abundant supply 
of skilled workers. 


These are the factors which enable us to 
furnish you with those exquisitely small 
and completely dependable 
Watches that retail at $25. 


HAFIS & OLYMPIC WATCHES 
R. GSELL & CO., inc. 


Baguette 
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TIME oj 


_ marches on and in stride with the pag, 
ing hours down through the years have com 
improvements in time-measuring instrument 
until today we have a wondrously conceive 
magnificently manufactured and rigidly teste 
mechanism which is one of the marvels of th 
modern world—the fine Swiss watch. 


It is a far cry from the days of the cave ma, 
struggling with his first crude efforts at mex. 
uring time by the creeping shadows of a tre, 
to the perfection of a 20th century Swix 
watch. Society, business, travel, function h 
it. The doctor counts the pulse of the sd 
man by it. Science depends upon it. Spaces 
measured in its terms. First the dream of s¢- 
entists, then the toy of kings, now the nece 
sity of everyday life, today’s watch is a ti 
umph of modern industrial methods. 


Contrast the watches of our grandfather 
day with the slender graceful lines of the Swis 
timekeepers of today. Note, too, the differ 
ence between grandmother’s watch and th 
small Swiss watch that pleases the fancy @ 
the modern butterfly of fashion. The smi 
watch that fashion decrees for women is eb 
orately paved for formal wear and plain, wit 
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cord or band bracelet, for street and informal 
wear. 


As we travel ever faster and faster through 
life, ballast is being thrown overboard. We 
wear fewer clothes, and we refuse to be 
weighed down by the cumbersome watches 
which were so popular in the 1870's. Swiss 
manufacturers have kept pace with changing 
conditions and style trends until today the 
tiny power plant which is your watch is so 
delicately constructed, manufactured with 
such painstaking attention to minute perfec- 
tion, that in the mad whirl of modern civiliza- 
tion, it is expected to wigwag its way through 
life on the waving arm of the traffic officer 
or, left neglected on the dressing table of the 
woman of fashion, in torrid or arctic climates, 
keep on ticking away as long as it is kept 
wound. 


Truly of this marvel of modern creative 
genius, the Swiss manufacturers may well be 
proud. In no finer way can one commemo- 
rate an occasion of importance than by such a 
gift which will be a lasting testimonial of 
affection and appreciation—a gift which will 
be treasured for its practical as well as its 
sentimental value. 
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Origin of Swiss Watch Industry 


(From Page 93) 


Neuchatel was not due to emigrés from Geneva though 
it is not many miles northward from that famous watch 
center. Here again the foundation, according to history, 
was of an accidental character. According to tradition, 
one day late in the 17th century, there came to Le Locle, 
an English horse dealer who was traveling through the 
Jura mountains. He was a man of wealth and was the 
proud possessor of what was, in those days, a rare and 
priceless thing, a watch. 

Fortunately for the history of watchmaking in this city, 
the Englishman’s watch had stopped and though this was 
in 1680, more than a hundred years after Cusin had 
moved to Geneva and founded watchmaking there, no 
watchmakers had yet penetrated into Le Locle. Neverthe- 
less, Le Locle possessed fine mechanics and the English- 
man took his watch to one of these, a blacksmith, asking 
that he see if he could put it to rights. But the blacksmith 
refusing to attempt it, it was turned over to a young 
apprentice, Daniel Jean Richard, a clever boy who dar- 
ingly undertook the work. 

Carefully taking the delicate mechanism apart, study- 
ing carefully each wheel and spring and lever until he had 
mastered the principle on which the mechanism worked, 
he succeeded in reassembling it and turned it back to its 
owner in running order. The horse trader was satisfied 
but the boy was not. Daniel Jean Richard became seized 


with the great ambition to build another watch for him. 
self and this he did after many experiments with his crude 
locksmith tools. 

Richard’s watch, the first ever made in the Neuchatel 
district, did not satisfy him, but he soon realized that to 
make a better watch he must have better tools. Hearing 
that there was in Geneva, a machine for cutting wheels 
he set out for that city, but the craftsmen of Geneva 
would not sell him. However, he was able to return with 
a few of the wheels made by the machine. 

Then according to tradition, he set himself to make 
a machine for cutting wheels and at last succeeded in his 
task. Filled with the idea of making watches in his own 
town, Jean Richard instructed a number of young men 
in the district so that watchmaking soon began to flourish, 
not only in his home, but in the surrounding town of 
Neuchatel. And that is why in the Market Square at Le 
Locle there stands a statue of a boy in a blacksmith’s 
apron, that of Daniel Jean Richard, which is shown in 
the illustration on page 91. 

Though it has gone through some serious set-backs as 
the result- of economic changes and business depression of 
the last few years, the roots which it has developed in its 
more than three centuries of growth will ever keep watch- 
making one of Switzerland’s greatest industries and one 
which the citizens of that country will ever be proud. 
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Retail Jewelers Hold Great Convention 


Representative Merchants From All Sections Join in Sessions 

of A.N.R.J.A. at Milwaukee, August 21-25, to Discuss N.R.A. 

Code—Excellent Addresses Feature of Gathering—Officers Re- 
elected—Exhibits Attract Much Attention. 


MILWAUKEE, Wis., Aug. 25.—William D. McNeil, Utica, 
N. Y., was reelected president of the American National Re- 
tail Jewelers Association at the closing session of the 28th 
annual convention at the Hotel Schroeder here yesterday after- 





























WILLIAM D. McNEIL 


Re-elected President of the American National 
Retail Jewelers Association 


noon, Aug. 24. Charles T. Evans, Mt. Vernon, N. Y., was re- 
elected secretary and A. W. Anderson, Neenah, Wis., was re- 
elected treasurer. William G. Frasier, Durham, N. C., was 
elected to the executive committee. 

Vice-presidents elected to represent the various districts are 
Arthur J. Sundlun, Washington, D. C., Northeastern; H. A. 
Maier, Atlanta, Ga., Southeastern; Henry F. Stecher, Milwau- 
kee, Central; Myron Everts, Dallas, Tex., Southwestern; Wil- 
liam G. Drosten, St. Louis, Mo., Northwestern, and Godfrey 
Eacret, San Francisco, Calif., Pacific. 

Selection of the next convention city will be made later but 
invitations were received from Cincinnati, Ohio, Philadelphia, 
Atlantic City, Buffalo, St. Louis, New Orleans, Washington and 
New York City. 

The importance of the convention this year was recognized 
as a momentous gathering attended by many representative 
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retail jewelers from all sections of the United States who have 
the general interest of the entire trade at heart and contributed 
their time and energy to get the “new deal” for the jewelry 
business off to a sound start. The convention discussions cen- 
tered around the NRA as it relates to the retail jewelry busi- 
ness in particular and its effect on business in general. 


Monday Evening 


William D. McNeil, president, opened the convention ses- 
sion Monday evening, Aug. 21. During the day. there was an 
executive session of the national executive committee. In the 
afternoon William G. Frasier, past national president, of Dur- 
ham, N.C., presided at an officers’ conference for national, state 
and local officers who talked over problems of membership, 
dues, field secretaries, regional meetings, NRA enforcement 
and other subjects with the national association. 

In opening the first general session, President McNeil intro- 
duced the Rev. E. Le Roy Dakin of Milwaukee who gave the 
invocation. Following the address of welcome on behalf of 
the city of Milwaukee, Whitney Eastman, president of the 
Milwaukee Association of Commerce, discussed the New Deal 
and the progress of the NRA. Mr. Eastman expressed the ut- 
most confidence in the success of the movement which he iden- 
tified as “a gigantic social and economical evolution that has 
been steeping for years.” 

“The essence of the plan developed from the Roosevelt phi- 
losophy,” declared Mr. Eastman, “is that the government will 
disintegrate and decay unless there is a stable source of income 
in the form of taxes to keep the government functioning with- 
out mortgaging future generations. This tax income is derived 
from three interdependent and inter-relating sources, namely, 
labor, agriculture, and business and industry. To pay their 
taxes all must operate on a profitable basis. 

“Labor must be assured a fair return for the service ren- 
dered; agriculture, a fair return for the products of the soil, 
and business and industry a fair return on invested capital. 
Millions have joined the new school of thought which dic- 
tates a more open mind to the acceptance of social and eco- 
nomic reform,” Mr. Eastman said. “I am completely confi- 
dent that we shall emerge from the era of depression, a bet- 
ter and happier people than when we entered it, with the 
NRA a most important factor.” 

Arthur C. Hentschel, Milwaukee, state president, extended 
a welcome on behalf of the Wisconsin and the Milwaukee re- 
tail jewelers organization. 

Response to the welcomes was made by Tinley L. Combs, 
Omaha, Neb., past national president and vice-president of 
the Northwest region. 

In an address following, Dr. Dakin referred to the jewelers’ 

(Turn to Page 98) 











Vacheron & Constantin 


From 1785 to 1933 the Watches Bearing this Trade-Mark 


CHER 
ee ; Ve Switzerland 
stant 


TRADE MARK 
Have Maintained the Highest Degree 
of Acknowledged Superiority 


Geneva 


The VACHERON & CONSTANTIN 
WATCHES are conceded in all parts of the 
world—to be unequaled for quality, for 
style and for permanent reliability. 


The Vacheron & Constantin line comprises 
every variety of high grade watches, com- 
plicated watches, extra flat, ultra-flat for the 
pocket as well as all styles of wrist watches 


for men and women. 


EDMOND E. ROBERT, Inc. 
Sole Agents 


3 Maiden Lane New York 











SCHWOB 
WATCHES 


ADOLPHE SCHWOB SONS, Inc. 


22 WEST 48th STREET 
NEW YORK 


CHICAGO OFFICE: 29 EAST MADISON ST. 











98 





A. N.R. J. A. Convention 
(From Page 97) 


code of ethics and called upon the delegates to meticulously 
observe the code and keep their profession on a high plane, 
This era of cooperation, Dr. Dakin said, recognized that man- 
hood is more valuable than money and character is more yaly- 
able than cash. Business was created not for profit but for 
services to others, profit being incidental upon the kind of 
service rendered, he declared. 

Reporting on state associations, William G. Frasier expressed 
the opinion that the recovery act will be the re-making of state 
and local organizations which have been more or less dormant 
and instill greater activity in those which have continued nor- 
mal functioning in the recent past. 

Jewelers and their ladies were guests of the Wisconsin and 
Milwaukee members at the close of the Monday session at a 
reception and get-acquainted party, with entertainment, refresh- 
ments and an old-time dancing party. 


Tuesday 


Importance of the NRA to the retail jewelry trade and the 
opportunity it affords the ANRJA in taking its place among 
leaders of American business in formulating the code for the 
industry were stressed by President McNeil in the annual 
president’s address on Tuesday morning. President McNeil 
made a plea to lay aside selfish interests and to join in the 
cooperative effort in bringing about the acceptance of a code 
that will bring relief from unfair trade practices and estab- 
lish hours and wages in the retail jewelry business along lines 
that high-minded men in the industry rocognize as the salva- 
tion of the business and a return to a profitable basis. He 
expressed the hope that current development will mean a re- 
birth of the interest and activity of the national association 
and of state and local bodies, all of which are faced with an 
unprecedented opportunity to be of real service in coopera- 
tive efforts. Much credit, he said, is due the National Retail 
Jewelers’ Recovery Committee which is functioning unselfishly 
in formulating a code, giving much valuable time, energy and 
thought for the common good of all jewelers. A _ resolution 
of praise and thanks was unanimously adopted in apprecia- 
tion to this committee. 


Krehbiel Discusses Code 


Of great importance at this convention was an address on 
the “Tentative Code of Fair Competition for the Retail Jewelry 
Industry,’ by Edward Krehbiel, New York, chairman of the 
National Retail Jewelers Recovery Committee. Mr. Krehbiel 
went over the entire code explaining the revised tentative code 
which was submitted in its latest form to administration head- 
quarters at Washington, D. C., on Aug. 18. He explained that 
when the matter of codes was first announced, it required im- 
mediate action on the part of the retail jewelers to formu- 
late and submit a code and retain the identity of the jewelry 
trade, rather than permit delay placing the trade under some 
general code for retailers. Identity is necessary, he said, since 
problems of the jewelry trade are individual as to trade prac- 
tices and competition and separate from those of other retail 
lines. 

“We want our own code and will fight for it,’ said Mr. 
Krehbiel, “but, remember, the NRA has the power to do what 
it wants. We must deal with this subject practically, bear- 
ing in mind that we are pot the bosses.” 

Mr. Krehbiel emphasized that the President’s Re-employment 
Agreement was a temporary measure under which jewelers 
could sign up, until the Code of Fair Competition for the Re- 
tail Jewelry Industry is approved, and permitting the display 
of the Blue Eagle. Those who sign the PRA, he said, would 
function under it until the jewelers’ code is approved or until 
Dec. 31 of this year. ‘Those not signing would do without 
the Eagle. He then discussed the code and the revisions. 

Discussion of the code followed, many members stating ques- 
tions from the floor which were answered by Mr. Krehbiel. 
The discussion was continued throughout the convention when 
time permitted. 

Tuesday Afternoon : 

The engraving problem with special reference to the jewel- 
ers’ code was discussed at the Tuesday afternoon session by 
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William G. Thurber, secretary of the Massachusetts-Rhode 
Island retailers’ association, Providence, R. I., followed by a 
discussion. 

Both the speaker and those participating in the discussion 
pointed out that since engraving is an expense that must be 
met by the store, the work should be charged for. Various 
methods of handling the cost were described and suggestions 
made for charging on the basis of percentage of the sale or 
per letter of various types, with no specific recommendation 
being made. Many jewelers are not aware, it was said, that 
the cost of engraving means the profit or loss on silver sales. 
Mr. Thurber suggested that an equitable plan should be de- 
yised and be included in the jewelers’ code. 


Address of Dr. Glenn Frank 


Wholehearted cooperation from everybody without consid- 
eration of pet political prejudices is the vital need upon which 
depends the success of the NRA and the ultimate fate of the 
American people, said Dr. Glenn Frank, president of the Uni- 
versity of Wisconsin and nationally known writer and lec- 
turer, addressing the jewelers Tuesday afternoon on the na- 
tional recovery through the new deal and the NRA. 

“The national recovery program is not a divine revelation 
that we cannot question without impiety,” said Dr. Frank. 
“Jt is simply an expression of the best judgment of a group 
of intelligent men who, under mandate from us, are fighting 
against time to prevent a collapse of our political, social and 
economic orders. It is important that we let our best critical 
judgment play continuously upon the various parts of this pro- 
gram. 

“But we have reached a critical juncture in American affairs. 
The circumstance of this new age of science and technology 
have made much of the policy and practice alike of American 
government and American industry obsolete. Far-reaching re- 
adjustments in structure and function, long overdue, are now 
imperative. Under such circumstances the normal chess play 
of party politics is not only irrelevant but treasonable. The na- 
tional crisis has given unprecedented force to the appeal of 
the President that we face fresh problems with fresh minds 
and bravely blaze whatever new trails of political and economic 
policy may be necessary to lead us into a stable and significant 
national future. 

“To this historic hour of crisis the Roosevelt administration 
has brought a national recovery program to which it now asks 
nation-wide allegiance. This program for national recovery 
rests broadly upon five major emergency acts: (1) the National 
Industrial Recovery Act; (2) the Agricultural Adjustment Act; 
(3) the Securities Control Act; (4) the Glass Act, and (5) the 
Railway Coordination Act. 

“Trade associations may be the basis of a new economic or- 
der,” Dr. Frank observed. “The trade association can sabotize 
the whole recovery program unless it puts its house in order, 
But if it does this, if it eradicates many undesirable charac- 
teristics that mark it today, and comes to establish a new re- 
lationship between itself and the trade unions, the future will 
be our own for the asking.” 

The national program for trade associations, according to 
Dr. Frank’s opinion, forecasts a new kind of relation between 
business and industry and the government, business and indus- 
try serving as the industrial government and the government 
cooperating as overseer and umpire of the game. Trade asso- 
ciations will have to undergo a readjustment if they are to 
play a constructive part in the government program. They 
have been largely in contest with the government instead of 
cooperating. They must work out a different relationship with 
each other and put their own house in order, by eradicating 
numerous evils. Some weakness of trade associations pointed 
out were that many are only professional get-togethers, some 
are not adequately representative of their field, are the battle 
grounds of competing firms, sectional rivalry, big and little units 
are never brought to a harmonious working together, while 
in some the executive direction is in the hands of men who 
do not measure up to required statesmanship. 

“As I see it,” Dr. Frank said in conclusion, “we have no 
choice. We must either find ways and means of making this 
program of spreading buying power really work or give up 
the ghost as far as beating our way back to even a modified 
prosperity is concerned. After having developed a productive 

(Turn to Page 101) 
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system capable of emancipating the race from poverty, drudgery 
and insecurity, we surely do not want to dismantle it and go 
back to the ox-cart simplicity and starved lives of pioneer 
eras. Slowing down production may be unavoidable as a half- 
way house on the way to a better balanced order of things, 
but the final way out does not lie in slowing down production 
so much as in speeding up consumption. And when history 
has sifted the chaff from the wheat of all the current plans 
for national recovery, the golden wheat will be the present in- 
sistence upon the spread of buying power.” 


Tuesday Evening 


Mrs. Polly Petit was a feature of the Tuesday evening pro- 
gram, outlining in detail the basic principles of successful win- 
dow display. She declared that every interesting window must 
have a basic idea and illustrated her talk with lantern slides 
of 16 or 18 window trims that were prepared for the Black 
Starr & Frost-Gorham windows in New York City. 


Wednesday 


President McNeil allowed 15 minutes of the opening session 
to the subject of licensing jewelers, a subject introduced and 
suggested by Michigan delegates to the convention. Several 
of the Michigan delegates expressed the opinion that “the only 
way to eliminate the ‘chiseler’ is to get the men licensed” so 
that the government would have a check on all persons in the 
business. Most jewelers who talked from the floor were heart- 
ily in favor of a licensing plan and it was finally recommended 
that the code committee of the A. N. R. J. A. be requested to 
include a clause in the code providing that jewelers be licensed. 

Richard N. Heath, jewelry advertising specialist of High- 
land Park, IIll., presented a number of merchandising ideas to 
jewelers in the first talk of the morning session. He urged 
jewelers to “get store traffic,” pointing out that in 1929 depart- 
ment stores got 17 per cent of the jewelry business “largely 
because they obtain a wealth of traffic through their stores.” 
He said that out of every 100 people that are brought into 
a store six times a certain number will buy watches and dia- 
monds and quality jewelry items, though they may first have 
been attracted into the store by the display of $1 compacts. 

In analyzing possibilities of business for the coming season 
he urged jewelers to consider what will be the general psychol- 
ogy of the buyer and what will be his capacity to buy and pay. 
He urged jewelers to stock on fewer high priced articles and 
get more lower priced units, consistent with the quality and 
reputation of the individual retail establishment. 

Henry Rank, retail jeweler of Milwaukee, in discussing 
“What the Ethical Retailer Owes the Ethical Manufacturer” 
urged retail jewelers to patronize manufacturers and whole- 
salers and importers who “have the same ideals we have” and 
who have pride in craft and stress quality and workmanship 
rather than price alone. He urged jewelers to take pride in 
their merchandise—“don’t handle a ring like a monkey wrench” 
—and to remember that you are “more than merchants.” He 
predicted that by the middle of November when the jeweler 
starts getting his volume the results of the NRA will be more 
apparent than they are now and that the jeweler will be 
profiting by the increased employment and greater confidence 
of the people. 

Prof. Frank B. Wade, gem expert and authority on precious 
stones, then presented an illustrated talk. It appears in sub- 
stance on pages 57 and 61 in this issue of THE JEWELERS’ Cir- 
CULAR. 

The session was concluded with further discusion of the 
code with various retailers giving expressions of cooperation. 


Wednesday Afternoon 


Wednesday afternoon the visiting jewelers and their ladies 
made an automobile tour of Milwaukee, with a stop at the 
plant of the Schlitz Brewing Co., where they were shown how 
“The Beer That Made Milwaukee Famous” is produced and 
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were given ample opportunity to taste the recently legalized 
3.2 per cent beer. 


Wednesday Evening 


Some Random Thoughts on the Jewelry Business were ex- 
pressed at the session Wednesday evening by Abram Menden- 
hall, of C. D. Peacock, Inc., Chicago. Beauty and sentiment, 
he said, are the two things that sell jewelry and the jeweler 
is dependent upon the public’s appreciation of beauty and upon 
the streak of sentimentality that runs through mankind. He 
urged that jewelers strive to excite and to awaken in people 
the natural urge they have to collect and worship beautiful 
stones and fine jewelry. People generally know little about 
stones and silver, but are anxious to learn. This knowledge 
should be imparted to them by the jewelers, Mr. Mendenhall 
said, by proper advertising placed before potential customers. 

A buffet luncheon and entertainment concluded the Wednes- 
day sessions preceding which a lecture and demonstration of 
table appointments were given by Miss Jessie Hale of the In- 
ternational Silver Co. 


Thursday 


Provisions of Bankruptcy Act Relating to Prosecution of Dis- 
honest and Fraudulent Debtors and How They May Be Effec- 
tively Employed were discussed Thursday morning by Louis 
Goldman, Chicago, attorney for the Jewelers’ Board of Trade. 
The objects and purposes of the act and its amendments are 
four-fold, Mr. Goldman said. First—The honest debtor is per- 
mitted to make an accounting, discharge his obligations, and 
secure complete release to get a fresh start. Secondly—Permit 
creditors to ottain a fair and equitable share of the assets. 
Third—Permit the debtor who is financially embarrassed an 
extension under the administration of the court to make a com- 
position settlement. Fourth—Permits prosecution of frauduleat 
and dishonest debtors on facts obtained by examination of the 
debtor and his business to determine if there has been conceal- 
ment of assets from creditors, if records of the business are 
false and if book shortage can be established. If credit has 
been obtained by false statements made through the mails, the 
debtor may be prosecuted not under the bankruptcy act but 
under the criminal code relating to fraudulent use of the mails, 
Mr. Goldman said. In connection with concealed merchandise, 
he said it was not necessary to find the concealed merchandise 
if a book shortage can be established. The Jewelers Board 
of Trade has been operating successfully, Mr. Goldman said, 
and will continue to function to the utmost in the prosecution 
of fraud debtors. 

“Give your patrons real news-in your advertising, window 
displays, postcards and other media,” James R. Ozanne, Chi- 
cago, president of the Continental Marketing Corporation, Mer- 
chandise Mart, told the delegates Thursday morning. “If a 
customer fails to come in for several months, send him a card 
saying, ‘I’ve missed you.’ It flatters him. Campaign to sell 
second ems to customers making original purchases. Beware 
of first impressions that your store and yourself make. In 
talking to patrons tell them interesting facts about your goods. 
Get the kiddies into your store. A child will drag his par- 
ents in if you have given him a balloon or small toy. Youth 
is running the family today and is the customer of tomorrow.” 

Listing 10 glaring faults of jewelry stores, Mr. Ozanne de- 
scribed a recent visit to 100 typical jewelry stores in 30 cities. 
He found that 17 of them were not using enough light, while 
21 were stuffy or smelly, with bad air. He found 19 places 
where the clerks or proprietors waited on customers in their 
shirt sleeves, or with a vest and no coat, some even being so 
slovenly as to have no necktie on. There were 32 people who 
evidently needed 4 Shave. 

Some merchants are concealing their merchandise by dirty 
windows, others have allowed the paint to fall from the front 
of the store, he said. In many places there was poor selling 
technic. Mr. Ozanne criticized the lack of color in displays, 
and suggested that the names of customers should always be 
secured for a mailing list. 


Thursday Afternoon 


Thursday afternoon the final business session was executive 
for accredited delegates and members only. Reports were made 
by various committees and officials of state and local associ- 

(Turn to Page 123) 
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Clock Makers’ Pay Raised 


WATERBURY, CONN., Aug. 5—The Inger- 
soll-Waterbury Co. and the Waterbury 
Clock Co. announced a 10 per cent wage 
increase today, effective Monday. Their 
workers received a 5 per cent increase 
a few weeks ago. The second rise was 
given in expectation of a delay in adopt- 
ing the code of the Clock Manufacturers 
Association. 

Because of increased orders, the num- 
ber of operatives in the clock shops is now 
2200, a gain of more than 1000 in a few 
months. The payroll has increased about 
250 per cent. 

President James R. Sheldon said today 
there is enough business in sight to con- 
tinue operations on the present scale 
throughout the balance of the year. 





Judge Upholds Rochester, Minn., City 
Auction in Jewelry Case 


RocHESTER, MINN., Aug. 5—That the 
city of Rochester has a right to prohibit 
jewelry auctions except on such terms and 
conditions as it may see fit to prescribe, 
and that the city is entitled to judgment 
dismissing an action brought by Robert 
A. Orr, jeweler, against the city, L. J. 
Claude, its chief of police, and James T. 
Spillane, its attorney, and dissolving the 
restraining order. previously made en- 
joining the city from enforcing its auction 
ordinance, was the decision of Judge 
Vernon Gates in district court today. 

Awaited for several weeks, Judge 
Gates’ decision in an action to restrain 
the city of Rochester from enforcing an 
ordinance on the ground that it is un- 
reasonable and void, is expected to be 
appealed within 30 days to the supreme 
court by attorneys for Mr. Orr. The case 
first came up for hearing on an order to 
show cause, June 27, last. Evidence was 
then taken, with a group of business men 
giving testimony. By agreement of both 
parties, the issues were submitted on their 
merits for final determination and briefs 
were subsequently filed in behalf of Mr. 
Orr by Christensen and Ronken. 





Alleged Hold-Up Men Arrested 
Following Newport, R. I., 
Jewelry Store Robbery 


Newport, R. I., Aug. 20—One of the 
most daring daylight robberies perpe- 
trated in New England in a long time 
was staged in this city late on the after- 
noon of Aug. 1 by two gunmen who held 
up a clerk in the exclusive retail jewelry 
store at 230 Bellevue Ave., belonging to 
Thomas Kirkpatrick, and made their 
escape with jewelry valued at approxi- 
mately $50,000, while a patrolman stood 
directing traffic a short distance away 
and members of the summer colony 
strolled or drove past the door. 

Two Providence men, alleged by the 
police as both having criminal records, 
have been arrested and after being identi- 
fied by the clerk and several persons who 
witnessed the robbery, are being held 
without bail. 

At the time of the Newport hold-up a 
clerk, Henry Cuppia, was just returning 
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several pieces of valuable jewelry to the 
vault after showing them to a local go. 
ciety matron, and was about to pick up 
other pieces when he was confronted by 
the swarthy men, hatless, and with their 
shirts open at the throat. 

“Stand back where you are or [] 
shoot,” said one of the men who had his 
hand in his right coat pocket, while his 
companion coolly walked over to the table, 
glanced at the jewels in a small plush 
case, snapped the cover down, tucked it 
under his arm and both sauntered nop- 
chalantly into the street. They hastened 
to a touring car parked across the street 
and drove away. 

Mr. Kirkpatrick, who was on Bellevue 
Ave., a short distance from the store and 
saw the men when they came out but saw 
nothing to arouse his suspicions until he 
heard his clerk shout. He said the stolen 
jewelry included a $1500 black pearl ring, 
several $3500 bracelets, eleven rings and 
a brooch set with diamonds and emeralds, 
all valued at $54,795. He told the police 
the jewelry is partially covered by insur- 
ance as some of it was being held by him 
on consignment from New York houses, 
some of which carry their own insurance. 
He immediately offered a reward of $1000 
for the apprehension of the men and the 
recovery of the jewelry. 

Although two men are being held with- 
out bail as the robbers, and several others 
are under surveillance, no trace of the 
missing jewelry has been found. 





Time Ball Serves as Jewelry 
Advertisement 


PROVIDENCE, R. I.—The J. A. Foster Co. 
at Dorrance and Middle Sts., with the 
cooperation of the Waltham Watch Co., 
is giving the public a new and novel ser- 
vice in the form of what is said tu be 
the first electrically controlled hourly time- 
ball ever constructed. A large double- 
faced clock with illuminated dials three 
feet in diameter give observatory time. 
The clock is surmounted by a square 
metal shaft upon which travels a great 
chromium ball two feet in diameter and 
weighing 30 pounds. One minute and a 
half before the hour this ball starts slowly 
upon its journey to the top of the shaft, 
taking approximately ten seconds to tra- 
verse the distance. There it is momen- 
tarily suspended and fifteen seconds be- 
fore the hour a bell warns the observer 
—and, by the way, several hundreds 
gathered nearly every hour during the 
day to watch the novelty—that the exact 
hour is near. Right on the hour, not a 
second before, not a second after, a deep 
pitched, mellow gong strikes and the ball 
plunges to the bottom of the shaft. 

Taking advantage of the large crowds 
that gather to watch the ball, Manager 
Boas is making a specialty of his window 
dressing. 





In the July isue of Sands, Clay and 
Minerals, a British magazine published 
by Algernon Lewin Curtis of Chatteris, 
England, appears an article on the “Treat- 
ment of Platinum-Iridium Scrap,” by C. 
Campbell, that may be of interest not only 
to metallurgists but to a number of jewel- 
ers who are working in platinum. 
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Two Bandits Get $2,000 in Jewels 


FaRIBAULT, MINN., Aug. 2—T wo bandits 
robbed the Gus Kuhlman jewelry store 
of $2000 worth of diamonds and watches 
and cash here Wednesday. 

Two young men who appeared to be 
about 25 years old came into the store 
and asked Kuhlman, who was alone at 
the time, to show them some jewels. When 
Kuhlman started to show them diamonds, 
one robber pressed a pistol into the jew- 
eler’s side and ordered him into the base- 
ment. 

The bandits then tied Kuhlman with 
ropes and went upstairs where they looted 
the place of diamonds, watches and a few 
fountain pens and about $250 in cash. 

Their job completed they walked quietly 
out and disappeared. Kuhlman worked 
his bonds loose and telephoned police but 
no trace of the men was found. 





Another Important Decision on 
“Memorandum” 


The decision, rendered Aug. 7, by 
Judge Madigan of the City Court in New 
York again brought forth prominently the 
strength of the memorandum as used in 
the jewelry trade and was the subject 
of much comment in legal and business 
circles. 

The decision was in the suit brought 
by Joseph W. Lindner, a diamond cutter 
at 36 John St., against Harry Winston, 
'§21 Fifth Ave., to replevin a diamond 
worth $2,000. The gem in question had 
been given by Lindner on memorandum 
to Walter Tolkowsky, who never re- 
ported on it but instead sold it to Win- 
ston for $1,451 through an employe of 
the latter, D. B. Frey. Tolkowsky, it is 
alleged, fled after the sale and Lindner 
brought suit to recover his property from 
Winston. Winston claimed they bought 
the article in good faith from Tolkowsky, 
believing he could convey good title. 

The memorandum used in the trans- 
action between Lindner and Tolkowsky 
was the standard one used by the mem- 
bers of the United Diamond Manufac- 
turers Association which declares the 
transaction to be pure bailment in which 
no title passes. 

The case was submitted to Judge 
Madigan on the pleadings, who decided 
for the plaintiff, Lindner. Following 
the decision of the Court of Appeals in 
the case of Green vs. Wachs, Judge 
Madigan decided Tolkowsky had no 
power to sell or transfer title. 

In answering the claim of Winston’s 
counsel that the loss in suing for the 
theft should be borne by the party who 
is to blame; that the plaintiff having 
entrusted the diamond to another to 
servé his end should bear the burden of 
loss rather than the defendants, and that 
the principles of the Factors Act should 
apply, Judge Madigan said the adoption 
of such a policy requires a change in 
the law which only the legislature can 
make. As every essential feature of 
Memorandum considered in the Green 
case was found here, the Court of Ap- 
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peal’s dectsion in that action is binding. 
He, therefore, granted the motion for a 
summary judgment in favor of Mr. 
Lindner. 

The suit was brought for Lindner by 
Samuel’ Ellis Levine counsel for the 
United Diamond Manufacturers As- 
sociation. 


—_—_ 


South Carolina Retail Jewelers 
Reelect All Officers 


Cotumsia, S. C., Aug. 9—AIl officers 
of the South Carolina Jewelers associa- 
tion were reelected in convention at the 
Hotel Columbia, Tuesday. The associa- 
tion pledged 100 per cent cooperation in 
the president’s program and are operat- 
ing under the blanket code until their own 
particular code is approved in Wash- 
ington. 

Officers reelected were: R. H. Allen, 
Charleston, president; A. T. Vaughan, 
Greenville, first vice-president; Paul 
Crossby, Spartanburg, second vice-presi- 
dent, and J. B. Sylvan, Columbia, secre- 
tary-treasurer. 

Delegates were present from all sec- 
tions of the state. 


John O. Otis 


PROVIDENCE, R. I., Aug. 10—James Orin 
Otis of the manufacturing jewelry con- 
cern of Harvey & Otis, 46 Chestnut St., 
died last night at the Jane Brown Hospi- 
tal from pneumonia and complications, 
after a week’s illness. He was active in 
the various jewelers’ organizations and 
was a 32nd degree Mason. Mr. Otis was 
born in Pawtucket, R. I., Sept. 25, 1875, 
a son of Samuel A. and Emily F. Otis. 
After attending the public schools he 
entered Brown University, graduating 
with the class of 1897. He was a member 
of Zeta Psi Fraternity. 

After graduation from college he be- 
came associated with the firm of Harvey 
& Otis which his father with Henry W. 
Harvey established in 1884 in the old 
Fitzgerald building, 183 Eddy St. The 
father subsequently purchased the several 
other interests in the business and at his 
death in August, 1902, the business was 
taken over by the deceased and two 
brothers, one of whom later withdrew. 

Mr. Otis was a member of St. John’s 
Lodge, Providence Royal Arch Chapter, 
Providence Council of Royal and Select 
Masters, St. John’s Commandery of 
Knights Templar, Rhode Island Consis- 
tory of the Scottish Rite and Palestine 
Temple of the Mystic Shrine, all Masonic 
bodies. 

He was also a member of the New 
England Manufacturing Jewelers’ and 
Silversmiths’ Association, the Manufac- 
turing Jewelers’ Board of Trade and the 
Manufacturing Jewelers’ Golf Associa- 
tion. 

He is survived by his widow, a 
daughter, son and two brothers, William 
P. Otis, who is associated with him in the 
firm and Fred A. Otis, United States 
Commissioner in this city. 
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ALBERT 
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& Co., Inc. 


© 





40 Years Cutting Gems 


FROM THE ROUGH 
STAR SAPPHIRES 
STAR RUBIES 
SAPPHIRES 
EMERALDS 
RUBIES 


Always a Fine Selec- 
tion in Stock 





CHIVOR 
EMERALD MINES 


Colombia, South America, 
Where all the finest 
Emeralds are Mined. 


We are the sole Cutting 
and Selling Agents for this 
Mine. 


Just what you want in 


Rough and Cut. 





® 


Albert 
Ramsay & Co., Inc. 


2 W. 47th St. 
New York 

















: ~~ are sure to make money 
and win the satisfaction of your 
customers by selling this most 
beautiful of dresser sets. It is 


typical Watson & Briggs high qual- 
ity offered at a price which makes 
it an exceptional value. 


























Heavy sterling silver 14” mirror. 
Comes in seven decorations — 
Shalimar (shown), Delphi, Caliph, 
Omar, Orient, Mandalay, Kashmir. 


oo BH 


Send for free illustrated catalog. 


WATSON 


C45) LP PRO 





Successors to The Thomae Company 


22 WATSON PARK, ATTLEBORO, MASS. 
NEW YORK—347 Fifth Avenue 


CHICAGO LOS ANGELES 
37 S. Wabash Ave. 605 West 7th St. 











Convention of the National Asso- 
ciation of Credit Jewelers 
Sept. 11-15, Inclusive 


Cuicaco, Aug. 20.—The National As- 
sociation of Credit Jewelers has sent out 
final notices as to the seventh annual con- 
vention and Century of Progress Jewelry 
Exhibition to be held at Hotel Sherman, 
Chicago, from Monday to Friday, Sept. 
11 to 15. A record attendance is in- 
dicated. 

The business program has been prac- 
tically completed and will consist of one 
meeting each day, beginning at 10.00 a.m. 
and adjourning at 1.00 pm. The ten- 
tative program is as follows: 


Monday, Sept. 11.—Registration; In- 
spection of Exhibits; Short Busi- 
ness Meeting, Grand Ballroom 
12.00 Noon. Subject: general re- 
port on Association activities and 
discussions. 


Tuesday, Sept. 12.—Inspection of Ex- 
hibits; Business Meeting, Grand 
Ballroom, 10.00 a.m. Subject: the 
code of Fair Competition and the 
Fair Trade Practice Rules. 


Wednesday, Sept. 13.—Inspection of 
Exhibits; Business Meeting 10.00 
a.m. Subject: Credit Jewelers 
problems under the NRA; 7.00 
o’clock.—Annual Banquet and En- 
tertainment, Grand Ballroom. 


Thursday, Sept. 14.—Inspection of Ex- 
hibits; Business Meeting, 10.00 
a.m. Grand Ballroom; Round Table 
Discussion of problems suggested 
by members. 


Friday, Sept. 15.—Inspection of Ex- 
hibits; 10.00 a.m. Business Meet- 
ing, Grand Ballroom; Annual 
Business Meeting and Election of 
Officers. 


The Entertainment Committee is plan- 
ning an unusual and unique banquet and 
entertainment; the registration for all 
of which will be $5.00 per person. 

It is expected that the discussion of 
the Code on Tuesday and the Jewelers 
problems on Wednesday, will be the high- 
lights of the Convention, but ample time 
will be given to the other features. 

Those firms exhibiting at the Conven- 
tion are advised that they may invite 
their customers from every class of busi- 
ness in order that they may display their 
lines to the utmost advantage. Passes for 
the buyers outside of the Retail Jewelers 
field may be obtained at the Registration 
Desk. 

The Association again wishes to as- 
sure all Jewelers whether Cash or Credit, 
and whether they are members of the 
Association or not, will be heartily wel- 
come at this great Convention. 





Platinum Market 


_ Platinum prices, as of August 24, were offi- 
cially quoted as: 


tb saw tees htt canecauten oereneeen $33.00 

Containing $% Iridium «666 s0cccsssess 34.50 

Containing 10% Iridium.............. 36.00 

NE cc snccaiersckmewaawanedawkuwaiure 60.00 

IR 5 e565 s.0s ware dU cw lianeaeen’ 19.20 
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GEM STONES 


SAPPHIRES 
EMERALD S$ 
RUBIE S&S 





STAR SAPPHIRES 
STAR RUBIES 
CATSETES 


A SELECTION OF CHOICE 
PRECIOUS STONES MOUNTED 
IN FINE RINGS ALWAYS ON 
HAND 











ROBINSON «. SVERDLIK 


527 FIFTH AVE 
NEW YORK 
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NEW YORK: 


Jewelry News of the Metropolitan District 


The business of Joseph Piltz, 26 Eld- 
ridge St., has been incorporated. 

The Eastern Jewelry Co. and Harold 
N. Harris, jeweler, have leased space in 
the Cellini Building, 48 W. 48th St. 

Bernard J. Clark, silverware and 
Charles A. Nichthauser, jewelry, have 
leased quarters at 366 Fifth Ave. 

Manna Bros., watch repairers, have 
moved from the 11th floor to the eighth 
floor at 140 W. 42nd St. 

The National Gold Chain Co., 83 Canal 
St., has been succeeded by Benjamin N. 
Wiener & Co. 

Abraham Liblit, 3335 Fulton St., Brook- 
lyn, has moved to Jamaica, Borough of 
Queens. 

The business of Samuel Daiches, 6217 
Eighteenth Ave., Brooklyn, has been sold 
to Louis Morgenctern. 


A regular meeting of the New York 
Jewelers Benevolent Association was held 
Aug. 15 at 8.30 P.M. in Proctor’s Lodge 
Rooms, 148 E. 58th St. 


Nat R. Hirschhorn, representing the 
_ Parker Watch Co., 580 Fifth Ave., is now 
calling on the trade in his territory 
throughout the west and north west. 

Karlan & Bleicher, Inc., 9 Barrow St., 
have joined the N.R.A. movement and 
have reduced their working week to 35 
hours and increased wages 10 per cent. 


David Pfeffer, who does assembling 
for the trade, has moved to larger quar- 
ters in Room 805-806 at 106 Fulton St., 
where he will have better facilities. 

Sidney L. Warsawer has leased a store 
in the Valentine Theatre Bldg., Ford- 
ham Road and Valentine Ave., the 
Bronx, as a branch jewelry store. 


The firm formerly known as Pedersen 
& Frankel, 1060 Stebbins Ave., is now 


known as Frankel & Schanfein, Inc., 15 _ 


West 47th St. 


Schnelwar Mfg. Co., a corporation at 
10 John Street, has been dissolved. Ihe 
business is now known as the Schnelwar 
Platinum Mfg. Co. 


Robert O. Veit of Miller & Veit, 48 W. 
48th St., returned on the Champlain from 
a purchasing trip to the diamond markets 
of Amsterdam and Antwerp. 


George B. Kelley is now representing 
the Meyer Koulish Co., in the East and 
Middle West with headquarters at 65 
Nassau Street. 


M. H. Shiman of M. H. Shiman & Co., 
Inc., 48 W. 48th St., who has been abroad 
since last spring in the interest of his 
firm, is expected to return on the Ile de 
France, Sept. 19. 


Sigmund Wyler, Jr., of S. Wyler, Inc., 
713 Madison Ave., returned Tuesday, 
Aug. 22, on the Olympic. He has been 


THE JEWELERS’ CIRCULAR 
for September, 1933 





abroad about two and one-half months 
purchasing silverware. 


Louis Untermeyer, critic and poet, and 
at one time of Untermeyer-Robbins & Co., 
and Esther Antin, Toledo lawyer and 
civic worker, were recently married at 
her home in Toledo, O. 


J. N. Gilson who was formerly with 
O. B. Jackson, Norwalk, Conn., has open- 
ed a retail establishment at 528 West 
Ave. in that city. He was in New York 
on a business trip last week, making his 
headquarters at the Hotel Pennsylvania. 


Howard D. Seebeck, Chicago repre- 
sentative of the Armbrust Chain Co. and 
Barrasso & Blasi, was a visitor on 
Maiden Lane during the early part of 
August, after visiting Providence and 
Newark. 


L. W. Sweet, Inc., operating a jewelry 
store chain under the name of Finlay 
Strauss, Inc., has leased retail store space 
in 17-29 W. 14th Street and 10,000 square 
feet on the second floor for executive 
offices, now in 162 E. 59th Street. 


An important meeting of the New 
Jersey Retail Jewelers Association was 
held at the Progress Club, Fulton Street, 
Newark, on Tuesday night, August 22, 
at which time committee reports was sub- 
mitted and the Jewelers’ Code discussed. 
Dinner was served at 6.30 P. M. 


Walter Volk, well known jewelry 
salesman, has become associated with 
the newly formed firm of Pedersen, 
Frankel & Schanfein, Inc., Goldsmiths, 
15 W. 47th St. Mr. Volk will call on the 
trade in New York City, New England 
and the Middle West. 


The many friends of Meyer D. Roth- 
schild, president of the American Jewel- 
ers Protective Association, were pleased 
to hear that he is rapidly recovering and 
is now convalescent at the Mt. Sinai Hos- 
pital where he underwent an operation 
several weeks ago. 


Max Loewenthal, 60 years old, a 
jewelry salesman for Ludwig Lehman, 
26 W. 17th St., died suddenly of heart 
disease in his room at a hotel in Chi- 
cago on Aug. 14. He telephoned the 
desk clerk for help but by the time Dr. 
L. G. Reese, house physician, arrived he 
had died. 


Louis Castagnetta, for many years a 
well known wholesale jeweler of New 
York, was named by the Bronx Executive 
Committee of the Republican party as 
candidate for Borough President in the 
report made by that committee on Aug. 9. 
Mr. Castagnetta’s name was later with- 
drawn. 


Mack Shakter of the K. & S. Jewelry 
Co., 83 Canal St., was married on Aug. 
(Turn to Page 106) 


105 





CHINESE GEMS CO. 


JADE 


Rosequartz 
Amethyst 


Carnelian 





Stone Ornaments for Lamp Bases 


20 West 47th St., New York 














SWISS WATCHES 


De FRECE BERNSTEIN, INC. 


48 West 48th St. New York 








y»- EMBLEMS 


SINNOCK & SHERRILL 
15 Maiden Lane New York 








M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
on ORDER, also REPAIRING in ALL its 
BRANCHES. Estab. 1910. 








UNBREAKABLE CRYSTALS 


Fancy—Round Flat—Round Lentille 
ALL SIZES—ALL SHAPES 


STANDARD 
UNBREAKABLE WATCH CRYSTALS, INC. 
75 Varick St., New York, N. Y. 











HAMILTON ILLINOIS ELGIN 


American Watch Distributors, Inc. 


207 Commerce Building 15 Maiden Lane 
Rochester, N. Y. New York, N. Y. 


WRITE FOR CATALOGUE 


WALTHAM 








“|“Guaranteed Swiss Resilient 





,D TALS ano cio 
AND CLOCK 

REFINISHED LIKE NEW 

HIGH GRADE EUROPEAN METHOD 


24 Hour Service 
Write for Price List 


ROYAL DIAL & Rarer co. 
116 Nassau St., New York, N 


FITRITE 





Mainsprings 





All sizes in stock from 4/0 to 14 Dennison Widths and 
In all strengths and lengths, 9 rt Mainsprings 
for Gruen, Glycine, Bulova, ete 


$1.50 per Dozen—$16.20 per Gross 


CONOVER & QUAYLE, Inc. 


10 Maiden Lane New York 
Send for Complete Chart 




















WHERE TO BUY 











Send us your OLD GOLD, SILVER, 
PLATINUM, GOLD - FILLED 
CASES, OPTICAL SCRAP, ETC. 
Prompt and accurate 
returns Guaranteed 
Generations of Service 
N. L. SHTEINSHLEIFER, 
Smelter & Refiner 
78 Bowery, New York City 











William T. Schneider 


American 


Watches at Wholesale 
2 Maiden Lane, New York 





The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 


KRONER, HYMAN & CO., Inc. 
JOBBING STONES 


Engraving, Encrusting 
Lapidary Work 
80 Nassau St. New York City 














Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 


.ee____ DIALS 


— RADIUM and PLAIN FIGURES 
y_—_ OLD Dials Refinished Like New 


& Orders filled same day 


U.S. WATCH-DIAL CORP. 
66 Nassau St. New York 













CULTURED PEARL 
NECKLACES 


Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORE 


EXPERT REPAIRS 


SI LV ERWAR E 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 
CURRIER & ROBY 75,72." 
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15 at the Park Manor in Brooklyn to 
Miss Minne Fuchs, daughter of Morris 
Fuchs, the well known Wall St. restaura- 
teur. They sailed for Europe on Aug. 
17 on the S. S. Manhattan for a six weeks’ 
stay in France, Italy and Switzerland. 


Z. & W. M. Crane, Inc., Dalton, Mass., 
whose New York office is at 21 E. 40th 
St., had an interesting exhibit at the 
Canadian Club on the 18th floor of the 
Waldorf-Astoria, Tuesday, Aug. 15, in 
the way of a line of writing papers which 
has just been completed for the fall by 
the concern and which contains a number 
of new types of particular interest to the 
jewelry trade. 


The class in jewelry design at the In- 
stitute of Mechanics & Tradesmen, 20 
W. 44th St., will again open Sept. 22, 
with C. A. Jakobb who has been in- 
structor for several years, in charge. 
Pupils may register at once by applying 
at the office of the Institute, but inasmuch 
as the number of the class is limited and 
about 40 pupils have already signified 
their intention of joining, those who in- 
tend to register are urged to do so with- 


‘out delay. 


S. Nathan & Co., importers and cutters 
of precious and synthetic stones, 71 Nas- 
sau St., announced last month the ap- 
pointment of the Oval Importing Co., 51 
Empire St., Providence, R. I., as the 
concern’s representative in Providence 
and the Attleboros. Through Edward 
Goldstein, manager of that concern, they 
hope to keep in continual and close con- 
tacts with their clients in the east and be 
able to satisfy all requirements im- 
mediately. 


Alvin N. Long will now represent J. R. 
Wood & Sons, Inc., in the city’ of Chicago 
and the northern part of Illinois. His 
Chicago headquarters will be Suite 1003, 
at 37 S. Wabash Ave. For many years, 
Mr. Long was connected with the Stein 
& Ellbogen Co. W.H. Buckmaster has had 
the eastern half of the state of Ohio 
added to his territory. J. Oliver Bunce, 
who has represented the concern in Penn- 
sylvania and Eastern Ohio, will now rep- 
resent it in Pennsylvania and New Jersey. 

J. Friedman of the Friedman Silver 
Co., Inc.; I. Mershon of the Globe Silver 
Co., Inc.; and J. C. Scharling of Scharl- 
ing & Co., Inc., are members of the 
governing board of the National As- 
sociation of Metal Picture Frame Manu- 
facturers recently organized to prepare 
a code under NRA. The following of- 
ficers were elected: John W. Robertson, 
Robertson Metal Arts, Inc., president; 
B. Rinkle, L. H. Cohen & Co., Inc., vice- 
president-treasurer, and J. J. Kelleher, 
secretary. 


Final organization of the Associated 
Manufacturers & Importers of Watch- 
makers’ & Jewelers’ Supplies, Inc., was 
completed recently and the organization 
immediately started to draw up a code 
under the National Recovery Act. The 
association started with 30 members and 
the following officers were elected: Presi- 
dent, S. G. Hammel of Hammel, Rig- 
lander - Pennant Corp.; Vice - President, 
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Theodore H. Lampert of M. J. Lampert 
& Sons, Inc., and Treasurer, B. J, 
Howarth of Wm. Dixon, Inc. George A, 
Fernley is being retained by the organi- 
zation in an advisory capacity in help- 
ing to prepare the code. 

Ralph Polishook of 695 Greene Ave. 
Brooklyn, who is employed by his father, 
K. Polishook, a wholesale jeweler at 102 
Canal St., reported to the police, Aug. 9, 
that he had been abducted and robbed of 
jewelry worth about $4800. Polishook 
said that when he returned to his car 
from visiting a customer on First Ave. 
near 118th St., two armed men forceably 
lead him to his “automobile, drove him 
through the crowded streets and finally 
ordered him into a hallway at 121st St. 
and First Ave. When he emerged the 
men and the car were gone but the car 
was found later at 126th St. between 
Second and Third Aves. 


A young man who said he lived in 
Buffalo, N. Y., was held in $2,000 bail for 
the Grand Jury by Magistrate Frederick 
Hughes in Downtown Court, Brooklyn, 
Aug. 6, on a charge of grand larceny. 
‘The complainant was Howard Schiffs, 
proprietor of a jewelry store at 331 Ful- 
ton St., who alleged that at noon the 
previous Saturday the youth entered the 
store and asked to see some jewelry. As 
Schiffs turned his back, it is alleged that 
the visitor picked up a tray containing 
watches valued at $500 and ran out with 
it. Schiffs chased him, shouting for help, 
and Patrolman Andrew Mulhall captured 
the boy in the basement of a house in 
Johnson St. 


A most important mass meeting of the 
manufacturing jewelers in the vicinity 
of New York was called for Tuesday, 
Aug. 29, after THE JEWELERS’ CIRCULAR 
went to press, at the Waldorf-Astoria 
Hotel. The meeting was to start at 10 
a. m., daylight saving time, was to be 
held under the auspices of the Bureau of 
Standards of the Department of Com- 
merce and was to take action on a pro- 
posed standard for gold covered articles 
that would in effect define the conditions 
under which the word “gold filled” could 
be used on jewelry and similar products. 
Previous meetings on the subject have 
been held in New York and Providence. 


G. H. Niemeyer of Handy & Harman, 
returned last month after an extended 
trip through Europe accompanied by his 
family. Among the many other offices 
which Mr. Niemeyer holds are those of 
president of the Jewelers Security Al- 
liance, president of the Brotherhood of 
Traveling Jewelers, as well as chairman 
of the Special Tax Committee of the 
Jewelry Industry, and Gus was busy for 
some time in catching up with the pro- 
ceedings of these organizations during 
his absence. But he quickly got in harness 
after his return and assumed active con- 
trol of the many activities in which these 
organizations have been engaged during 
his absence. 

Importers and manufacturers of novelty 
jewelry in the vicinity of New York re- 
ported a distinct increase in orders dur- 
ing the latter part of the month. Ac- 
cording to an article in the New York 

(Turn to page 107) 
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_Times, this was in part due to the vogue 
for the styles of the early 90’s which were 
revived in these lines, and for the ornate 
copies of Victorian types of jewelry which 
have become popular. According to an 
article in the Times: “The trend is 
strongly toward plain metal or stone-set 
metal items, with gold and silver finishes 
headed for much popularity. Wider 
bracelets, large brooches, hair ornaments, 
clips and earrings are selling in greatest 
volume.” 


Jacques Kreisler Sales Corp., 136 W. 
§2nd St., which has previously sold gold- 
filled attachments through Edward L. 
Stern & Bro., Inc., has sent out an an- 
nouncement regarding a reorganization 
whereby its factory and office facilities 
have been combined. Both the gold and 
gold-filled department will now be 
housed under one roof. This change will 
make it possible to reduce time in filling 
orders to a minimum. Both the gold- 
filled and solid gold attachments as well 
as the diamond merchandise will be sold 
through the Jacques Kreisler Sales Corp. 
All orders of gold-filled merchandise 
which have heretofore been purchased 
from Edward L. Stern & Bro., Inc., should 
be sent directly to the Kreisler firm. 


Manufacturing jewelers in the vicinity 
of New York are warned to be careful 
in dealing with a man who is reported 
_ to have passed worthless checks in pay- 
ment for merchandise. Among his recent 
victims was the D. Abramson Mfg. Co., 
64 Fulton St., from whom he obtained a 
ring worth $90. In payment the man of- 
fered a check made out in his name and 
drawn on the Ave. J. Branch of the 
Brooklyn Trust Co. The check was pro- 
nounced worthless by the bank. This 
man who is said to be operating ex- 
tensively, is about 35 years old, slender, 
and of medium build, he has dark hair, 
is clean shaven and wears glasses. The 
man is said to have been formerly em- 
ployed in the jewelry business several 
years and knows the merchandise and the 
firms in this business. 


Handy & Harman, 82 Fulton Street, 
New York, believe it to be fundamentally 
true that articles of intrinsic value will 
have a favored market as we emerge 
from the depression and that people will 
spend more of their money for articles 
of jewelry. As people are becoming 
“merchandise” conscious in place of 
“money conscious” as in the past, there 
is a great opportunity before the jewelers 
of the United States to capitalize on this 
tendency and on the growing buying 
power of the public. This firm of re- 
finers does not make any kind of finished 
or unfinished articles of silverware, 
jewelry, findings or any other parts ready 
for assembling but supply unfinished 
forms of silver, gold, platinum, etc. Their 
opinion as to the demand for articles of 
quality is based on their contacts with 
all divisions of the manufacturing trades 
in the precious metal lines. 


Threatening death if he gave the 
alarm, three bandits held up Arnold 
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Thau, 68-01 Grand Ave., Maspeth, L. I., 
recently and escaped with a trayful of 
diamond rings valued at $400. The 
jeweler was alone in his store when a 
young man entered and asked to be shown 
some watches and, as Mr. ‘Thau pulled 
out a tray and placed it on the counter, 
two other men entered. While the jewel- 
er’s attention was distracted by the first 
man, he noticed that the two others had 
halted before a tray of diamond rings. 
Suddenly one of the two joined the other 
at the counter and the first thing that the 
jeweler knew he was facing a gun. 
While this byplay was progressing, the 


third bandit scooped up the entire con- | 


tents of the tray of diamond rings, then 
backing out the three disappeared. An 
alarm was broadcast from police head- 


quarters within a few seconds but no | 
trace of the bandits has been found. The | 


loss is covered by insurance. 


An important change in the Fifth 
Ave. retail jewelry district announced 
last month, was to the effect that Marcus 


& Co., had leased the corner store, mez- | 


zanine, and basement at 671 Fifth Ave., 
the southeast corner of 53rd St., 
term of years. This move will place 
Marcus & Co. in the center of the best 
shopping section of Fifth Ave. Marcus 
& Co., although established for 55 years, 
has only had two previous locations. The 
firm was originally founded by William 
Elder Marcus, father of the two present 
owners of the business, in 1878 at 41 
Union Square. In 1899, the business 
was moved to its present location at the 
southwest corner of Fifth Ave. and 45th 
St., at a time when Fifth Ave. was com- 
posed almost entirely of brown-stone 
front houses. Marcus & Co. have al- 
ways been noted’ for their collection of 
fine gems, especially pearls; as well as 
jewelry, watches and fine stationery. 
They expect to occupy the new quarters 
by Oct. 2. 





Halts Watch Sales 


A new ramification of the NRA was 
revealed in the Federal Building Satur- 
day, Aug. 26, when Judge John M. Wool- 
sey signed an order preventing United 
States Marshal Raymond from selling at 
auction Auge 30, 25,000 Swiss watch 
movements seized from smugglers by cus- 
toms agents. 

The court action follows charges to the 
Attorney-General by the American 
Jeweled Watch Manufacturers Associa- 
tion and the American Watch Assemblers 
Association that the sale of these smug- 
gled movements will amount to dumping 
them on local market at prices ruinous 
to the American manufacturers. The 
Attorney-General was informed that in 
the last three and a half years 1,800,000 
hours of American labor has been lost 
through the activities of watch smugglers. 

The sale has been restrained until 
after a conference in Washington, Aug. 
30, between the Commissioner of Cus- 
toms and the watch associations, which 
have requested the destruction of all 
seized watch movements or their resale 
only for export. 
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HAIRSPRINGS VIBRATED 


By Experienced Swiss Woman—While You Walt 
AMERICAN AND SWISS MATERIAL 
Complicated and Fine Watch Repairs 


ROLAND GLOOR CO. 
10 West 47th St., Room 1206, New York, N. Y. 











SELL + ANTI-TARNISH 


AND INCREASE YOUR SALES 


| Plus Anti-Tarnish Cream prevents tarnish 
and keeps silver brilliant. 


Send 10c in stamps ‘for trial tube 
“SELLS MORE SILVER” 


LASCELLES, 27 E. 21st St., New York 





for a 


HAIRSPRINGS 





AMERICAN & SWISS 
WAlRSP RINGS VIBRATED 

6” to 18 s. FLA 
6” te 18 s. BREGUET 


SWISS HAIRSPRING SERVICE, Ine. 
116 Nassau Street, New York city 


$125 





SOLE AGENTS IN UNITED STATES 
MaATHEY-TIssoT LEMANIA 
WATCHES CLOCKS 


NORMAN M. MORRIS 
542 FIFTH AVE. NEW YORK 








Expert Diamond Cutting 
and Repairing for the Trade 


For many years manager and foreman of 


the cutting works of L. & M. Kahn & Co. 


DAVID BARZILAY 
64 West 48th St. 


Suite 807 
New York City 


Tel., Bryant 9-2038 








« Tiger Eye 








LADIES’ 
HAND- 
MADE 


mounting set 
with all Modern 
and Traditional 
Synthetic and 
Genuine Birth- 
stones. 


$3.45 


No Tax. 





White or Natural Gold 


MEN’S 
HAND- 
MADE 


one-piece 
mounting 
set with 
Hematite 
and Sin- 
gle-head 


$3.99 


Three color 
donble-head 
stone cameo 
and double- 
head Tiger 
Eye 


$4.75 


No tax 


George Bladen, Inc. 
601-02 Lafayette Bidg. Buffalo, N. Y. 





White or Natural Gold 


NET 30 DAYS 

















BYARD F. BROGAN 


Manufacturer of 


DIAMOND MOUNTINGS 


AND WEDDING RINGS 
805 Sansom St. Philadelphia 








FITRITE 
SWISS MAINSPRINGS 


RESILIENT 
GUARANTEED 





Complete Stock 4/0 to 14 wide Den- 
nison in all strengths and lengths 
$1.50 PER DOZEN 
$16.20 PER GROSS 
Assortment No. 20 in Wood Cabinet 
2 Dozen 24 Baguette Sizes $3.50 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St. Philadelphia 
Send for Complete Chart 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 
Broad and Somerset Streets 
8 ; PHILADELPHIA, PA. 











THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 








Simons Bros. Company 
269 So. Oth St. Philadelphia 





ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers o 
Rings for 


117 So. 10th St. 


early a Century 


the Best in Wedding 


Philadelphia 





HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








Williams &Waples 


Authorised Distributors 


Genuine Watch Material 
American — Swiss — English 
Tools — Lathes — Chucks 
Make Us Your Service Station 


727 SANSOM ST. PHILADELPHIA 



















L-t0eS oy » Importer of 
a DIAMONDS, 
down PRECIOUS 
- AND 
— CRiOhRER TT IMITATION 
mah STONES 


SPECIAL ORDER WORK 
735 WALNUT STREET PHILADELPHIA, PA. 


| PHILADELPHIA 


Blissard & Co, a 
jewelry house, is located on 
floor of 107 S. 8th Street. 

Frank Vogel, representing Alfred Hum- 
bert & Son, is now on his regular fall 
trip through the east. 


W. Merritt Hurlbut of H. O. Hurlbut 
| & Sons, returned home Aug. 23 after a 
| two weeks’ sojourn in Maine and Canada. 

L. W. Gibbons of Fulmer & Gibbons, 
was recently appointed on the Code 
Committee of the Congress of Precious 
Jewelry Producers, Inc. 


new wholesale 
the first 


The Sansom Street Business Men’s As- 
sociation held its annual picnic Aug. 5 
at Kuglers Roost, N. J. The affair was 
a marked success, 75 being in attendance. 


Charles Merbitz, formerly in the em- 
ploy of Louis Sickles, is now represent- 
ing M. Sickles & Sons in the eastern ter- 
ritory. 

Louis J. Meyer of Louis J. Meyer, Inc., 
is quite active in the political field these 
days. His name was recently placed on 
the Democratic ticket for tax collector of 
Lansdowne, Pa. 


Charles VanNess, well known traveling 
representative, is now associated with 
Byard F. Brogan. Mr. VanNess will 
cover the wholesale jewelry trade in New 
York and the New England States. 


W. R. Landram is now representing 
| the firm of Byard F. Brogan on the 
Pacific Coast. Mr. Landram makes his 
headquarters at 704 Market Street, San 
| Francisco. 


F. X. Zirnkilton, the 83-year-old dean 
of the Philadelphia jewelry trade, re- 
cently completed another masterpiece 
which he styles “The Mermaid.” It is 
hand wrought in gold, mounted on an 
Australian shell and ornamented with 
oriental pearls, zircons, rubies and dia- 
monds. 


George H. Hagstoz, son of Arthur T. 
Hagstoz, of the firm of T. B. Hagstoz & 
Sons, will become connected with his 
father’s firm Sept. 5. Mr. Hagstoz, who 
graduated last June from Lehigh Uni- 
versity, is the grandson of the late T. B. 
Hagstoz and will be one of the third 
generation to be actively engaged in the 
conduct of the Hagstoz business. 


M. Sickles & Sons, well known whole- 
sale jewelers, recently reorganized. The 
officers of the company are A. Leon 
Sickles, president; Willard J. Sickles, 
vice-president and treasurer; Morton M. 
Sickles, vice-president and secretary. The 
board of directors include Sol Sickles, 
chairman; Morris Sloan and the officers 
of the company. The business: will be 
conducted the same as in the past with 
no change in policy. 


Samuel Levitz, who for a number of 
years conducted a jewelry store at 312 
Penn Street, Reading Pa., died Aug. 14 
at his home, 1352 Perkiomen Avenue, 
aged 53 years. He was a son of the late 
Michael and Tillie Levitz. Mr. Levitz 
was a member and served as trustee of 
Temple Oheb Sholom. He was also a 





member of several other fraternal bodies. 
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7 IRNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON #itacetaT 


PHILADELPHIA 








“BEST BY TEST” 

ALLOYS — GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of Precious Metals 
CLINTON REFINING CO., INC, 
NEWARK, N. J. 

91-98 E. Kinney 8t. Tel. Market 2-5176 








MOUNTINGS | 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 














THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 


guaranteeing paid circulation 











bg y , ' e 4 
T BOARDWALK’S BEST MOTEL VALUES 

















OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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PROVIDENCE: 


Happenings in the New England Territory 


. 


The Jewelry Castings Co., 911 Pontiac 
Ave., Cranston, is owned and operated 
by Frank H. Bowie. 

Clarence M. Dunbar of Cook-Dunbar- 
Smith Co., has been elected president of 
the Providence Rotary Club. 

Art Hadley, president of the Hadley 
Co., sailed last month for Europe on what 
is said to be his 80th trip across the ocean. 

E. Vingelli of 42 Lyman Ave., Johnston, 
has filed statement of ownership of the 
Crown Hard Enamelling Co., 140 Chest- 
nut St., Providence. 

Harold E. Sweet of the R. F. Simmons 
Co., Attleboro, accompanied by his family, 
is on a cruise to Sweden and other 
European countries. 

The Marathon Co., Attleboro, has just 
received patent papers covering the con- 
struction of the lighter which is part of 
its unique ““T'wo-In-One”’ lighter-cigarette 
case combination. 

At the annual meeting of the stock- 
holders of the Gorham Savings Bank, 
Thomas J. Docker was elected president; 
Henry V. Gardiner, vice-president ; David 
Berquist, clerk and treasurer. 

Joseph V. Broderick of Cumberland, 
has been appointed Collector of Internal 
Revenue for the Rhode Island District, 
succeeding Frank A. Page, and Dr. Ed- 
ward Carroll has been appointed Post- 
master of Providence, succeeding Walter 
A. Kilton. 

A charter has been granted under the 
laws of Rhode Island to the Constantine 
Mfg. Co. to conduct a manufacturing 
jewelry business in Providence with an 
authorized capital consisting of 300 shares 
of common stock of no par value. The 
incorporators are: Maurice Constantine, 
V. A. McGee and M. E. Stayner. 

The Manchester Silver Co., Providence, 
has purchased an adjoining lot upon 
which it will erect a two story brick fac- 
tory building of the same construction 
as its present plant. This will increase 
floor space 125 per cent. The growth of 
this business is due, in no small measure, 
to the genius of F. S. Trumbull, presi- 
dent and treasurer of the company. 

The 22nd bi-annual tournament of the 
Manufacturing Jewelers Golf Associa- 
tion will be held at the Wannamoisett 
Country Club, Rumford, R. I., starting 
12 o’clock noon on Tuesday, Sept. 12. 
Everyone is welcome to this affair and 
those intending to be present will please 
notify Fred B. White, 158 Pine Street, 
Providence, R. I. 

The employees of the Homer-Alden 
Company, North Attleboro, enjoyed an 
outing a couple of weeks ago, as the 
guests of Mrs. Henry Plant, at her sum- 
mer home, Lake Congamond, South Wick, 
near the Connecticut line. Private cars 
conveyed the party to the lake, where 
bathing, boating, fishing and numerous 
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games and stunts provided the program. 

Employees of the Baer & Wilde Co., 
Attleboro, have been notified that effective 
Monday, Aug. 21, they would be placed 
under the provisions of the temporary 
manufacturing jewelers’ code working an 
average schedule of 40 hours per week. 
The notice also announced the restoration 
of the only wage reduction the employees 
of that firm received during the entire 
depression, effective Monday, Aug. 21. 


The Oval Importing Co., of 51 Empire 


. St., of which Edward Goldstein is man- 


ager, have been made representatives 
of S. Nathan & Co., importers and cut- 
ters of precious and synthetic stones. 
Through this arrangement, the Nathan 
concern will now be able to carry at all 
times a varied and complete assortment 
of precious, semi-precious and imitation 
stones at the Providence office and be in 
continuous and close contact with its 
clients in this territory. 





Predicts Extensive Reemployment in 
the Jewelry Manufacturing Industry 


PROVIDENCE, R. I., Aug. 20—A most con- 
crete prediction of substantial reemploy- 
ment in the near future since the opening 
of the recovery drive here was made a 
few days ago by Edward O. Otis, Jr., 
secretary of the N. E. M. J. & S. A. 

Returning from Washington, where he 
had obtained approval of a modified 
blanket code for the jewelry industry and 
conferred with NRA officials with regard 
to a permanent code for the industry, 
Mr. Otis predicted that within the next 
few weeks between 1500 and 2000 per- 
sons will get jobs in jewelry manufac- 
turing establishments in this vicinity as a 
result of the shortening of hours under 
the temporary code. 

Other forecasts made by Mr. Otis, who 
said he was not merely guessing but was 
basing his predictions on data of employ- 
ment and payrolls in the jewelry indus- 
try, were: An immediate increase in 
payrolls of between 10 and 15 per cent 
and a shortage of skilled jewelry labor 
“almost immediately.” Employment of 
between 2000 and 2500 other persons, in 
addition to the 1500-2000 mentioned 
above, as soon as the permanent jewelry 
code, which calls for the total abolition 
of home work, is approved and goes into 
effect. Mr. Otis said he was in hopes that 
the permanent code will be approved by 
Sept. 15. A preliminary hearing on the 
permanent code has been held in Wash- 
ington and a public hearing is expected 
to be held early in September. 

Mr. Otis pointed out that the jewelry 
industry is now coming into its normal 
peak season, which usually continues 
from the last week in August until Christ- 
mas. He said that most of the anticipated 
additional employment will be in the class 
of unskilled labor. 
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| WHERE TO BUY 


BENNETT 


FOR 


EARWIRES 


Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 











Tongue lyed 





BRACELET PATENTED 


Also Makers of Men’s Buckles and Sets 


Cc. A. MARSH & C6@., Ine. 














ATTLEBORO, MASS. 








EUREKA MEG. 
PAL NTON, MASS, 
VWahers of 
SILVERWARE BAGS AND 


approved and used by 


CO. 


ROLLS 


Leading Manutacturers and Retailers 


Sanoples on Request 


Mi most FoR your monEY 
IN 


STERLING SILVER FLATWARE 


ann HOLLOWWARE 8 
‘NC GLADLY SENT 


ANCHESTER 
SILVER COMPANY 
PROVIDENCE RHODE ISLAND 


POOLE 
GOLD RINGS 


Initial, Stone, Ca- 
meo, and School 
and College Rings 












PETA VAY) r) 


ae 2 





THOMAS S. POOLE, INC. 
19 Virginia Ave., Providence, R. I. 


ar ek oe 
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WHERE TO BUY 


Watcu ATTACHMENTS 














DON’T BE FOOLED 
Investigate the 
TRI-PAD-DISPLAY TRAY 


for Watch Bracelets 
ERDMAN-BERG, Inc., Fraser, Mich. 














attachments 











Ask Your Wholesaler for 


ESTENMADE 
WA TRAP 


All styles and materials 
KESTENMAN BROS. MFG. CO. 


Providence, R. I. 



























































WHERE TO BUY 





CRAFTSMANSHIP IN REPAIRING. 
ARTISANS FOR SPECIAL ORDERS. 
“EXTRA” DIVIDENDS 
ON YOUR OLD GOLD. 


WENDELL & COMPANY 
CHICAGO NEW YORK 


A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 


OUR —_ cosTs NO ipRe THAN fa i 


DINARY WO 


BECKER-ERCKMAN CO 
29 &. Madison St. 

















“CHICAGO, ILL. 











SINCE 1914 
Average Savings on 


FIRE INSURANCE 
over 30% 


on 
WINDSTORM INSURANCE 
Since 1923 
20% 
NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 
Send for Complete Information 


UNREDEEMED 


ELGIN and 
WALTHAM 


WATCHES 


Open Face 
7 Jewel, 16 Size 


$ 3-50 


(With new White 
Fancy Engraved 
Case.) 














Same in 15-Jewel 
$4.00 





Same in 17-Jewel 
$5.00 


Same ... .s s1z¢, re $3.75 
with a_ beautiful IS-FSOWEl a cccccce 5.06 
Fancy Silver Dial PONE svcvccce 6.00 


25% with order, balance C. O. D. 


We also carry a good line of Rail- 
road Watches, comparatively low- 
priced as above. 


Quality and Service Always 


If you have not recetved our new 1933 
Circular write for it— 


LEW & ROSENBERG 


$ South Wabash Avenue, Chicago 











CHICAGO 





Jewelry News Flashes from the Great Central West 


George Michalka, of the Chicago office 
of American Silver Co., is making a busi- 
ness trip of two months through the mid- 
dle and western territory. 

John Gerwey, of Frohman Jewelry Co., 
Cincinnati, stopped in Chicago recently to 
visit with his friends in the trade as he 
was returning home from a trip in Wis- 
consin. 

James Grassick, sales manager for 
Alvin Corporation, spent several days in 
Chicago during August visiting the local 
office, during which time meetings were 
held for the salesmen of this office. 

“Billy” Lamb, of the Geo. H. Fuller & 
Son Co., returned to the Chicago office 
recently after spending several weeks at 
the factory and home office in Pawtucket, 
g. 1. 

Fritz Fromm, of the Baldwin-Miller 
Co., Indianapolis, Ind., accompanied by 
Mrs. Fromm and daughter, Martha, spent 
several days in Chicago last month visit- 
ing friends and calling on business ac- 
quaintances. 

B. C. Allen, of Benjamin Allen & Co., 
sailed for England last month where he 
will join Mrs. Allen and spend several 
weeks with their daughter and grand- 
son in London, and other places there 
and in France. 


Henry Williams and Byron Sheffer, of 
Williams & Co. of South Haven, Benton 
Harbor and Kalamazoo, Mich., were in 
Chicago several days last week selecting 
additional fixtures for their store at Kala- 
mazoo. The new location is next door to 
the old location and about double the size. 

George Spies, of Spies Bros., spent the 
week of August 14th in Washington as 
a member of the committee from the 
National Institute of School Jewelry Man- 
ufacturers attending the hearing on their 
code prepared at a meeting here late in 
July. 

Lol Watch Crystals, located for the past 
several years at 14 W. Washington St., 
will move to the sixth floor of 17 N. 
Wabash Ave. on Sept. 15. On account 
of the development of their business 
larger and more conveniently located 
quarters were necessary. 


At the Gift Show held on the seventh 
and eighth floors of the Palmer House 
during the first two weeks of August most 
encouraging reports were given by ex- 
hibitors. A large number of retail jewel- 
ers were among the buyers and all were 
optimistic for business this fall. 

S. Goldsmith, president of Goldsmith 
Bros. Smelting & Refining Co. of New 
York, and H. L. Nusebaum, of the 
Toronto office spent some time in Chi- 
cago during Aug. on a vacation and 
visiting the Chicago office and plant. 
Lambert N. Goldsmith of the New York 
office was also a visitor here earlier in 
the month. 


110 








George Arborgast and August Holdorf 
recently formed a partnership to operate 
as Arborgast and succeed to the busij- 
ness of Arborgast & Co., dealers jp 
jewelry and diamonds. They have sge- 
cured additional space on the sixth floor 
of the Pittsfield building and will also 
engage in the manufacture of platinum 
and diamond jewelry. 

Martin Elfner, for many years in the 
retail jewelry business here, located for 
23 years at 4391 Elston Ave., was found 
dead in his store at that number on Sat- 
urday, Aug. 5. Mr. Elfner had not com- 
plained seriously and his death was 
wholly unexpected. He was born in Cin- 
cinnati, Ohio, 63 years ago on July 20, 
Mr. Elfner is survived by his widow, 
Alice M., who has been associated with 
him in the store and will continue the 
business at that address. 

C. E. Chapman, 136 S. Halsted St, 
suffered considerable loss on the night 
of Aug. 5, when one panel of a plate 
glass show window was smashed and 
watches and jewelry stolen. After break- 
ing the glass the floor cover of the win- 
dow was dragged to the hole and only 
two pieces, a watch and ring fell off too 
far to be reached. What puzzles Mr. 
Chapman, who sleeps in a rear room of 
the store and had a “good watch dog” 
is why neither heard a sound. 

An all-steel watch, said to be one of the 
first of its kind, was presented recently 
to Miss Louise Sholl, 20-year-old girl 
cashier from Durant, Okla., for being the 
millionth visitor to inspect the exhibit of 
the United States Steel Corporation at 
A Century of Progress, Chicago. Both the 
works and case of the watch are made of 
the new stainless alloy steel which, metal- 
lurgical experts say, will remain bright 
and untarnished for years. The exhibit 
is located in the first unit of the General 
Exhibits building. 

Precious metal for the mounting of 
beautiful Montana agates, to be shown 
at the Century of Progress International 
Exposition, was a recent air-express item 
into Billings, Mont., from Providence, 
R. I. The shippers (Ostby & Barton Co.) 
rushed out by Railway Express Agency a 
consignment of 74 ounces, which moved 
by New York, New Haven & Hartford 
R.R. train to Newark Airport and thence 
via United Air Lines and Northwest 
Airways express-planes, reaching Billings 
at 4.25 p.m., a run of 2153.4 miles, of 
which 1958 miles were by air route and 
195.4 miles were by rail. 





Marcasite Monograms 


Sterling ativer —- ont Fag 
@ finest quality French 
“B casites—beautifully designed 
i —rhodium finished. 

Send for Ulustrated Folder 
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National Gift and Art Association 
Holds Big Show in New York 


The Hotel Pennsylvania in New York 
was the Mecca the week of Aug. 22 for 
hundreds of buyers representing the gift 
and novelty shops who were attending the 
New York Gift Show sponsored by the 
National Gift and Art Association, where 
over 150 manufacturers and wholesalers 
have been displaying their fall merchan- 
dise. 

Scores of novelties, ranging from bi- 
zarre gadgets that brighten the modern 
bar to a menagerie of stuffed animals, to- 
gether with a wide variety of lamps, pot- 
teries, artificial flowers, linens, occasional 
pieces of furniture, smoking and bridge 
sets, are included in the exhibit, which oc- 
cupied the entire third floor of the hotel. 

The vogue for white as a striking note 
in interior decoration has influenced the 
design of numerous gifts this year, out- 
standing among them being leather goods, 
wrought iron furniture, lamps and pot- 
tery. Originally introduced by decorators 
three years ago as a daring touch in for- 
mal living rooms, white was at first 
branded as “too dead” as well as highly 
impractical, according to one exhibitor. 

Widely adopted within the last year, 
however, the manufacturers have con- 
formed to the desire for white in many 
ways. One of the most striking collections 
of white leather goods was found among 
the exhibits of an Italian importer, whose 
picture frames, cigarette boxes, book ends 
and jewel cases were artistically shaped, 
and the “deadness” of the white leather, 








Where to Buy 
IMPORTED 
China and Glass 














THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 
JOHN MADDOCK & SONS 
English Earthenware 
PEARLCRAFT POTTERY 

in New York Stock 





All 
THEODORE HAVILAND & CO., Ine. 
26 W. 23rd St. New York 








Where to Buy 


DOMESTIC 
China and Glass 








LENOX CHINA 
So SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 








“GOLDEN” 


by Sebring 
The very best for 
Special Sales 
WRITE FOR PRICES 
SEBRING POTTERY CO. 
Sebring, Ohio 
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which could be easily sponged, was off- 
set with gold tooling. 

Alabaster was used widely. for book- 
ends, vases and small statuary in con- 
formity with the white vogue. In another 
group were white wrought iron tables, 
some with clear glass tops, flower boxes 
and stands, a striking contrast to the 
usual gunmetal finish of wrought iron 
furnishings. 

The display also shows the influence of 
the return of beer in a surprising number 
of mugs and other articles. There is 
also a wide variety of other displays. 





Jewelry Industry Leads in Use of 
Platinum 


According to the United States Bureau 
of Mines platinum metals sold by re- 
finers in the United States decreased from 
119,197 ounces in 1931 to 83,433 ounces 
in 1932, or 30 per cent. Although the 
sales of platinum metals to the jewelry 
industry declined 12 per cent in 1932 
from 1931, this industry not only main- 
tained its place as the leading user, but 
accounted for a larger proportion of the 
total than in any year since 1928. Of 
a total of 83,433 ounces consumed the 
jewelry trade took 50 per cent. Of this 
the pure platinum consumed was 33,376 
ounces out of a total for all industries 
of 54,568 ounces. With lower prices for 
platinum, certain platinum articles such 
as wedding rings, ring mountings, cuff 
links, pencils and knives, had wider dis- 
tribution and sale in 1932. The sales of 
palladium to the jewelry industry in 
1932 were about double those of 1931 and 
were the largest since 1926. 

The dental trade purchased 10 per cent 
more platinum metals in 1932 than in 
1931 and displaced the electrical industry 
as the second largest consumer. Al- 
though the sales of platinum to the dental 
trade decreased in 1932, the sales of 
palladium increased from 9394 ounces in 
1931 to 12,900 ounces in 1932. Recogni- 
tion of the fact that dental alloys of 
high palladium content are less con- 
spicuous than gold in the mouth has re- 
sulted in the displacement of consider- 
able gold by palladium. Sales of plati- 
num metals by domestic refiners to both 
the chemical and electrical industries 
slumped drastically in 1932. 

Production in 1932 of crude platinum 
in the United States showed an increase 
of 189 ounces over 1931—Alaska fur- 
nishing 720 troy ounces, California 280 
and Oregon accounting for 74 ounces in 
1932. 


Ovando E. Randall 


BRATTLEBORO, VT., Aug. 8.—Ovando E. 
Randall, 91, for nearly 50 years a local 
jeweler, and the oldest living past master 
of Brattleboro Lodge No. 102, F. and A. 
M., died yesterday afternoon at his home, 
31 Oak St. 

Mr. Randall was born in South Wood- 
stock, Sept. 22, 1842. After attending 
the old Green Mountain Perkins Academy 
in South Woodstock, he learned the 
jeweler’s trade of Col. Thomas Russell, 
expert old-time watchmaker. 
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Where to Buy 
IMPORTED 


China and Glass 





FINEST WATERFORD CUT 
AND ROCK CRYSTAL 
FROM SWEDEN AND FINLAND 
Highest Quality. Pre-war Prices 


J. H. VENON, INC. 
104 Fifth Avenue, New York 





ROYAL DOULTON 
G@nglish Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WH. 8. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


Famous the World Over 


Available from New York Stocks 


ROSENTHAL CHINA CORP, 149 Sth Ave., New York 


CHINA AND GLASSWARE 
FOR SUMMER BEVERAGES 


In stock for immediate delivery. Great | 
variety of patterns and designs. 
Wire your urgent orders. 


PAULA. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 


FINE CRYSTAL, CHINA 
and ART WARES 
from the best European sources 
A wonderful variety, in stock 
KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 























ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Order: led immediately from 
- Ss York stock - 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 














DRESDNER ART DECORATIONS 


DINNER WARE 





SCHUMANN CHINA CORP. 
14 West 23rd Street New York, N. Y. 








YW Our Returns YW 


For the Value of Quantity Shipments 


of Precious Metal Scrap are Made 





on the Basis of 


OLD GOLD ASSAY* 
& SI LVER The Only Method for Exact 


Determination of These Values 


{Bo Uu O h t Promptness Consistent With Accuracy 


T. B. HAGSTOZ & SON 





709 SANSOM STREET PHILADELPHIA, PA. 
Thirty-five Years of Refining Service 


When in Chicago attending 


the World's Fair, run in— 


LET'S 
alloy or ore, to ascertain the ingredients 
GET ACQU AINTED and their proportions. 





See for yourself how we 





handle your shipments of old 


gold, silver, platinum, filled PL ATINUM 


scraps, plated, etc. 
AND 


Then you will know why it IRIDIUM-PLATINUM 


pays to ship your accumula- 
IN ALL FORMS TO SUIT 


tions direct to ....... a JEWELERS’ REQUIREMENTS 


ALSO 


THOMAS J. Hard Platinum, Palladium 


and 
» F F & { OC Special Alloys for all purposes 
® 4 


Precious Metals JOHNSON, MATTHEY 











35 E. WASHINGTON ST. 
ZN CHICAGO: - ILLINOIS 









| and Company, Inc. 


15 West 47th Street, New York City 
Telephone Bry 9-4645 


We guarantee the purity of all our metals and our customers can 
safely rely on our products being exactly as represented. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 














(Continued from the August issue) 


HAT kind of a tool is most suitable for the purpose 
of locating the center point of rods, such as we wish 
to make our taper from? 


Answer—Machinists use a center square for quickly 
centering round or square stock. ‘There are many such 
tools on the market, but most of them are too large for 
very small work. A tool of this kind that will accurately 
center any rod from 1% of an inch in diameter up to %4 
of an inch in diameter will be found very useful for various 


\ 
x 








= 


Fig. 1 


jobs. Such a tool may be either brass or steel, but tool steel 
is preferable, as it may be made more accurately, and may 
be hardened if we wish. 

We will select a piece of quarter inch steel rod about 
two inches in length. The rod should be heated to a cherry 
red and then:bent into the form of a square with ends of 
equal length. This may be easily done by holding the piece 
in a vise. The square should be formed sharp and as 
accurately as possible. We may determine the squareness 
of the angle by comparing with a small T square. When 
the piece is cold we may finish it all over with a file and 
also dress out the angle inside of an exact square with 
sharp corners. It is very important that the inner surface 
of the square be flat and true in every way. 

Our next step will be to select a piece of flat steel, one 
and_a half inches in length, one-quarter of an inch in width 
and one-sixteenth of an inch in thickness. This should be 
dressed flat and smooth. The edges may be made straight 
by comparing with a straight edge. This flat piece of steel 
should be riveted onto one arm of the square, so that one 
edge of the flat piece bisects the square accurately. We 
may position the flat piece accurately by centering a small 
disc in the wheel chuck with a sharp graver point. Then 
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we should draw a line through the center of the disc and 
intersecting the center point. We may use this disc as a 
guide for positioning the flat piece. With the flat piece 
accurately positioned, we may melt a small piece of shellac 
on the under side and attach it to the square sufficiently to 
hold while we drill the rivet holes. A No. 50 drill is 
amply large enough for the rivet holes. 

“We should use the tail stock with a flat taper when we 
drill the holes, in order to have them true and upright. It 
is best to drill each hole just deep enough at first to cut 
into the body of the square, as the shellac is liable to get 
warm and allow the piece to shift. After the holes are 
“spotted” clear through it would not make any material 
difference if the piece did work loose ; we could finish drill- 
ing the holes and they would be accurately placed. The 
rivets should be made of steel and to fit the holes closely. 
Then it is a very simple matter to clean off the shellac and 
rivet the piece firmly onto the square. We may test the 
truth of our center square by selecting a true disc of steel, 


Fig. 2 


which should be faced off smooth in the wheel chuck. We 
may place our center square on this disc and draw a fine 
point held closely against the edge of the rule. Then we 
may turn the disc half way around and draw a similar 
line. If our center square is made true, these two lines 
should exactly coincide. Fig. 1 illustrates the center square 
and Fig. 2 illustrates a piece of half-inch steel rod which 
has been centered with this tool. The intersection of the 
cross lines represents the exact center of the rod or circle. 

Now, in order to make these center cross lines serve our 
purpose properly, we must punch a mark and drill a hold 
without running off the fine center point we have located. 
To do this, we shall require a sharp, 60° center punch 
hardened and ground to a fine point. When we use this 
center punch we must be sure to hold it in an upright 
position. After the rod is punched, we may examine the 
mark carefully with a glass. We can easily determine if 



















D’ARCY 
OILS 


For fine small wrist 
watches, watches and 
clocks. 


The purest and finest 
science has created. 


There are none better. 

D’Arcy Oils possess all 
ingredients to make 

them superior. They 
retain their proper- 
ties in all tempera- 
tures. 


Distributed 
through whole- 
sale supply 
houses only 


In North and 
South Amer- 
ica and Eu- 
rope. 






Application rod car- 
ries just one drop— 
enough: to fill your 
oll cup. 











WATCHMAKERS build 
and keep your reputation 
by using D’ARCY OILS. 
It costs no more than or- 
dinary oil. 










Chronometer oil for fine 
small wrist watches, 
per- Bettie... .-5.~.22- $0.60 

Watch oil, per bottle.... 25 

Clock oil, per bottle..... -25 

Fine clock oil, per bottle .30 


Special Offer. With four bottles assort- 
ment as above, at $1.40, we include free 
two 25¢ size bottles of Stronghold Watch 
Crystal Cement. Postage prepaid. 




























Cilp this coupon, mail to 


D'ARCY OILS 
446 W. 125 St., New York, N. Y. 


Please rush the following order. Four bottles of oil as above 
described and two bottles of Stronghold Watch Crystal Uement. 

























For accurate returns 
and prompt payment 
send your 


OLD JEWELRY 
SWEEPINGS AND FILINGS 


© Spyco yw 





us 


An attractive window card (without advertising) 
to stimulate your purchases of old gold will be 
sent on request 


SPYCO SMELTING & REFINING CO. 
MINNEAPOLIS, MINN. 


QTL 


LEES & SANDERS 


Sell to the Actual Smelters 
and Get Higher Prices 


SWEEP SMELTERS 


BIRMINGHAMI,ENG. 
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the cross lines exactly intersect the punch mark. The 
center punch should be driven into the stock so that the 
diameter of the punch mark on the end of the rod is about 
050. Then we should select a drill about .025 in diameter 
and drill into the stock about one-sixteenth of an inch. 
This should give us a good, strong support for the tail 
stock taper when we do our turning on the rod. Now, of 
course all this careful work is unnecessary in the making of 
the large tail stock taper we require, but when we make 
our extra wheel and piston cutter spindle, we will find 
certain work that requires this very accurate centering, 
hence, the complete description at this time. 

To proceed with the making of our large taper; we will 
assume that the rod has been properly centered; we will 
also assume that we have a wheel chuck that is true and 
will take the half-inch rod. Then we place the rod in the 
wheel chuck and with the tail stock taper in the center 
hole of the rod, we may turn the end of the rod down 
until it fits into our tail stock spindle. The angle of the 
tapers where they fit into the tail stock is usually from 
1 deg. to 2 deg. and the slide rest may be shifted to turn 
the proper angle. By trying the taper in the tail stock 
spindle and noting where it rubs, we may easily produce 
a correctly fitted taper. A taper, to fit correctly, should 
show a bright surface along its entire length when it is 
turned in the hole of the tail stock spindle, and the end 
of the taper should just show slightly through the cross 
hole in the tail stock spindle. 

Assuming that the end of the taper fits the tail stock 
spindle correctly, then we may remove the rod from the 
wheel chuck and insert the end of the taper we have just 
’ formed in a wire chuck that grips the tail stock in posi- 
tion again and proceed to turn the 60 deg. point down 
to the approximate shape. In this case, we do not turn 
the 60 deg. point down to finished dimensions, but sim- 
ply rough out most of the stock. After this has been done, 
we may place the taper in the regular taper chuck, which 
has the same taper as the tail stock spindle, and proceed 
to finish the taper to exact dimensions and with a fine 


point. 
(To be continued) 





Shall We Sell Old Stock at New Prices 


(From page 47) 


which could prevent a corresponding reduction in the 
value of the goods on your shelf. Now that prices are 
going up it is equally impossible to prevent your stock on 
hand from increasing in dollar value. The decrease 
was automatic and so is the increase. 

“But if you refuse to reflect that increased value in 
your retail prices then you are selling ‘below value.’ Any- 
one who does that can no longer call himself a merchant 
in the true sense of the word. A merchant, you know, is a 
man who trades fair values. He always gives fair values 
to his customers and in return he always receives fair 
values for himself. Both elements are equally necessary.” 

“Maybe all this is true,” Patty admitted, “but the 
Situation in this town compels me to hold to the old prices 
as long as possible for competitive reasons.” 

The Old Veteran frowned. “The trouble with most 
competitive situations is that every jeweler is blaming the 
other fellow for that situation. Yet it would certainly 
seem that if you stand there and refuse to do ‘for com- 
petitive reasons’ what you know should be done, then you 
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by your own statement are guilty of the crime you are 
charging against your neighbors. 

“Jewelers, to a man, have been waiting, hoping and 
praying for an upturn in prices to put the industry back 
on a paying basis. Now that higher prices are really here, 
doesn’t it seem the height of foolishness to delay as long as 
possible putting those prices into effect—to fight the very 
thing for which we have all been praying ?” 

“The government rightly forbids the ‘kiting’ of prices,” 
the Old Veteran explained, “that is, raising them to 
unjustified levels on the mere expectation of price advances 
which have not yet materialized. But by no line of reason- 
ing can honest replacement prices be called ‘kited’ prices. 

“In fact, I contend that the policy of selling at replace- 
ment prices is more than simply justifiable; it is absolutely 
necessary from the standpoint of sound merchandising 
arithmetic. It is right and fair from the consumer’s angle. 





A Fine Chronometer Escapement Model 


sma fine 14 ruby jewel time keeping chronometer es- 
capement model shown herewith, which was made by 
Spencer Barnhart, Chula Vista, Cal., is an example of 
the high degree of skill developed in the Horological 





Fine Chronometer Escapement Model 


. Department of Bradley Polytechnic Institute, Peoria, Ill. 


Mr. Barnhart first laid out the design and figured pro- 
portions of wheels to pinions and their primitive diameters 
and total diameters. He then designed and figured the 
escapement. Due to the fact that this model has a 
chronometer escapement, it was necessary to figure this 
to a high degree of accuracy. Mr. Barnhart then cut and 
polished the escapémhent jewels. Next he proceeded to 
make the compensated balance complete throughout, pro- 
ducing a fine, cylindrical hair spring to complete the 
mechanical construction. 

The plates of the clock are of heavy, sterling silver 
with beautiful damaskeen finish. The jewels were set 
in 14K gold, the same material being used to produce 
the numerals for the dial. 

The clock was mounted on a hardwood base, inlaid 
with abalone shell from Mr. Barnhart’s native state. The 
entire construction was then enclosed in glass. 
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OLD GOLD, SILVER, PLATINUM 
BOUGHT in any form 
PROMPT SERVICE! 


Send us your old or out-moded jewelry, watch 
cases, spectacle frames, gold-teeth, scrap, 
filings, etc. 


Receive Our Check by Return Mail 


WE POSITIVELY HOLD YOUR LOT INTACT 

UNTIL OUR ESTIMATE IS APPROVED. 
“ONCE TRIED—ALWAYS SATISFIED” 

RIVERSIDE SMELTING & REFINING CO. 


M. JOHN BIKOFF, Prop. 


23 Maiden Lane 


NEW YORK 








DON’T BREATHE POLISHING DUST 
LEIMAN BROS. PATENTED 
NEW MODEL 
POLISHING 
DUST COLLECTOR 


LOW IN COST 
EFFICIENT 
POWERFUL 
NOISELESS 

LEIMAN BROS., INC., 

146 to 181 CHRISTIE ST., 

NEWARK, N. J. 


LEIMAN BROS. NEW YORK CORP. 
23 WALKER ST. 


MAKERS OF Goop MACHINERY FOR 45 YEARS 





REEVE & MITCHELL CO. 
SINEE 1898 
NON-TARNISHING 


FLANNEL BAGS and ROLES 


i110 Sansom Street Philadelphia. Pa. 








SMITH’S PERFECTLY PROCESSED WATCH LUBRICANTS 


The Ultimate in Precision Products 


Smith's Oils have stood the 
For more than 











Watch Oll ...... 50¢ “test of time.’’ 
eighteen years they have had SPECIAL 
Clock Ol ...... 50¢ — acceptance of, thousands of All 4 Wome 
ewelers. ey stand every 
Wrist Wateh Oil.50¢ test and we assure satisfaction 
Crystal Cement ..30¢ | with a..... $1 50 
Money-Back Guarantee * 











S. 0. FENGER SALES CO., 2950 E. 132nd St., Cleveland, O. 
The Nation’s Sole Distributors 





FOR QUICK, ACCURATE AND 
SATISFACTORY RETURNS 
EASTERN SMELTING & REFINING CORP. 


Refiners of Gold, Silver and Platia 
SWEEP SMELTERS 

Established 1896 

107-109 West Brookline St., 


Use HOR Phoenix White Finish 


It makes your white gold jewelry look like platinum; 
keeps your stock bright and inviting. It is applied 
easily, quickly and cheaply. 


Ask for Circular F. W. with new low prices. 
Jewelers’ Technical Advice Co. 
22 Albany Street, New York City, N. Y. 


Co-operating with Hoke, Inc. 


Boston, Mass. 




















BUY 
AMERICAN MADE 


WATCH OIL 


Nye prepares a special oil for wrist 
watches 


Order from Your Jobber 


WILLIAM F. NYE, INC. 
New Bedford WETS 








Know Your Merchandise 
“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 


concise, but very comprehensive survey of the various 
precious and semi-precious stones used for ornamental 
purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, 
how they are fashioned, and how they may be dis- 
tinguished. 

It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interesting subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 


THE JEWELERS’ CIRCULAR 
239 West 39th St. New York, N. Y. 








| i See 











ON MY WAY TO TO 
NEW YORK AND 


THE PICCADILLY 


s . . best hotel | know! 
Near everything, just 
200 feet from Broad- 
way. Modern, hospit- 
able, and comfortable. 
Like the Manager, 
like the rates —$2.50 
single, $3.50 double, 
for a room with bath! 


THE HOTEL - 


PICCADILLY 


oS A5th St. « W. of Broadway + New York 
WILLIAM MADLUNG, Mng. Dir. 
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Jewelry Trade Continues to Organize 
(From Page 81) 


in which the various manufacturers in the amalgamated 
organization would be governed together with those in 
the different lines in the diamond, precious stone and 
semi-precious stone industries. 

Mr. Mehrlust then explained that in the making of 
this code every element of the trade had been represented 
and that even though they might not have been rep- 
resented on the directorate, their interests were looked 
after adequately and fairly. He then read in detail the 
code that had finally been adopted by the Congress and 
which was ready for submission at Washington. 

One of the first things that developed after the reading 
of this code was the fact that the jewelry manufacturers 
interested in the methods of the selling of precious 
metal findings had not incorporated the sections that they 
wanted, and a six point program was presented by Mr. 
Rosenthal which was to be offered to the finding manu- 
facturers to act upon. Some of these points have been 
already incorporated in the code but some of the others 
were considered so important that even though the code 
had been printed it was resolved to have the chairman, 
Mr. Mehrlust, present this to the Code Committee after 
an understanding had been reached with the findings 
manufacturers. A committee of which Mr. Schaeffer 
was chairman was appointed to get in touch with the 
Findings Manufacturers, and have the clauses properly 
prepared by counsel for submission by noon, Aug. 24: 

One section of the code as adopted by the Congress 
- came in for distinct criticism and that was the clause 
relating to terms and discounts which omitted the dia- 
mond and precious stone sales from its provisions. This 
clause in brief provides for a 2 per cent discount on the 
basis of six months or seasonal settlements, July 1 and 
Aug. 1, with anticipations at the rate of 6 per cent. The 
manufacturers had no objection to the shortening of terms 
but believed that the diamond trade and precious stone 
trade should be included, a motion that the diamond and 
precious stone dealers be confined to the same terms and 
that this be presented to the Code Committee was adopt- 
ed. It was also moved that individual items of $1,000 
and over should be exempted from the regulations of 
the paragraphs relating to memorandum and to terms. 


Watch Manufacturers File Code 


WASHINGTON, D. C., Aug. 16—A code has been filed 
with NRA by the American Jeweled Watch Manufac- 
turers of the United States in which the minimum wage 
for all employees (except errand boys, learners and 
students) “shall be at the rate of 35c. per hour.” 

It is also provided in the proposed code that the mini- 
mum wage for errand boys and learners shall be not less 
than 80 per cent of the minimum wage. 

Provision is also made in the code that “no manufac- 
turer shall employ any person in excess of an average 
of 40 hr. per week during each six months period, start- 
ing April 1 and Oct. 1 in each year and not to exceed 
48 hr. in any one week.” 

No manufacturer shall employ any employee under 
the age of 16 years. 

A section has been inserted in the code to constitute 
unfair competition in which among other things it is pro- 
vided that “selling or offering to sell jeweled watch move- 
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ments or watches containing them, below the standard 
cost; or if partly made in foreign countries, below the 
reasonable domestic cost of production. 

“Unfairly discriminating between customers as to mer- 
chandising terms or practices by not giving equal terms, 
prices and advantages to all wholesale buyers.” 

Further that the “giving or permitting to be given, or 
offering to give money or anything of value to agents, 
employees or representatives of customers or prospective 
customers, without the knowledge of their employers or 
principals to purchase products from the maker of such 
gift or offer, or influencing in any manner such employers 
or principals to refrain from dealing or contracting with 
competitors. 

“Falsely marking or branding of the products of the 
industry in any way that tends to mislead or deceive pur- 
chasers with respect to the quantity, quality, grade or sub- 
stance of the goods purchased. 

“Marking or permitting to be made or published any 
false, untrue or deceptive statement by advertisement or 
otherwise concerning the grade, quantity, quality, sub- 
stance, character, nature, origin, size or preparation of any 
product of the industry, having the tendency to mislead 
or deceive purchasers or prospective purchasers or to affect 
injuriously the business of competitors. 

“Failure to adhere to prices, terms and discounts of the 
business of competitors.” 





Codes of the Precious Jewelry Industry and Watch Case 
Industry Filed 

WasuHinoctTon, D. C., Aug. 26—The precious jewelry 
industry has filed its code with NRA. 

It fixed 40 hr. as a work week for clerical employees 
and employees other than executives and those in man- 
agerial positions receiving more than $35 a week. Mini- 
mum wages are fixed at 40 cents an hour, except for 
learners who are to receive not less than 80 per cent of 
the minimum. 

The code for the watch case manufacturing industry 
was submitted to the administrator yesterday. 


Jewelry Wholesalers May Work Under Blanket Code 
With Substitutions 


WasuHincton, D. C., Aug. 28—Jewelry wholesalers 
have been authorized by NRA to substitute for certain 
paragraphs of the President’s reemployment agreement 
the provisions of various articles in their own proposed 
code pending final approval of their code. Following 
are the hours with the statement made public concerning 
these proposed substitutions. 

Maximum employment of 40 hr. per week for workers 
other than factory or mechanical, except at seasonal and 
inventory periods, when 48 hr. per week may be worked, 
such peak periods: not to exceed six weeks in any 12 
months. 

Hours of store or service operations may not be re- 
duced below 52 hr. in any one week unless such hours 
were less than 52 per week before July 1, 1933, in which 
event they shall not be reduced at all. 

“Employees in cities over 500,000 population shall re- 
ceive not less than $14 per week; in cities from 100,000 
to 500,000, $13.50 per week; in towns from 2500 to 
100,000, $13 per week ; with a differential of $1 per week 
maximum less in southern States. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

’ If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
swers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, Sc. for each additional 
word; minimum charge, 75c. 








CLOCK AND JEWELRY REPAIRER, 
wait on trade, etc. Address G. W. Mar- 
vin, 51 So. Main St., St. Albans, Vt. 





EXPERT WATCHMAKER, good _  en- 
graver, wants steady job. E. Brown, 
564 Boulevard, Revere, Mass. 





WATCHMAKER, A-1 mechanic, 20 years’ 
experience, desires position New York 
or vicinity; salary $25. Address “L., 
548,” care Jewelers’ Circular. 





HUB CUTTER, capable of making orig- 
inal wax models and all tools for same: 
reasonable. Address “A., 241," care 
Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





SALESMAN, fine watches and jewelry, 
better retail trade; good following East 
and Middle West. Address “B., 474,” 
care Jewelers’ Circular. 





MANUFACTURING JEWELER, engraver 
and diamond setter; best references. 
Address “Jeweler,” 1206 W. Huisache 
Ave., San Antonio, Texas. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., 37 So. Wabash Ave., 
Chicago, Ill. 





EXPERT WATCHMAKER, jeweler, en- 
graver, diamond setter; combination or 
single lines at once; South. 


Address 
'A., 522,” care Jewelers’ Circular. 


DIAMOND SETTER and jeweler, also do 
engraving, first class work, platinum 


and white gold. Address “A. A.,” 917 
Central St., Kansas City, Mo. 





HUB AND DIE CUTTER, jewelry de- 
signer, able to make all tools required 
for same, wishes position with reliable 
firm. Address “B., 63,’’ care Jewelers’ 
Circular. 





RETAIL SALESMAN, thoroughly experi- 
enced diamonds, jewelry, watches, re- 
pairs, etc.; good appearance; age 36; 
highest references; seeks position. Ad- 
dress “K., 429,” care Jewelers’ Circular. 





WATCHMAKER, 25 years’ store and shop 
experience with ony American con- 
cerns; competent and fast on all kinds 
of fine watch repairing. Address “A., 
459,” care Jewelers’ Circuiar. 





YOUNG LADY, thoroughly experienced 
jobbing, wholesale ring manufacturing 
lines, complete charge gold office, stock, 
orders, repairs, etc. Address “H., 468,” 
care Jewelers’ Circular. 





WATCHMAKER AND ENGRAVER with 
28 years’ experience, best of reference, 
desires position; salary or commission. 
Address “L.L.X., 497,” care Jewelers’ 
Circular. 





FIRST CLASS WATCHMAKER, plain 
jewelry repairs and engraving; techni- 
cal training; five years’ experience; age 
24. John Danikow, R.F.D. No. 3, Box 
103, Colchester, Ct. 





LADY watchmaker and engraver, open 
for position as watch and jewelry repair 
clerk ; estimates, timing, saleslady, etc. 
— “O., 499,” care Jewelers’ Cir- 
cular. 





SECOND WATCHMAKER, two years’ ex- 
perience at bench and in store; salary 
no object if chance for advancement and 
experience. Edward M. Knight, Oxford, 
Mississippi. 





YOUNG MAN, 20, wishes to place himself 
under A-1 watchmaker ; three years’ ex- 
perience; own complete set tools. Ad- 
dress “Watchmaker,” 4004 E. 144th St., 
Cleveland, Ohio. 





WATCHMAKER, 31 years old and mar- 
ried, ten years at bench and waiting on 
trade, would like steady position; best 
of references. Address M. W. Jacobson, 
Dows, Ia. 


ENGRAVER, better class monograms, in- 
scriptions, heraldic, enamel cutting, etc. ; 
long and varied experience. Address 
“Engraver,” 682 South Forty-Fourth, 
Louisville, Ky. 


DESIGNER AND MODELER of diamond 
platinum jewelry, 18 years’ experience, 
desires a position with reliable concern ; 
best references. Address “D., 503,” care 
Jewelers’ Circular. 


ENGRAVER, YOUNG MAN with eight 
years’ experience on jobbing, a little 
factory experience, open for proposition 
of any kind. Address “G., 506,” care 
Jewelers’ Circular. 














POLISHER-LAPPER, expert on platinum 
or gold watchcases, bracelets, rings and 
jewelry of every description and plating ; 
excellent workmanship guaranteed. Ad- 
dress “‘B., 501,’”’ care Jewelers’ Circular. 





FIRST CLASS ENGRAVER, 25 years’ ex- 
perience in first class stores and shop 
in Middle Atlantic, New England States 
and Canada. “Engraver,” 1095 Monroe 
Ave., Memphis, Tenn. 





ENGRAVER, experienced in monogram 
ming and lettering on flatware and hol. 
lowware, wants permanent position: 
best references. Raymond Darnell, 1233 
Tecumseh St., Indianapolis, Ind, 





iE as, 

MANAGER CREDIT STORE; 10 years’ 
experience, desires position with reliable 
firm, cash or credit; familiar with a} 
branches of the business. Address “¢, 
475,” care Jewelers’ Circular. E 





WATCHMAKER, competent on all grades 
watches and clocks, desires position: 
worked for best houses in the city : 
good references. Address “H., 377,” 
care Jewelers’ Circular. 





ENGRAVER WANTS POSITION o6n 
jewelry, trophies, silverware, carving, 
etc., 30 years’ experience; 80 cents per 
hour; store work preferred. “W, ad 
32 Drexel Ave., Drexél Hill, Pa. 


” 





FIRST CLASS watchmaker and engraver, 
age 40, life experience; can manage 
store or watch department; excellent 
references; will consider percentage, 
D. A. Miner, Lake George, N. Y 





WATCHMAKER, JEWELER, engraver, 
expert on complicated watches, clocks, 
baguettes ; capable of taking full charge 
and help on sales; good reference. Ad- 
dress “E., 538,’’ care Jewelers’ Circular. 





FIRST CLASS watchmaker, jeweler and 
salesman, an all round front man; 10 
years’ experience; best of references, 
Je “K., 546,” care Jewelers’ Cir- 
cular. 





RETAIL SALESMAN, practical young 
man of interesting capabilities, seeks 
responsible position in the Metropoli- 
tan area. Address “J., 583,” care 
Jewelers’ Circular. 





A-1 WATCHMAKER and salesman, 11 
years’ experience, good estimator, young 
man; best references as to ability and 
honesty. Address “N., 551,” care Jewel- 
ers’ Circular. 





FIRST CLASS WATCHMAKER open for 
position; thoroughly experienced in all 
makes of watches, also light jewelry 
repairing. E. B. Hamm, care S. S. Mul- 
lins, Carbondale, Ill. 





SALESMAN, established following to job- 
bers and retailers in Middle West, 
South and Coast, desires connection; 
highest references. Alexander, 4722% 
Drexel Boulevard, Chicago, IIl. 





EXPERT combination jeweler, married; 
15 years’ experience, factory, special 
order, complete from designing to fin- 
ishing; store, repairing, retail selling. 
Betz, 203 Randolph St., Passaic, N. J. 





RETAIL SALESMAN, live wire, 20 years’ 
experience, diamonds, watches, jewelry, 
repairs, desires position with retail or 
wholesale concern; best references. Ad- 
dress “K., 584,’’ care Jewelers’ Circular. 





WATCH, CLOCK, light jewelry repair 
man, salesman, 18 years’ experience, 
wants position Central or Eastern Penn- 
sylvania or South Eastern New York 
States only. Address “K., 511,” care 
Jewelers’ Circular. 





A-1 BOOKKEEPER, TYPIST, take full 
charge office, seven years’ jewelry man- 
ufacturing experience; excellent at col- 
lections and checking credits; good pen- 
man. Address “L., 512,” care Jewelers’ 
Circular. 





YOUNG LADY, engraver, saleslady, ste- 
nographer and bead stringer, 26 years 
old, eight years’ experience; can repair 
watches too; first class references. Ad- 
dress “E., 504,” care Jewelers’ Circular. 





YOUNG LADY, bookkeeper, typist, ten 
years’ watch and jewelry experience, 
complete charge of office and all de- 
tails. Address “R., 594,” care Jewelers’ 
Circular. 








WATCHMAKER, SALESMAN, front 
man, fully capable of taking charge of 
repair department; 16 years’ experi- 
ence; best references. Address C. B. 
Marshall, Jr., Reynolds, Ga. 


YOUNG MAN, 21, wishes position whole- 
sale jewelry firm, retail jewelry store; 
three years’ experience, stock, shipping 
clerk, retail selling; references. Ad- 
dress “X., 600,’ care Jewelers’ Circular. 








EXPERIENCED WATCHMAKER and 
combination man, desires position; also 
do diamond setting and plain engrav- 
ing; age 39, married. Mack Warren, 

Rock Hill, S. C. 








LIVE WIRE SALESMAN knows the re- 
tail business from every angle: can pro- 
duce results and give no excuses; finest 
references. Address “W., 598,” care 
Jewelers’ Circular. 
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SITUATIONS WANTED—Continued 








WATCHMAKER, age 25, seven years’ ex- 
perience on Swiss and American 
watches, wishes position in New York 
City or vicinity; references. Address 
“A, 604,” care Jewelers’ Circular. 





JEWELER, platinum special order work, 
also diamond platinum setting, wish 
permanent position with store or fac- 
tory; 20 years’ experience. Address 
“Q., 592," care Jewelers’ Circular. 


WATCHMAKER, 35, fine mechanic, good 
training and experience, Swiss or Ameri- 
can watches, successful on difficult re- 
pairs; German, single; New York vicin- 
ity. R. Dohring, 1153 President St., 
Brooklyn, N. Y. 








CERTIFIED WATCHMAKER, 18 years’ 
experience, good mechanic, all makes, 
fast and accurate workman, desires per- 
manent position with a good concern; 
salary or commission. Address “N., 
518,” care Jewelers’ Circular. 


YOUNG LADY bookkeeper, stenographer, 
10 years’ experience with novelty 
jewelry and jewelers’ supply house; take 
full charge; executive ability; refer- 
ences. Address “S., 595,” care Jewelers’ 
Circular. 


BOOKKEEPER, STENOGRAPHER, 
young lady, intelligent, two years’ pre- 
cious stone house experience; capable 
to take charge small office; excellent 
references. Address “T., 596,” care 
Jewelers’ Circular. 


FIRST CLASS watchmaker, jeweler, en- 
graver, stone setter, 12 years’ experi- 
ence; age 32, married; capable taking 
full charge repair department; best of 
references. Address “V., 597,” care 
Jewelers’ Circular. 


OHIO OPTOMETRIST and watchmaker. 
is open for a position; first class in both 
branches; 20 years’ experience; age 38. 
R. L. Guyselman, 1313 Grand Central 
ere, Vienna’ Branch, Parkersburg. 

~, Wiis 


WATCHMAKER, thoroughly capable on 
all makes and sizes; 15 years’ experi- 
ence; 11 years in present position; five 
years front; age 33, married; refer- 
ence; Southwest preferred. Address 
“P., 587,” care Jewelers’ Circular. 


CERTIFIED WATCHMAKER and op- 
tometrist registered in Texas desires 
position with reputable establishment; 
seven years of jewelry store experience. 
— “C., 532,” care Jewelers’ Cir- 
cular. 


YOUNG LADY, bookkeeper, stenographer, 
ten years’ executive experience’ in 
jewelry and watch trade; complete 
charge of office correspondence and col- 
lections. Address “G., 319,” care Jewel- 
ers’ Circular. 


























YOUNG LADY, several years’ experience, 
manufacturing and jobbing, complete 
charge orders, stock, detail work; had 
charge small office ; excellent references. 
— “J., 433," care Jewelers’ Cir- 
cular. 


A-1 WATCHMAKER, Swiss or American, 
fine work, good timer; good appearance ; 
percentage basis or salary; references: 
speaks French, English; go anywhere in 
New England. Address “F., 401,” care 
Jewelers’ Circular. 


SALESMAN formerly. with prominent 
diamond concern, following Eastern 
territory, New York, Pennsylvania, Bal- 
timore, Washington, desires representa- 
tive line. Henry Greenthal, 80 Wood- 
ruff Ave., Brooklyn, N. Y 


YOUNG MAN, 26, thoroughly experienced 
in retail store, desires steady position 
with reliable retail or wholesale house: 
good appearance; references. A. J. Esa- 
oe. 911 Southern Boulevard, Bronx, 














MATERIAL MAN, age 34, 18 years’ ex- 
perience in Swiss and American ma- 
terials, also tools and findings; man of 
family, ability to take full charge, 
wishes to locate with live concern. Ad- 
dress “A., 601,” care Jewelers’ Circular. 


POSITION WANTED by expert jeweler, 
can do any kind of jewelry work, set 
stones; can also do some watch and 
clock work; 10 years at last place: 
best of references. E. W. Miller, 1126 
First National Bank Bldg., Atlanta, Ga. 





WATCHMAKER, American, 34 years old, 
seven years last position; white, mar- 
ried, temperate ; own tools; go anywhere 
at once; references; take complete 
charge of department. E. L. Campbell, 
517 Elk St., Franklin, Pa. 





SECOND PRIZE WINNER in H.I.A. con- 
test is open for a position as watch- 
maker on high grade work only; certi- 
fied watchmaker; speaks German and 
English. John Happersberger, 201 Co- 
tanch St., Greenville, N. C. 





YOUNG WATCHMAKER desires position 
with a fine store; ten years’ experi- 
ence; have certificate from Horological 
Institute of America; best of refer- 
ences. Address “F., 552,” care Jewel- 
ers’ Circular. 





RETAIL SALESMAN, thorough knowl- 
edge retail jewelry and novelty busi- 
ness, capable window dresser, desires 
position; neat appearance, age 28; 
highest references. Address “H., 542,” 
care Jewelers’ Circular. 





JBWELER, ENGRAVER, diamond set- 
ter, wishes position; good all around 
special orders, repairs, diamond set- 
ting, also clock work; married; best 
references; 15 years’ experience. Ad- 
dress “‘M., 549,” care Jewelers’ Circular. 





WATCHMAKER, first-class, expert on 
railroad and baguette watches; success- 
ful on difficult ‘‘comebacks”’; sales abil- 
ity ; age 35, married; Mountain States; 
reference. Address “B., 568,” care 
Jewelers’ Circular. 





WATCHMAKER, fine mechanic, expert 
on all makes and grades of compli- 
cated watches and clocks; do _ light 
jewelry repairing; 16 years’ experience ; 
best references. Alex. Baltsois, 556 La- 
fayette Ave., Brooklyn, N. Y 


WATCHMAKER, ENGRAVER, 15 years, 
35; baguette, railruad and complicated 
work; all kinds of monogramming, let- 
tering; estimator, sales; neat appear- 
ance ; segk interview; best reference. 
=" *Y., 564,” care Jewelers’ Cir- 
cular. 


YOUNG WOMAN, 15 years’ experience, 
capable taking charge of wholesale. 
manufacturing or stone office; book- 
keeper ; excellent knowledge of diamonds 
and semi-precious stones; buyer’s as- 
sistant; highest references. Address 
“B., 593,” care Jewelers’ Circular. 


MANAGER, INSTALMENT, several 
years’ experience; A-l salesman; origi- 
nal window trimming ideas; checks 
credits, care of collections, advertising, 
sales promoting; college education ; sal- 
ary secondary. Address “K., 571,” care 
Jewelers’ Circular. 


FIRST CLASS WATCHMAKER, experi- 
enced all around man, expert on rail- 
road, baguette watches; hairsprings, fit- 
tings, close timing; good character; 
estimator, salesman; permanent posi- 
tion, moderate salary; references. Ad- 
dress “D., 569,” care Jewelers’ Circular. 


WATCHMAKER, JEWELER and en- 
graver, wishes permanent position; a 
thoroughly experienced man in all de- 
partments; only first class stores con- 
sidered; age 32, married, Protestant. 
— “G., 541,” care Jewelers’ Cir- 
cular. 




















FIRST CLASS WATCHMAKER and good 
salesman, desires a position with a fine 
store; age 38, single; 19 years’ experi- 
ence; capable of taking full charge; 
expert on high grade Swiss watches; 
good personality. Address “B., 524,” 
care Jewelers’ Circular. . 


WATCHMAKER DESIRES POSITION in 
New England or elsewhere on 50-50 
basis on repairs; can do clock and 
jewelry work; 10 years’ experience; 
fast, accurate, good estimator; neat ap- 
pearance; good references. Address 
“H., 508,” care Jewelers’ Circular. 











POSITION WANTED as_s traveling 
salesman to sell fine Swiss watches; 
have established trade for 20 years 
from Pittsburgh through Central 
West to Pacific Coast and South 
West; best of references. Address 
*A., 531,” care Jewelers’ Circular. 


A-1 WATCHMAKER, fine mechanic, 20 
years’ bench experience; can repair any 
make or size watch; plain engraver, 
sales ability, can take charge of watch 
repair department; neat appearance; 
steady workman; Southwest preferred. 
—— “C., 526,” care Jewelers’ Cir- 
cular. 





CREDIT, COLLECTION, office manager, 
expert bookkeeper, correspondent, sales- 
man; nine years’ -jewelry experience, 
five retail credit, four manufacturing ; 
locate anywhere United States, any ca- 
pacity; University graduate; excellent 
references salary secondary. Address 
“D., 545,”” care Jewelers’ Circular. 








RAILROAD and Swiss bracelet watch- 
maker, engraver, thoroughly experi- 
enced jewelry store watchwork, also 
meeting customers politely and efficient- 
ly; manage department or benchwork ; 
Strictly first class references to date, 
write for same. Address “Q., 446,” care 
Jewelers’ Circular. 


SALESMAN, age 44, Christian, good ad- 
dress and appearance, 20 years’ suc- 
cessful selling experience to jewelers 
and department store trade, metropoli- 
tan territory, New Jersey, New Eng- 
land, seeks sales connection with repu- 
table concern; excellent references. 
Address “J., 544,” care Jewelers’ Cir- 
cular. 


CREDIT STORE MANAGER, live wire, 
18 years’ experience; super-salesman, 
check credits, care collections; original 
ideas creating effective window displays ; 
write advertising, sales promoting and 
purchasing; guarantee results; go any- 
where: salary secondary; unquestion- 
able references. Address “A., 513,” care 
Jewelers’ Circular. 


YOUNG MAN, age 35, past 12 years 
associated with credit jewelry stores, 
now with present concern five years, 
wishes to make change; recognized 
excellent selling and managerial 
ability; thorough knowledge in 
credits; can arrange interview. Ad- 
dress “A., 578,” care Jewelers’ Cir- 
cular. 


MANAGER-BUYER, gentile of highest 
type, with background of success in 
largest department and chain _ stores, 
capable of taking full charge of all de- 
partments; willing to locate anywhere 
that successful application of ability 
will assure a future; remuneration sec- 
ondary to opportunity: unquestionable 
references. Address “X., 63,” care 
Jewelers’ Circular. 




















Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








SALESMAN, 30, traveling by car to the 
finer retailers and jobbers in New York 
and surrounding territories, wants job- 
bers’ or manufacturers’ line. Address 
“B., 603,” care Jewelers’ Circular. 


SALESMAN ealling on Pacific Coast 
trade for the last ten years is open for 
lines; diamonds, watches, rings, etc. 
Address “Salesman,” 4332 Beverly 
Blvd., Los Angeles, Calif. 


MAN, 25 years of jewelry experience, will 
handle the following lines on commis- 
sion basis in New York; jewelry boxes, 
loose and mounted diamonds; excellent 
references. Address “B., 605,” care 
Jewelers’ Circular. 


CHICAGO REPRESENTATIVE; if you 
are interested in having one in daily 
and close touch with every leading 
jeweler and department store, whole- 
sale and retail, will be pleased to fur- 
nish you references, confident that I 
am worthy of your consideration. Ad- 
dress “Circular, 1409,” 367 West Adams 
St., Chicago. 


LINES WANTED; Southern saleman, 25 
years’ traveling experience South, 
wishes platinum diamond mounted line 
or jewelry line to sell in conjunction 
with well known ring line and watch 
line; good opportunity for first class 
representation by well known capable 
salesman. James J. Doll, 490 Ave. E, 
Bayonne, N. J. 

(Continued on page 120) 
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Special Notices. 


(Continued from page 119) 


———— 








Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





WANTED, OPTOMETRIST, registered in 


Pennsylvania; good opportunity for a 
young man with some experience; 
would prefer one who can do some 
watch repairing. Address “V., 561,” 
care Jewelers’ Circular. 





FOREMAN, capable making gold and 


platinum rings and originating designs; 
state full particulars, references, salary 
wanted to start, age and if employed 
at present. Address ‘“R., 557,” care 
Jewelers’ Circular. 








SIDE LINE SALESMAN for retail jewelry 
trade covering Western territory for 
established jewelry case and display 
line. Address “M., 517,” care Jewelers’ 
Circular. 


SALESMEN ; have an attractive side-line 
proposition for salesmen, calling on re- 
tail jewelry and department stores; 
state lines now carried. Industrial Ser- 
vice Company, 359 Woodmere Ave., 
S. E., Grand Rapids, Michigan. 


SILVERWARE SALESMAN with estab- 
lished trade to sell our well known 
line of Non-Tarnish flannel bags and 
rolls for silverware; very liberal com- 
mission; best of service. Address ‘‘A., 
607,”" care Jewelers’ Circular. 


SIDE LINE SALESMEN wanted to rep- 
resent a manufacturer of high grade 
watch bracelets, selling direct to the 
retail trade, in connection with non- 
conflicting line; state territory cov- 
ered and lines carried. Address “A., 
567,” care Jewelers’ Circular. 


SALESMAN covering the better class of 
trade to represent manufacturer of 
very fine wedding ring line, city or out 
of town; commission basis; must have 
established following; state full_par- 
ticulars. Address “P., 555,” care Jewel- 
ers’ Circular. 























Help Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








WANTED, OPTOMETRIST for leading 
jewelry store of Wyoming. Dan S. Park 
& Co., Cheyenne, Wyo. 





GOOD watchmaker and salesman; give 
full particulars as to ability, wages, etc., 
references. I. L. Brenner, Inc., 120 E. 
Broad St., Richmond, Va. 


WANTED, SALESMAN for New York 
City, by imitation stone importer ; must 
be experienced ; give full details in let- 
ter. Address “F., 505,” care Jewelers’ 
Circular. 








WANTED, experienced watchmaker, 
jeweler, repair man and good engraver; 
steady position; state full particulars 
in first letter. Address “A., 591,” care 
Jewelers’ Circular. 


MANUFACTURING JEWELER and dia- 
mond setter, must be first class work- 
man, for trade shop; state salary in 
— Dennis Co., Salt Lake City, 

ah. . 








YOUNG LADY, thoroughly experienced 
factory office manufacturing rings; 
give full particulars, references and 
salary to start. Address “T., 560,” 
care Jewelers’ Circular. 


WANTED AT ONCE, experienced watch 
and clock maker; permanent position; 
must have tools and references. The 
Phillips Co., 233 Greenwich Ave., 
Greenwich, Conn. 








SALESMEN, representing first class 
houses interested in selling a side line 
to retailers; a quality line of new and 
different price ticket_displays that sell; 
good commission. C. J. Bates & Son, 
Chester, Conn. 





CHASER, young man experienced on 
modern wedding rings; state full par- 
ticulars, references, salary wanted to 
start, age and if employed at present. 
— “S., 558,’ care Jewelers’ Cir- 
cular. 


HUB AND DIE CUTTER, jewelry de- 


signer, able to make all tools required ; 
state full particulars, references, sal- 
ary wanted to start, age and if em- 
ployed at present. Address “Q., 556,” 
care Jewelers’ Circular. 





WANTED, YOUNG MAN under 35, Amer- 


ican, experienced salesman, aggressive, 
accustomed to high class clientele, by a 
fine jeweler in one of New England's 
best cities; give age, experience, refer- 
ences and salary expected. Address “‘J., 
509,” care Jewelers’ Circular. 





OUTSTANDING OPPORTUNITY for 


executive in instalment jewelry 
business in the East; experience 
and good record essential; in first 
letter give complete information 
which will be held confidential. Ad- 
dress “L., 514,” care Jewelers’ Cir- 
cular. 











SF or Bale. 


Stores, Stocks and Businesses 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word. 








SMALL ATTRACTIVE jewelry store with 


good repair trade located in San Diego, 
Calif. For particulars address “D., 
537,” care Jewelers’ Circular. 





WELL ESTABLISHED jewelry store for 


sale; good location; chance for watch- 
maker to make good living. For infor- 
mation write Robin’s Jewelry Shop, 
Minersville, Pa. 





SMALL JEWELRY STORE with stock 


and fixtures, $2,000; good repair trade; 
established 12 years in one of Brook- 
lyn’s busy sections. For particulars 
write “O., 586,” care Jewelers’ Circular. 





WATCH AND JEWELRY SHOP as is; 


12 years established; engaged larger 
place; small amount cash _ needed; 
Bronx near “L’” station. Address “H., 
582,” care Jewelers’ Circular. 





ACCOUNT DEATH OF OWNER, old es- 


tablished jewelry store complete with 
stock, fixtures, equipment and mate- 
rials, in Washington, D. C.; splendid 
opportunity for a practical man; rea- 
sonable rent. Address “W., 562,’ care 
Jewelers’ Circular. 





UNUSUAL OPPORTUNITY to purchase 


a trade shop fully equipped, catering 
to State of Michigan for jewelry and 
watch work, also jobbing small line of 
rings; good reason for selling; will give 
complete information upon inquiry. Ad- 
dress “M., 579,” care Jewelers’ Cir- 
cular. 








For Sale. 


Tools, Equipments, Merchandise 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word. 








SAFE (jeweler’s), completely outfitted, 
ready for immediate use; will sacrifice. 
Krasilovsky, 44 W. 29th St., New York. 
Bogardus 4-7560. 





WATCHMAKER! write today for free 
circular on the new _ book, “Modern 
Methods in Watch Adjusting.” Addregs 
Harold Kelly, Station A, Box 71, Spo. 
kane, Wash. 





a 

SHOP EQUIPMENT, benches, polishing 
dust collectors, presses, dies, drop ham. 
mers, rolls, furnaces, scales, safes; bot. 
tom prices; favorable terms. Leiman 
Bros., 146 Christie St., Newark, N, J. 
and 23 Walker St., New York. ° 








RARE BUT INEXPENSIVE BOOKS 
about clocks and watches, including 
clock-making; list of these or books 
about precious stones and jewelry sent 
on request. Richard S. Wormser, 22 W. 
48th St., New York. 





EVERY CASE for every movement; mod. 
ern merchandise can be sold; send us 
your old movements as 8%1, 9%1, 
10%1, Elgin, Waltham, etc., and let us 
recase and dial at prices lowest in 
country; cases being sold by us are 
used in the best selling modern watches; 
free circular idea. Hudson Case Co,, 
17 East 42 St., New York. 





AMERICAN WATCHES, reconditioned, 
complete, Howards, Hamiltons, Elgins, 
Walthams, Illinois, South Bends, Burl- 
ingtons; all grades, all sizes; get our 
prices; we buy your surplus standard 
and railroad model watches; highest 
cash prices ; check by return mail; refer- 
ences, Liberty State Bank and Republic 
National Bank or your own bank. Klar 
& Winterman, 2310 Elm St., Dallas, Tex. 


THE NEW DEAL PRICES; finished 
fancy shape watch crystals 70¢ per 
dozen or $8.25 per gross, military 
curves $1.10 per dozen; unfinished 
fancy shape crystal blanks, 20¢ per 
dozen or in five gross lots, $1.95 per 
gross; military curves 35¢ per dozen, 
any size, any shape, any numbering 
system; round, new style Chevee 
crystals (also known as Empire and 
Mi-Emp), 35¢ per dozen or $3.85 
per gross; new style Ful-Vue or Hi- 
Bow rimless mountings, including 
style form center, temples and ends 
all 1/10th, 12 Kt. gold filled, $1.30 
complete; new style rhodium insert 
frames, high bridge, rocking pearl 
pads, cable or skull temples 39¢ 
each. German American Wholesale 
Optical Co., P.O. Box 3, Birming- 
ham, Ala. 
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Business Opportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 











EVERY EFFORT is made by the Jewel- 
ers’ Circular to keep its advertising col- 
umns clean. Advertisers under Business 
Opportunities, etc., must furnish trade ref- 
erences. Announcements must pass the 
strict censorship requirements of The 
Jewelers’ Circular. 


DO YOU WANT CASH for any part of 
your stock or stock and fixtures? Write 
or wire S. Siegel & Co., Keith Theater 
Bldg., Cincinnati, Ohio. 


OPTICAL SPECIALIST, registered in 
New York, Virginia and Georgia, de- 
sires space in jewelry store. Address 
“A., 606,” care Jewelers’ Circular. 











HIGHEST CASH PRICES for your sur- 
plus stock; money by return mail; bank 
and business references; confidential. 
Riverside Watch & Diamond Co., Inc., 
Room 709, 21 Maiden Lane, New York. 


ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, Room 603, 
Province Bldg., Boston, Mass. 











QUANTITY of unused grey flannel flat- 
ware rolls; available only because of 
change in style. Black, Starr & Frost- 


Gorham, 5th Ave. at 48th St., New 
York. 





SAMUEL M. AKERS & CO., Auctioneers; 
endorsed and recommended by many 
leading retail and wholesale jewelers; 
references upon request. 9702 Cedar 
Ave., Cleveland, Ohio. 
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BUSINESS OPPORTUNITIES Con’t. 








HIGHEST CASH PRICES paid for dia- 
monds, watches, jewelry; money by 
return mail; bank references; all 
business strictly confidential. Emil 
Noel, 29 E. Madison St., Chicago. 








GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash our direct outlet 
enables us to pay you higher prices; 
bank and trade references of the 
highest character. Write 37 Maiden 
Lane, New York. Telephone John 3454. 








HIGHEST CASH PRICES PAID for 
jewelry stocks and fixtures; you 
will benefit by consulting us before 
selling your stock. Brill & Brill, 
Inc., 10 West 47th St., New York, 
N. Y. Telephone Bryant 9-1091. 





JEWELER established and well known 
manufacturer of a fine line of wedding 
rings would consider partnership with 
energetic party; must be good produc- 
tion or outside man and have some 
capital. Address “O., 554,’’ care Jewel- 
ers’ Circular. 





ARE YOU GOING OUT OF BUSINESS? 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage; rating and ref- 
erence of the highest order. Van 
Praag & Co., 545 Broadway, New York, 
established 1889. 





BXPERT WATCHMAKER WANTED as 
partner to invest $1,200 in going retail 
jewelry store in Brooklyn, N. Y., estab- 
lished 10 years; must be able to do plain 
engraving and light jewelry repairs; 
give full particulars in first letter as to 
reference and experience; wonderful 
opportunity to right party. Address 
“C., 502,” care Jewelers Circular. 





WE PAY MORE; before selling 
jewelry or fixtures, see us; small or 
large stock; we see you at our ex- 
pense and give bona fide cash offer; 
(or send surplus stock and get cash 
by return mail); best references. 
Colmes Brothers, 11 Beacon St., 
Boston, Mass. 





SELL YOUR BUSINESS for cash profit- 
ably by our Special Sale Method (not 
auction) ; we can liquidate part or en- 
tire jewelry stock, also fixtures, for cash 
—_— by our high-class system en- 

orsed by leading jewelers, wholesalers 

and -banks; write today for details; no 
obligation; all correspondence confiden- 
tial; highest references furnished. Na- 
tional Sales Service, Continental Life 
Bldg., St. Louis, Mo. 


GET THE CASH and more, too, from us; 
we have bought some of the largest 
stocks in the country; none too large 
nor too small for us to handle; all cor- 
respondence kept in strictest confidence ; 
ship your dead or surplus stock to us, 
express collect, receive check by return 
mail; no obligation to accept offer, if 
unsatisfactory, but since others have 
been satisfied, you will, too; bank and 
trade references upon request; wire to- 
day to have our representative call if 
you have a complete stock to close 
out, otherwise ship your surplus goods 
and receive cash. Gordon Bros., 
Province St., Boston, Mass., formerly 
at 333 Washington St. 


RAISE CASH QUICKLY. We special- 
ize in liquidating part or entire 
jewelry stock at public auction, 
without any financial loss to the 
jeweler; with our method of con- 
ducting a sale, we uphold the repu- 
tation of the jeweler and gain the 
confidence of new customers; high- 
est references furnished. Brill & 
Brill, Inc., 10 West 47th St., New 
York, N. Y. Telephone Bryant 
9.1091. 











Wanted to Purchase. 


Minimum charge (25 words) $1.50 


Additional words, 5 cents a word. 








WANTED TO PURCHASE, set of watch- 
maker’s tools, also lathe. J. Andrews, 
254 Central Ave., Leonia, N. J. 





WANTED TO PURCHASE one 36 size 
Hamilton in chronometer mounting; 
quote lowest price and condition. Ad- 
dress “A., 490,” care Jewelers’ Circular. 





JEWELERS’ double spindle polishing 
lathes, jewelers’ benches and bench 
lights, modern and in good condition ; 
also modern rolling mill about eight 
inches. Address “T., 559,” care Jewel- 
ers’ Circular. 





Watch Work for the 
Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








WATCH REPAIRING BY EXPERTS: 
low prices; 60 hour service; send for 
price list. Rivoli Watch Hospital, 438% 
St. Clair St., Toledo, Ohio. 





SEND ALL YOUR WATCH REPAIRS to 
the Factory P. Tieche, 95 Nassau St., 
New York, N. Y., repairs and mate- 
rials; quick mail service. 





FORGET YOUR REPAIR TROUBLES, 
use our complete watch and jewelry 
repair service; write for shipping labels. 
Jewelers Service Co., 65 assau St., 
New York. 





WATCH REPAIRING-—specializing in 
small Swiss watches, repeaters and 
marine chronometers ; reasonable prices, 
prompt service; special attention to out 
of town trade. Alfred S . Brancasi, 
101 West 42nd St., New York. 





GUARANTEED 
cleaning machine), 
makers; promptest service; trial 
order will convince, S. A. Peck & 
Co., 55 East Washington St., Chi- 


cago, Ill. 


watch repairing (no 
expert watch- 





COMPLICATED WATCH REPAIRING, 
specialist in repairing repeaters and 
split seconds; expert workmanship; 
reasonable prices; prompt service; satis- 
faction guaranteed. M. Lieberman, 87 
Nassau St., New York. 





HIGH CLASS watch repairing for the 
trade; guaranteed results that will hold 
your confidence at prices that are mod- 
erate; excellent references furnished ; 
out of town accounts solicited; Holmes 
Protection. Haskel Melnick, 19 Cliff St., 
New York. 





S. HELFGOTT, high grade watchmaker 
for the trade, specializing in experi- 
mental work, cutting wheels, parts fos 
watches, clocks, chronometers and re- 
peaters; satisfaction guaranteed; esti- 
mates upon request. 64 Fulton St., 
New York. 





YOUR WATCH DEPARTMENT should be 
the backbone of your business; through 
expert service on new watches and high 
grade repair work every job could be 
made an advertisement to your store; 
certified watchmaker with 20 years’ ex- 
perience in New England and Europe 
knows how to put your department on 
a profitable base; ask for references. 
—— “A., 576,” care Jewelers’ Cir- 
cular. 





Special Order Work and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








DESIGNING, etching, lettering, sports, 
scenes, fine line etching of portraits, 
landscapes, and ornamentation relief or 
intaglio. J. J. Kwik, 512 Franklin Ave., 
Nutley, N. J. 





PEARL STRINGING, original designing, 
remodeling, copying of sample lines, 
etc., at extremely low prices; estab- 
lished 12 years. Rose Pearl Studio, 489 
Fifth Ave., New York. 





To Let 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








SPACH suitable for watchmaker, dia- 
mond importer, North light, 12 John 
St., New York, RE. 2-1465. 





WILL SUBLEASE at half of present 
rental, large office space in jewelry cen- 
ter, 93 Nassau St., New York. Address 
“E., 570,” care Jewelers’ Circular. 





DESIRABLE SPACE TO RENT in jewel- 
ry store on John St., New York; suit- 
able for jeweler’s or watch material 
supplies. Address ‘‘N., 585,” care Jewel- 
ers’ Circular. 





SUBLET PRIVATE OFFICE, north light, 
two windows; incoming calls, lights, of- 
fice equipment free; excellent for dia- 
mond merchant; rent reasonable. Room 
1303, 64 West 48th St., New York. 


Want To Rent 


FIRST CLASS WATCHMAKER with es- 
tablished connections requires bench 
space in up-to-date down-town office 
(New York). Address “D., 527,” care 
Jewelers’ Circular. 














#Miscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








PATENT ATTORNEY secures patents 
trade-marks, copyrights; call or send 
me your sketch or model; confidential 
advice; literature. Z. H. Polachek, 
1234 Broadway, New York. 





LEARN WATCH REPAIRING by doing 
it; thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 111 West 
111th St., New York City. 





LEARN WATCHMAKING and become in- 
dependent; we help you secure a posi- 
tion; easy to learn; send for free cata- 
log. St. Louis at ing ool, 
Dept. 7, St. Louis, Mo. nder the 
same management since 1886. 





TAGER C. VETUSI, jewelers’ Millwright, 
general contractor; specialize complete 
jewelry shop installation; plants bought 
and sold; jewelry machinery on stock. 
261 West 27th St., New York. . Chicker- 
ing 4-1432. 





WATCHMAKER! increase your ability 
through the highly recommended books: 
“Rules and Practice for Adjusti 
Watches” and “Practical Balance an 
tee S Work”; circulars on request. 
Walter einlein, 610 So. Champion 
Ave Columbus, Ohio; formerly al- 
tham, ; 
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way to do it, and do it quickly. 


store is upheld. Only your own goods sold! 


sound business policies for many years. 


National Jewelers’ Board of Trade. 


HANDSALES are conducted legitimately and the honor of the 


The “special discount sale” sells only the “flower” of your stock. 
The HANDSALE sells the “stickers” too, and it costs less! 


Much of your stock can be purchased for substantially lower 
prices today. Why not reduce stock and replenish at today’s 
costs. When the credit and honor of your business is at stake, 
seek the advice and help of the man who has been noted for 


References from leading jewelers of the United States and other 
parts of the English Speaking World, from Banks, Trust Com- 
panies, Executors, Trustees, The Courts and members of The 





THERE IS No DEPRESSION AT HANDSALES 


No matter what conditions exist in your town or city, to reduce 
your stock or liquidate your business, the HANDSALE is the 








It gives hundreds of endorsements. 
Your correspondence strictly confidential. 





An illustrated book is yours for the asking. 
It explains the methods of the HANDSALE. 














Telephone Rector 2-0677 





14 Maiden Lane JAMES L. 


JAMES L. HAND 


HAND New York 


Cable address: Handsale New York 


“AMERICA’S LEADING JEWELRY AUCTIONEER” 























ATLANTIC CITY’S FOREMOST 
JEWELRY AUCTIONEER 
















Making Engagements 
for the Fall and Win- 
ter. Now Conducting 
the Only Exclusive 
Jewelry Auction on 
the Boardwalk for 
the Oldest Jeweler in 
Atlantic City Where 
Auctions are 
TRULY DIFFER- 
ENT, NO BALLY- 














HOO. Just Dignitied L 











We buy quick for 


Spot Cash! 


All or part of your stock. 

You will be satisfied with our policy and prices. We 
have bought out many leading stores in nearly every 
State. Rating and references of the highest character. 
We can refer you to banks and many prominent 
merchants. 


Write us without obligation. 


BROOKLYN PURCHASING SYNDICATE 
Frank Walker, Proprietor 
610 Broadway, Brooklyn, N. Y. 
Telephone: Pulaski 1798 Note—Same address since 1898 























Forceful Salesman- 








ship, Selling to the 
Finest Element in 
America. 















Write or 
e ) Wire for 
= = a] Available 
s A . _— en me Dates 


Auctioneer for the Better Jeweler 
All sales personally conducted—no substitutes. 


Write or wire in strictest confidence for further 
information and reference. 


M. C. GOLDENBERG 


811 BOARDWALK ATLANTIC CITY, N. J. 
PHONE 2-0252 




























‘THE PATHWAY TO SUCCESS” 








WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 


SCHOOL OF HOROLOGY 
Dept. C Peoria, Ill. 












for September, 1933 














THE JEWELERS’ CIRCULAR 








A. N. R. J. A. Convention 
(From Page 101) 


ations. Recommendations adopted included the appointment by 
President McNeil of two members of the Credit Jewelers or- 
ganization as members of the Retail Jewelers Recovery Com- 
mittee. Thus the two organizations will function together as 
one committee in working out the code for the industry under 
the NRA. The men appointed are Charles Baumrucker, Chi- 
cago, and Charles Michaels, of Hartford, Conn., with William 
Gibson, of Chicago, as alternate. 


Report of Resolutions Committee 


The report of the Resolutions Committee covered many sub- 
jects. It expressed appreciation of the work of the officers, of 
the Code Committee, of the local press and thanked the ex- 
hibitors, the local jewelers, the speakers and the trade papers 
and others for their contribution in making the convention a 
success. Other resolutions endorsed the work of the Horological 
Institute, the Jewelers Protection Association, the Security Alli- 
ance, the National Fire Insurance Co., the Jewelry Tax Com- 
mittee and other bodies. 

The resolutions recognized the need of amending the con- 
stitution, empowering the president to appoint a special com- 
mittee to make a report, and empowering the incoming Execu- 
tive Committee to act on the recommendations reported. 

They condemn as unethical the practice of manufacturers 

sending repairs back directly to the retail jewelers’ customers; 
the practice of silver manufacturers offering more flatware pat- 
terns until the increase in business warrants it; condemn the 
price cutting of standard merchandise; endorse the principle 
of price maintenance, and requested manufacturers to provide 
an adequate markup on suggested resale prices. 
’ The convention declared that free engraving of such im- 
portance that it unanimously approved President McNeil ap- 
pointing a special committee to handle this problem and that 
the remedies finally suggested be made part of the Jewelry 
Code of Fair Practice. The Association also recommended to 
its Code Committee that they use all power in the Fair Prac- 
tice Code to solve the cut rate watch repair problem which 
confronts members in all sections. 

Among other things which they ask the Code Committee to 
consider in the final code were the abuses coming from Auc- 
tions, Appraisals, Descriptions of Diamonds, Rebuilt Watches, 
Mail Order Houses, Guarantees, Proper Mark-ups, Delivery 
Charges, Bait Prices, Misrepresentation of Quality and Values, 
Banks Selling Jewelry Securities to Consumers and Vest Pocket 
Salesmen or Vendors of Smuggled or Stolen Goods Who May 
Easily Evade Government Excise and Income Taxes. 

The report went on record as recommending to the United 
States Government that all smuggled watches, timepieces and 
jewelry confiscated by its agents be destroyed or sold in foreign 
markets instead of being sold here. It also went on record 
as favoring strongly the establishment of a system of licensing 
for those engaged in selling at retail all articles commonly 
known as jewelry and those engaged in the repairing of time- 
pieces. 


Broadcasting the Convention Displays 


E’RE off on the fifth floor of the Schroeder Hotel in Mil- 

waukee to have a look around the 27th annual A. N. R. 
J. A. convention and quite a gathering it is— a quick glance 
discloses more familiar faces of representative retail jewelers 
than have been seen at any similar convention in four or five 
years—but let’s take it easy looking at displays as well as 
people—at the left is the International Silver Co., showing the 
new 1847 Marquise pattern—the table setting is complete not 
only with silverware and glassware, but the one table is loaded 
down with real tempting food. 

In addition to the large booth on the fifth floor the Inter- 
national occupies practically the entire fourth floor with six 
large exhibitors. Twelve men and two style educators are cover- 
ing the United States with a traveling exhibit valued at $75,000 
—it requires entire baggage car—came to Milwaukee after five 
weeks in Chicago, Detroit and points East—Exhibit goes from 
here to Minneapolis, Des Moines, Omaha and other western 
cities for additional three to four weeks’ trip—all lines and 
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branches of International are represented—Mr. Con P. Duncan 
is engaged in conversation with Mr. Cash Bagley of Duluth— 
and across the aisle is the J. R. Wood & Sons, Inc., and the 
Omega Watch display being shown by Mr. W. H. Buckmaster 
to Mr. Walter Jaecard of Kansas City—in passing on to the 
next booth, that of A. Hirsch Co., distributors of American 
watches in charge of Mr. Sam Newman and being visited by 
Mr. Max Gross of Milwaukee, Wis.,—we smiled a greeting to 
a group made up of Louis Housman and Milton Adler of New 
Orleans,*La., James B. Dougherty of J. B. Hudson Co., Min- 
neapolis, Mr. S. Joseph of Des Moines, Iowa, and Louis Esser of 
Milwaukee—across the aisle again and we see Mr. L. M. 
Campbell of Canandaigua, N. Y., discussing something or other 
with Mr. Harry D. Henshel, secretary of Bulova Watch Co., 
who by the way was so anxious to participate in this great 
gathering that he flew up from New York. 

“Hello Mr. Harley H. Noyes of Community Plate”—but 
being’s he was busy with his many representatives over the 
new “King Cedric” Community pattern that is being announced 
to the trade we passed on and lingered for a moment admiring 
with Mr. Lloyd Allen Laflin the new Elgin model until Mr. 
Fred Pilcher of Mexico, Mo., came along—‘“What an eye opener 
this is’ as Graham MacNamee would say if here at the 
microphone—for over there going into the morning session is 
our good president Mr. William McNeil of W. B. Wilcox Co., 
Utica, Mr. Wilson Streeter of Bailey, Banks & Biddle Co., 
Philadelphia—Mr. Krehbiel of Black Starr & Frost-Gorham Co., 
New York—Mr. Henry Rank of Milwaukee—Timley Combs, 
Omaha, Neb., and J. Alexander Hardy of Hardy & Hayes & Co., 
Pittsburgh—there is Mr. A. W. Anderson of Neenah, Wis., and 
Mr. Henry F. Stecher of Milwaukee in the booth of the National 
Jewelers’ Mutual Fire Insurance Co., figuring up how much 
money they have saved the retail jewelers during the past year 
—say they have no samples of fire but they have samples of 
satisfaction to show to all—To the right of us now we stop for 
a souvenir copper beer mug passed out by H. J. Stephany of the 
West Bend Copper Co., but as Mr. T. A. Armstrong of Waco, 
Texas, stops for his mug we move on—now we pick up a few 
souvenir mailing folders of the Chicago Century of Progress 
the same as Mr. Chet Hubbard of Kenosha, Wis., does at the 
booth of the A. C. Becken Co., Chicago—“Where are all the 
stars from?”—obviously that is the reflection from the cases of 
Star sapphires and emeralds shown by Mr. Albert A. Ramsey 
himself of New York to Mr. Leo Vogt of Hess & Culbertson Co., 
St. Louis, Mo.—it was a pleasure to personally meet Mr. 
William Swartchild, Jr., of Chicago after he finished his visit 
with Mr. John P. Hess of Fond-du-Lac, Wis.,—and there is 
Mr. Hamilton of Kalamazoo, Mich., conversing with Mr. Jean 
Gulbranson of the Sheets-Rockford Co., Rockford, Ill._— 

In the next room in the center of a dazzling display by the Cel- 
linicraft Group and the Virgin Diamond Syndicate made up of 
Bozhardt-Possin Co., Milwaukee, C. H. Kiger Co., Kansas City, 


- J. J. Burke Co., St. Louis, Greenwald Grift Co., Cincinnati, 


Hall Bros., Pittsburgh, M. S. Page Co., Boston, and Goldsmith 
Co., Canada—Mr. Adolph Possin with that infectious smile of 
his is busy with Mr. Ralph Young of La Crosse, Wis., so—let’s 
hurry and shake hands with Mr. Glenn Fennell of C. & E. 
Marshall Co., before he gets too busy with Mr. F. Bechener, 
Belleville, Ill.—we push through another crowd to get a peek 
into the large room that houses the display of W. F. Gollberg 
Co., of Milwaukee, in charge of Mr. Henry Derns—our last 
but perhaps longest visit is at the Gemological Institute where 
Bob Shipley is exchanging greeting with Mr. Godfrey Eacret 
of Shreve Treat & Eacret, San Francisco, W. G. Thurber of 
Tilden Thurber, Providence, R. I., Mr. Oscar Hannon of C. B. 
Brown Co., Omaha, Neb., Fred Bird of Boston, and many 
others—as we aré leaving the exhibit it should be most appro- 
priate to shake hands with Mr. E. M. Barringer, Gloversville, 
N. Y., (formerly A. D. Norton store) which has been a con- 
tinuous subscriber to THE JEWELERS’ CIRCULAR since its begin- 
ning over 63 years ago—and that’s some record—we wonder 
if there are many other jewelers in the country can equal it— 
The show is a success for there is certainly a most representa- 
tive group of retailers here to look at the new merchandise 
being featured—in the limited time allotted to us we are able to 
list but a few—many other faces are familiar—we only wish 
we could mention all of them— the N. R. A. code matter being 
of vital interest to all has brought them together at this the 
most successful jewelry convention in many a year. 
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CASH for 1933 


1933 volume of business is very important to 
the JEWELER. Fall and winter sales booked 


now. 


I can sell part, or 
your entire store. 

Our method will 
liquidate your 
merchandise into 


ready CASH. 


You will receive 
DOLLAR for 
DOLLAR _ with- 
out harming the 
reputation 
of your STORE. 


Our policy in 
conducting sales 
is guaranteed te 
give you satisfac- 
tion, and _ bring 
you new custom- 
All Inquiries Confidential ers. 


DIAMOND and JEWELRY AUCTIONEERS. 
Over 20 years of successful selling of DIA- 
MONDS, WATCHES, and JEWELRY. Consult 
us for an HONEST, LEGITIMATE, SUCCESS- 
FUL sale. WRITE OR WIRE. 


WM. N. JOHNSTON 


253 Orchard Street 
SHARON, PENNA. 
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Boston — 
Hotel Kenmore 


Commonwealth Ave. at Kenmore Sq. 


400 Rooms from $300 


Each room has its 
own tub and 
shower, as well as 
circulating ice 
\ water. Moderately 
WERE! | priced Coffee 
timme| Shop. Always 
yample parking 
space. You will 
find real  over- 
night comfort at 
the Kenmore. 














IN THE HEART OF NEW YORK 


TO STAY AT THE LINCOLN 
-«- 1S A HAPPY REMEMBRANCE 








An interesting cosmopolitan atmos- 
phere . . Cheerful Rooms . . Pleasant 
Service . . Fine Restaurants . Moder- 
ately Priced . . Around the corner 
are theatres, clubs and glamorous 
Times Square . . 


Conveniently accessible to railroad 
terminals, steamship piers, the busi- 
ness and shopping centers . . 


"A Perfect Hotel for The Visitor’ 
ROOM with PRIVATE BATH, 
RADIO and SERVIDOR 


$750 ~~ i double 
per d per day 
































Special suites and sample 
rooms for visiting sales 
representatives. 





Special weekly and monthly rates. 


HOTEL LINCOLN 


JOHN T. WEST, Manager 


44th to 45th Sts.— 8th Ave.— New York 


UNDER NEW MANAGEMENT 






















The last word in aenyarlenes 
and safety for your car: 
occupies its own perticulor 
compartment: 

offers every eppertanity « 
for storage ~by the hour, 
the day, the month; 

with or without service. 


Rates #1522 monthly: and. 








upwards. «+ ” 
Expert repairs on all makes ) 
of carses ® +e eee iad | 


RENT Sf 
GRAND CENTRAL 
44 ST. near THIRD AVE. & 


Tel. MUrray Hill 2.0460 











YOUR - CAR: NEVER. TOUCHED -BY: HUMAN -HANDS 
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Watchmaker Produces Novelty from Movement 
Salvaged from Refiner’s Scrap Heap 
Maurice M. Berren, 125 Weybosset St., Providence, 
R. I., is displaying to his friends a product of craftsman- 
ship he believes is unique. He has restored a Swiss watch 
movement 100 years old, rescued from a refiner’s scrap 











Swiss watch recovered from scrap heap and fashioned into 
attractive novelty 


heap, and mounted it in an ingenious arrangement which 
exhibits the exposed works, and below it, the dial, con- 
nected by a tiny shaft cunningly placed. The whole 
mounting, which has been carried out on an engine- 
turned copper plate, is enclosed in a brass frame under 
glass. The effect is to make it possible to see two sides 
of the watch at once. 

The movement, he said, had been thrown away by 
the refiner as worthless, but it attracted him because it 
is of a type seldom seen today, a key-winder, 15-jewel 
arrangement, which, in the beginning, had been made 
almost entirely by hand. It was in bad shape when he 
got it but he poked around among a lot of old watches and 
found the necessary replacement parts. 

The chief satisfaction he derives from his completed 
work is the feeling that he was able to carry through 
. a delicate bit of work successfully and swiftly. 
him about 30 hours to do the job, including a hand-made 
dial which bears his name. 

He was much concerned when he was working on it, 
he said, for fear the movement would not be strong 
enough to overcome the additional friction of the minute 
gears and shaft which transfer the progress of time from 
the works to the hands and dial. 
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REAL SERVICE 
THAT GUARANTEES 


Write to-day for full particu- 
lars and list of references as 
to our ability, integrity and 
our record for selling jewel- 
ers’ own merchandise. Our 
auction sales are legitimate, 
profitable, successful and per- 
sonally conducted with a high class associate. 
Write to-day for fall or winter date. All corres- 
pondence confidential. 








































SCOTT-BOUSQUET BROTHERS STORE, MONTREAL, QUEBEC 


CANADA’S RECORD SALE OF SALES 


Montreal, Quebec, Jan. 10, 1933 
Mr. Edward R. Tyler: 
Chicago, Il. 


Dear Sir: We are pleased to testify voluntarily to 
your remarkable cleverness in the holding of an 
auction sale for our account during the period of 
three months. You held the attention of your 
crowd daily, although handicapped by the fact 
that your audience was almost exclusively French 
speaking. This is a feat which is deserving of 
our greatest appreciation. We need not insist on 
your gentlemanly manner of conducting the sales 
as well as your absolute probity toward the public 
and ourselves, We shall consider it a privilege 
to have further dealings with your good selves. 


Heckar J. Vousquet, Pres. 


EDWARD R. TYLER 


COMPANY 


6237 Champlain Ave., CHICAGO 
Phone: Fairfax 3861 
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Employees Take Over King & 
Eisele Co. 


BurraLo, N. Y., Aug. 18.—The pur- 
chase of the merchandise, stock, fixtures 
and good-will, as well as the acquisi- 
tion of the location of the King & Eisele 
Co., is announced by Walter R. Lipsett, 
president and Harold W. Hill, treasurer 
of Lipsett & Hill, Inc. Mr. Lipsett and 
Mr. Hill were associated with the King 
& Eisele Co. for many years in execu- 
tive and official capacities, and are well- 
known throughout the jewelry trade. 
Lipsett & Hill, Inc., will carry on the busi- 
ness which was founded in Buffalo in 
1870 and has grown to be one of the 
largest wholesale jewelry houses in 
America. 


Old Trick Fools Washington, D. C. 
Jeweler 


WASHINGTON, D. C., Aug. 19—A gul- 
lible appearing young Filipino, who 
chews massive wads of gum, is driving 
F Street jewelers frantic with an old 
pennyweight game. 

The young foreigner, who isn’t as 
dumb as he looks, appears asking for a 
diamond to match a large stone in a ring 
on his hand. A tray of rings is set be- 
fore him. The clerk’s attention is dis- 
tracted for a moment. Quickly the Fili- 
pino substitutes a worthless ring for one 
of the valuable ones in the tray. 

The valuable ring is then stuck with 
the wad of chewing gum to the underside 
of the ledge of the counter. An accom- 
plice returns to the jewelry store and 
plucks the ring from the gum. Three 
stores have been victimized thus far, po- 
lice said. ° 


Samuel H. Bauman 


St. Louis, Aug. 22—Samuel H. Bau- 
man, chairman of the board and founder 
of the Bauman-Massa Jewelry Co., 720 
Olive St., died of leukemia, a blood dis- 
ease, yesterday morning in Jewish Hos- 
pital, to which he was taken on his return 
Saturday from Charlevoix, Mich., where 
he had been vacationing. 

Until six years ago he was active in 
the management of the firm, being suc- 
ceeded as president by his son, Leo S. 
Bauman. He resided at 265 Union Boule- 
vard and was 80 years old. 

Mr. Bauman founded the jewelry busi- 
ness 52 years ago. Edwin C. Massa, who 
entered the firm in 1889, was killed in an 
automobile accident four years ago. Mr. 
Bauman was born in Germany. 

Last Oct. 15, Mr. Bauman and his wife, 
Mrs. Hannah Bauman, observed their 
50th wedding anniversary. Also sur- 
viving are two daughters, Mrs. Jerome 
‘Sternberg and Mrs. Paul Ullman. 





Commercial Silverware Admitted 
Free as Antiquities 
WasuincTon, D. C., Aug. 16.—James 


H. Moyle, Commissionet of Customs has 
notified collectors throughout the country 
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to liquidate all entries covering utili- 
tarian articles of silverware admitted free 
of duty under paragraph 1811 of the 
Tariff Act of 1930 as artistic antiquities. 

A protest was filed in this case which 
has now been dismissed by the United 
States Customs Court and the Bureau of 
Customs has been informed that no ap- 
peal has been taken from the decision. 
Collectors had been notified in Treasury 
decision 46045, to hold up liquidation of 
such articles pending the completion of 
this court case. 


Beware This Swindler 


Retailers of the country are warned by 
the Jewelers’ Security Alliance to be very 
careful in dealing with a man or men 
who claim to represent a sales agency in 
Kansas City and are offering to sell 
chronometers and similar articles at a 
very cheap price. The agent generally 
claims that the article which he offers 
the jeweler was bought from the Govern- 
ment after the war. . 

One jeweler who recently ordered and 
paid for a Hamilton chronometer from 
such an agent made inquiries of the Post- 
master at Kansas City when it did not 
arrive. From the Postmaster he learned 
that there was no such firm as that rep- 
resented by the agent or whose name ap- 
peared on the sales slip in business in 
Kansas City. 

Retailers should be careful in giving 
such orders to salesmen whom they do 
not know but in all cases have the goods 
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sent C.O.D. and pay not even a deposit 
on the same. 
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A. Straub & Co. 


Prices of Silver Bars 


U.S. 
Government New 
London Assay Sell- York 
Official ing Price Official 
August 1.... 17% 37% 35% 
August 8.... 17 15/16 38% 36 
August 15 ... 17% 37% 35% 
August 22... 17 13/16 38% 36 
August 24... 17% 39 26% 
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SILVERWARE CONTAINERS 


Available to Authorized Dealers 
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De Luxe Zipper Tuck-Away “J”. 
The newest idea in a Prevent-Tarnish 
Tuck-Away, it features the popular 
Prentice Slide fastener. Compact. Con- 
venient. Accommodates either a 26 or 
34 piece sefvice. Covered with beau- 
tiful lavender imitation leather and 
lined with double nap Prevent-Tar- 
nish flannel. 





Mirror Placque Set “K”. The newest vogue in mir- 
ror plateaux, featuring three separate mirror plaques 
with a 26, 34, or 50 piece set. Plaques are made of 
Vf inch octagon shaped plate glass with beautiful bevel. 
Charming as centerpiece and candlestick supports, or 
for use under vases and similar purposes. 
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Servatray “L". A beautiful and highly practical 
container which provides perfect silverware dis- 
play or becomes a splendid serving tray with 
separate compartments for food and silverware. 
Made of genuine maple, natural finish, and ac- 
commodates 26, 34, 50, 66, 88 -and 132 piece 
services. Lined with Prevent-Tarnish plush. 
The only container of its kind on the market. 


THEY’RE NEW, PRACTICAL 
AND “DIFFERENT” 


The zipper idea applied to a silverware container 
means convenierce .. . compactness . . . a wonder- 
ful display of the silverware . . . instant acceptance 
by the woman ... and sales for you! 


The Servatray ... not only a container but a serv- 
ing tray ... and the Mirror Placque... of a hundred 
uses . . . decorative . . . useful. These three con- 
tainers offer you a real opportunity; they are 
original . . . practical . . . and very salable. 


Other attractive cases illustrated in the new Holmes 
& Edwards Inlaid catalog being mailed to Authorized 
Dealers. If you haven’t received your copy, write us. 


HOLMES & EDWARDS INLAID 


“Something More Than Plate” 
THE DIRECT-TO-RETAILER LINE... SOLD THROUGH AUTHORIZED DEALERS ONLY 


7 


The mark of the International Silver Company — the world's largest Ty is maker of silverware — the world's largest advertiser of silverware 
INTERNATIONAL SILVER COMPANY, HOLMES & EDWARDS DIVISION, MERIDEN, CONN. 


NEW YORK: 9-19 Maiden Lane CHICAGO: Merchandise Mart 


SAN FRANCISCO: 150 Post Street ST. LOUIS: Ambassador Bidg 
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NORMANDIE LADIFOLD 


J Vow 


NORMANDIE — is a new, popular priced 
ladies all metal bracelet in 12K Gold 
Filled (White, Green or Natural) at $4.20 
each, Keystone Discount. 


LADIFOLD — is a fine silk cord bracelet 
of European style, but with the Hadley 
folding ratchet center. This makes a com- 
bination long desired by your customers. 
12K Gold Filled fittings (White, Green or 
Natural) $3.00 each, Keystone Discount. 


FEATURE Normandie and Ladi- 
fold, the new bracelets shown 
above, when making up your next 
show-case, counter or window 
display with Hadley Versa-Tiles, 
Trays and Platforms. 






Rives ~ Jeles - TRAYS - PLATFORMS 
J HS labor costs resulting from new codes 


of fair competition make necessary a new 
price of $1.50 per unit (with each order for $20 
of Hadley Attachments) for these Hadley Dis- 
plays, yet so popular have they become that 
rush orders have had to be placed for a three 
times greater supply. 


Provide yourself with more than one set of 
Versa-Tiles. Be sure to have the Trays and the 
Platform. Use them in combination with each 
other on your counters and in your windows. 


The picture above is only a hint of whatcan be 
done if you have a good supply of this most 
striking, inexpensive permanent display 
material for use in presenting your stock of 


HADLEY ATTACHMENTS 
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Better TIME for Better Times... 


New Telechron Advertising Theme 





ae 


No. 3F51 — Clever little clock with black com- 
position case and gold-finished 
trim. 434” high. Retail.........cccccce ° 





No. 2F01 — Wall model for kitchen or bath. 
Chrome case, with moulded bezel 
in colors. 534”. Retail..........cssss ° 





No. 3F55 — A BIG Clock for little money. 
Colonial design. Mahogany or 
maple case. 614” high. Retail...... ° 





Tus montu, the Warren Tele- 
chron Company launches a no- 
table new advertising campaign in 
The Saturday Evening Post, Col- 
lier’s, The Literary Digest, Time, 
The New Yorker, Good House- 
keeping, Ladies’ Home Journal, 
House and Garden, and House 
Beautiful. 

Keyed to catch the upswing, 
the opening advertisement is cap- 
tioned, “Better Times Are Here 
and here’s Better Time.” The ad- 
vertising says in substance, “Tele- 
chron kept quality up, during 
depression. Better times are here, 
but there’s still no better time 
than Telechron. The New Deal is 


pushing prices up. Buy now!” 


We could estimate how many 
million people will see this adver- 
tising. But the magazines speak 
for themselves. Their number, 
their character, is typical of Tele- 
chron policies. Telechron found- 
ed the electric clock industry. 
Telechron makes clocks carefully, 
prices them reasonably, promotes 
them aggressively. 

If you’re ready for a New Deal 
in your clock department—if you 
want clocks that both you and 
your customers can depend upon 
—unlimber a fountain pen on the 


little coupon in the southeast. 


corner. 
Prices subject to change without notice. 


WarREN TELECHRON COMPANY 
ASHLAND MASSACHUSETTS 





Telechron 


(Reg. U. S. Pat. Off. by Warren Telechron Co.) 

















like eats, 





may come back 


“And the cat came back!” Some 
dealers forgot this famous phrase 
during the late depression. They 
bought and unloaded cheap, 
made-to-a-price electric clocks 
that came limping back. Like 
the cat. With this difference— 
the cat had nine long lives—the 
clocks, one short life each! 

The Houghton-Dutton Com- 
pany, Boston, has learned about 
cats and clocks. Says Mr. Leo 
A. Bourbon, Department Buyer 
and Manager, “We had one sad 
experience trying to promote a 
line of cheap electric clocks. The 
‘returns’ cost us a lot of money 
and a lot of disgruntled custom- 
ers. I know of a New York store 
that sold several thousand kitch- 
en clocks at $1 each and got most 
of them back. . . . No more anon- 
ymous appliances for us! From 
now on, we’re handling only the 
better-made, nationally adver- 
tised merchandise.” 

It’s anticlimax to add that 
Houghton’s new stock of quality 
clocks features a full line of 
Warren Telechrons. 


WARREN TELECHRON COMPANY 

89 Main Street, Ashland, Massachusetts 

O Please tell me what Telechron can do for 
me. 


O Please send me the Telechronicle, which 
gives helpful hints about selling Tele- 
chron Clocks. 


Name 





Address. 
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FALL FASHION NEWS! 


DESIGNERS 
CHOOSE 


Marblette 
for 


Costume Jewelry 










= retailers are report- 

ing a steadily increasing demand 
for smart costume jewelry made of 
MARBLETTE . . . so stylish, so attrac- 
tive, and so moderately priced. 


Be sure to feature MARBLETTE in your 
fall line. It's readily adaptable to many uses, 
and to striking, modern designs. MARBLETTE is a Cast 
Phenolic Resin, available in round, square and hexagon rods, 
blocks, sheets and tubes ... more than 150 standard and 
special shapes. It is light weight, non-inflammable, durable 
and economical. 


Manufacturers are delighted with the wide color range of 
MARBLETTE . . . 180 smart new colors, chosen to harmonize 


with every costume. 


There is only one MARBLETTE. Insist upon it. We will be 
glad to send you Samples, Dimension Sheet, Color List and 
Written Working Instructions. Write us today! 


¢ The Marblette Corporation « 

















37-21 Thirtieth Street Long Island City, N. Y. 
Western Office: i + A New England Office: 
8647 Woodward Ave. Telephone: lronsides 6-8262 54 Filbert St. 
Detroit, Mich. New Haven, Conn. 
Telephone: Madison 7052 v Telephone: New Haven 2-0743 
6 THE JEWELERS’ CIRCULAR 


for September, 1933 








pa 

2 “ 
o 
: 
i 
$ 
% 











a 


& 








“THIS PLANT IS A TYPICAL-RHODIANT PLATING INSTALLATION 
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OUTSTANDING VALUES 




































ing values at 











Mounted with 2 White Diamonds 
_ in IAK Gold, set with genuine and 
synthetic birthstones, these rings 
are delivered in an attractive dis- 
~ play box containing twelve rings 
—designed to meet the year 
‘round demand for appropriate 
birthday gifts, they are outstand- 


$8 7,00 per doz. 


UNTFRMEYER, ROBBINS ¢ CC 
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new: - mebDerRnn 


re-dressed Krom Top To bottom 


poste : 


Several new patterns have been added to the Forstner 
line. A new display pad has been adopted. And every 
Forstner chain now bears a tag plainly stating the quality 
of the chain and bearing our name as a warranty of the 
chain's value. 


These changes have been brought about through our 
desire to keep the Forstner line in the lead from the stands 
of value and profit fo you. 


We believe you will like the new numbers, the new pads and 
the quality-stamped tags and will find them a real aid in the 
development of a bigger, more profitable chain business. 


The Forstner line is available through wholesalers only — 
and we urge that you see the new line today. 


— 
— 
— 
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— 
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FORSTN 


CHAIN CORPO 


IRVINGTON 


& 
& 
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A, nnouncing 








IG is with a distinct pride of achievement 


that we announce the completion of the 
most comprehensive and informative catalogue 
ever presented to the Jewelry Industry. 


Many months were required to compile the in- 
formation contained in this sixty-eight page 
book . . . months of painstaking work . . . but 
the final result justifies our fondest hopes. This 
catalogue presents hand carved, chased and 
engraved wedding bands, diamond-set wedding 
rings, mounted and semi-mounted engagement 
rings, yellow gold rings and mountings. Rings 
are beautifully illustrated, thoroughly de- 
scribed, giving numbers, prices and other nec- 
essary details. 


This catalogue is now on the press and will be 
ready for distribution in October. If you de- 
sire a copy as soon as released from the print- 
ers, fill in the coupon on opposite page and 


mail to us. 





SOLD THROUGH WHOLESALERS 


BRISTOL SEAMLESS RING CO. 


MAIN OFFICE— 71 NASSAU ST., 














| s hnchve | 
BRISTOL 
RINGS 


Fm , 
OCreations 


17) 


CA Ears | 


1934-1935 


Above is a reproduction of our new 68 page cata- 
logue. The rich maroon leatherette cover is em- 
bossed in gold and very attractive. This book is 
printed on fine heavy paper stock, well bound and 
is 734 by 1034 inches in size. 








WE DO OUR PART 











REPRESENTATIVES: 


NEW YORK: B. D. LESSNER - - - A. D. WEINBERG 
TRAVELING: EASTERN STATES - - S. C. STEINMANN 
MIDWEST: E. M. BOND, 29 E. MADISON ST., CHICAGO 
SAN FRANCISCO: A. H. BULLION CO., 717 MARKET ST. 


NEW YORK 
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the outstanding Catalogue 


—_ 
— 








TO THE TRADE 


Whether you are now featuring Bristol Rings or not, 
it will be to your advantage to possess a copy of our 
new catalogue. This book is so thorough in every 
detail that it will serve as a constant guide in all your 
wedding and engagement ring purchases. Dealers 

. . mail coupon below and we will cheerfully send 
you a copy. 














R. ngs : 


wh, oud Eugrsved 


Above is shown one of the many 

illustrations appearing in the cata- 

logue. Each item is described and 
priced. 


TO GET THIS CATALOGUE 
Fill in Coupon and Mail 


Jc 


GENTLEMEN: Please send us a copy of your new 
wedding and engagement ring catalogue as soon 
as it is off the press. 


Address: eee we ls ee 


City and Stone... ... .<... 64%. 2400008 ee ees 
[7 Retailer <—————— Check > _ Wholesaler (1) 


My Wholesaler’s Name..........------+++++++* 





AMldiwoes ... . . -. ccsiddacceacdés te aa ee 


BRISTOL SEAMLESS RING CO. 
71 NASSAU STREET, NEW YORK 


In order to give you.a glimpse at the inside treatment of our 
new catalogue, we feature the above representative pages. 
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INTRODUCING 





by NATIONAL 
RADIO BROADCAST 


. . . through a giant battery of key stations reaching millions twice 
a day for 60 days, beginning early in October—plus Community’s 
month-by-month, unabated, dominant National Magazine Advertis- 
ing, with millions of advertisements in the great National 
Publications. 


With Two New P owerlul 





The New WINGED PACKETTE 


Seal-Brite eB) Ant T arnisb 


This new Silver Packette marks the latest development in holders of this type. 
Closed, it is a compact portfolio bound in a luxurious effect of Black Watered 
Silk. Opened, it reveals three panels of lustrous Cerise and Black, with Silver- 
ware arranged in striking pattern. It is ideally suited both to the taste and the 
practical requirements of the modern hostess. 


26 or 29-PIECE NEW FREE WINGED PACKETTE (A Service for Six) 


Consu 
29-Piece Contents: 12 Teaspoons, 3 Table Spoons, 6 Knives, 6 Forks, 1 Butter Knife, 1 Sugar Spoon — 
With Grille Knives, Hollow Handle, DeLuxe Stainless Blades. . .......... $28.75 
With Dinner Knives, Hollow Handle, DeLuxe Stainless Blades . .......... 28.75 
With Dinner Knives, Modeled Handle, DeLuxe Stainless Blades .......... 25.25 

34-PIECE NEW FREE WINGED PACKETTE (A Service for Eight) 
Cc 

Contents: 8 Teaspoons, 8 Dessert Spoons, 8 Knives, 8 Forks, 1 Butter Knife, 1 Sugar Spoon = 
With Grille Knives, Hollow Handle, DeLuxe Stainless Blades. . . ......... $37.75 
With Dinner Knives, Hollow Handle, DeLuxe Stainless Blades . .......... 37.75 
With Dinner Knives, Modeled Handle, DeLuxe Stainless Blades .......... 33.00 


“Tomorrow's Prices May Be Higher’ 


ONEIDA COMMUNITY, LTD. 
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THE NEW 
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by NATIONAL 
RADIO SAMPLING 


. . . bringing women into the jeweler’s store for an irresistible value 
—a Small Server in the new design—regularly $1.50—at 12 cents 
(handling charge). Be ready to turn thesewomen into cash customers. 
You can get your Servers now, from your jobber. Order TODAY— 
and order enough! Your cost, $1.32 per dozen. 


Display Containers—FREE 





gOS 


Brey 

















Seal-Brite Cans Anti-Tarnish 


Y= : 

A delightful fulfillment of the modern woman’s quest for something fresh and 
distinctive. Fine Early American Style, beautifully done in Hard Wood (natural 
finish), and luxuriously lined in Crimson. Its two-wing top, and its impressive 
Silverware arrangement are most effective. : 


26 or 29-PIECE NEW FREE WINGED CHEST (A Service for Six) 








29-Piece Contents: 12 Teaspoons, 3 Table Spoons 6 Knives, 6 Forks, 1 Butter Knife, 1 Sugar Spoon —_ 
With Grille Knives, Hollow Handle, DeLuxe Stainless Blades. . . . 2... ..... $28.75 
With Dinner Knives, Hollow Handle, DeLuxe Stainless Blades . . . ........ 28.75 
With Dinner Knives, Modeled Handle, DeLuxe Stainless Blades . ......... 25:25 
34-PIECE NEW FREE WINGED CHEST (A Service for Eight) 

* Contents: 8 Teaspoons, 8 Dessert Spoons, 8 Knives, 8 Forks, 1 Butter Knife, 1 Sugar Spoon , 
With Grille Knives, Hollow Handle, DeLuxe Stainless Blades. . .......... $37.75 
With Dinner Knives, Hollow Handle, DeLuxe Stainless Blades . . ......... 37.75 
With Dinner Knives, Modeled Handle, DeLuxe Stainless Blades .......... 33.00 

Prices are Subject to Change without notice R 
ONEIDA, NEW YORK om 
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Se Watch Cases 
always dependable in 


design, workmanship 


and quality 


STAR WATCH CASE COMPANY 


LUDINGTON, MICH. 


NEW YORK OFFICE -. 20 WEST 47TH ST. 
CHICAGO OFFICE - 35 —. WACKER DRIVE 
SAN FRANCISCO OFFICE - 704 MARKET ST. 


96 








TRADE MARK 





¥ 


















WATCH 


CASOS - 


ARE ALWAYS 
STAR STAMPED 


AwarcHc, wTo, 
SP iant corr STAR TY CASE 
US.A. : 
WATCH "€ XapatG” 
STARYS CASE 
COMPANY 
STELLAR 


BATC, aS, 
STAR {7 CASE STAR Wf CASE 
Jg COMPANY, ZoCOMPANY.9 


9 
"Arco Goro fw 
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No MATTER WHat Happens— 


No matter how much or how little inflation 
we have, the American people will now spend 
more of their money for articles of intrinsic 
value. 





What can anyone buy that has greater pro- 
portionate intrinsic value than articles of 
silverware or jewelry made of gold, silver, 
platinum and precious stones ? 


There is a great opportunity before the jewel- 
ers of the United States to capitalize a 
growing buying power and this new buying 
tendency. 


Are you making the most of it? 


(Handy & Harman do not make any kind of finished silverware, 
jewelry, findings, or any other parts ready for assembling, but do 
supply sheet, wire and other unfinished forms of silver, gold, 
platinum, karat gold, sterling silver, anodes, solders, etc., to 
jewelry manufacturers and silversmiths. As an important part of 
this service, we also refine all kinds of scrap and waste resulting 


from the manufacture of precious metals. ) 








HANDY ann HARMAN 


82 Fulton St. (Corner Gold St.) New York City 
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AMERICA AMERICAN WORKMEYN 





WE DO OUR PART 


Build with QUALITY 


for 
Permanent Lecovery } 











GRANT 


17 Jewels. Special hardened 
Sterling silver case, $39.75. 
10K filled natural yellow gold, 
$42.50. R. G, F, dial $2.50 
additional. 


17 Jewels. 14K filled white 
or natural yellow gold with 
ribbon or metal bracelet as 
shown, $55.00. 


17 Jewels. 18/0 size. 14K 
filled white or natural yellow 
gold. $45.00. Other pocket, 
strap and wrist Hamiltons 
priced from $39.75 to $500. 











Recovery is on its way — under America’s new coat- 
of-arms — the blue eagle. Public spending power is 
on the increase. But (and here’s the warning!) don’t 
start rebuilding with “cheap” merchandise. Quality 
is the only foundation for permanent success. 


We urge you to prepare for the returning demand for 
quality by featuring Hamilton Watches. Never were 
there so many beautiful models to choose from... 
never was the price range so broad. And never has 
Hamilton made a finer watch! Dozens of manufactur- 
ing improvements have been made in the past several 
years. One alone—the new ‘“Time-Microscope”’* has 
increased the accuracy of factory watch timing 1,500 
times. This is exclusively a Hamilton invention and is 
used only in the Hamilton Watch factory. 


Prices are going up. The first increase made neces- 
sary by steadily rising production costs, goes into effect 
on grades 987 and 989, September 15th. Further 
advances in the near future seem probable. So now is 
the time to stock up for the Fall selling season. Get in 
touch with your Hamilton wholesaler today. Hamilton 
Watch Company, Lancaster, Penna. 


- hamilton . 


* Time-Microscope Reg. U. S. Pat. Office 











ONLY 


HAMILTON 


WATCHES ARE TIME-MICROSCOPE-TESTED 
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A NEW LINE OF CHROMIUM ARTICLES 


A NEW SALES IDEA ... THE “BUFFET SUPPER” 









































é 
e 





REPS 5 


CHASE BRASS & COPPER CO., 





IT’S SMART TO BE INFORMAL «7d CHASE 


a 
- 
4 
as 
i 
MILY POST, in her new book on buffet 
E suppers (see coupon at right), says: 
“The well-known depression gave us one thing, 
anyway —the buffet supper. It’s new, popu- 
lar, and easy to do. For Sunday lunches and 
suppers, after football games—in fact, at any 
time you want to entertain your friends sim- 
ply—the buffet meal is inexpensive and 
easy to prepare. People like to go to an 
attractive table and choose the food they 
like best. It makes a party more friendly. 






COPPER WATER 










INCORPORATED, WATERBUR 
TUBING AND BRASS PIPE et yh 


And for such occasions I think these new 
Chase chromium products are appropriate 
and irresistibly attractive.” 

The picture above shows some of the 
chromium table ‘articles made by Chase. 


They were designed by well-known artists 


for informal entertaining. 


he Electric Buffet 


For example, notice t 


Server in the upper right-hand corner of 
the picture. It has four deep porcelain cas- 
ectrically heated water in 


ps food hot for the 


seroles, and the el 
the chromium base kee 


late guest. 


This Server and other chromium articles 


shown above will help you in easy jiaiidalaliddl 
ing. Their chromium finish saves 
It never tarnishes. It neve 
polishing. 
You will find Chase Ch 


CHASE smartgift shops anddepart 











Advance proof of the color advertisen 
which will appear in Vogue, Hous: 
Garden, and Home and Field. Other 
vertisements featuring Chase articles 
be published in Good Housekee; 


American Home, and the New Y« 


Table arranged and photographed in actual colors by Anton Brat 


MAKES INFORMALITY SMART 


Electric Buffet Server with four porcelain casseroles . $40.00 


Cocktail shaker . 4.00 
Cocktail cups—set of four ‘ 
Flower and candle centerpiece—10 pieces to arrange 
in different designs - + + 


Cheese and cracker dish — with cover and wooden 


plate 
Pretzel man - + + 
Salad bowl with wooc 
Cocktail and canapé tray (next t 
Cigarette box 
Beer mugs, each 
Beer tray - 
Beer pitcher - 


jen shell, wooden fork and spoon. 
o buffet server) each 


3 
(These articles and many others are on sale at better gift 
and department stores. Prices may be slightly higher West 


of the Mississippt-) 


A NEW BOOK “How Give Buffet Suppers 4 


Emily Post. Twenty-four pages, llustrated. How to arrangt 
" 7 ad many nee 





















UFFET SUPPERS are no longer reserved for the younger smart set. Emily Post, 
whose advice thousands follow, has enthusiastically endorsed this modern, informal way 
of entertaining. Now everybody is finding out what a practical, sensible thing a buffet 
supper really is! & With the new Chase line in your shop you can ride this wave of 
popularity. First, because, as Mrs. Post says, ‘‘Chase chromium articles are, for such occa- 
sions... appropriate and irresistibly attractive.”’ e Second, because real money is being 
spent to move Chase items off your shelves and counters. Chase national advertising (see 
opposite page) is hammering away at the use of Chase articles for buffet suppers. Thousands 
of copies of Mrs. Post’s new book, ‘‘How to Give Buffet Suppers,” will be distributed. 
Everywhere people will read about buffet suppers and Chase chromium articles! P It’s 
easy for you to tie up with this national effort. You can set up attractive buffet display tables 
in your windows ...show reprints of Chase advertising ...use Chase display material. 


Remember, you can get more than just a Christmas or giftware trade with Chase articles! 


CHASE BRASS & COPPER CO. 


INCORPORATED 








Specialty Sales Division 


200 FIFTH AVENUE, NEW YORK CITY 











at these illustrations of just a few items in the new Chase line and see why they 


are so different from the “run-of-the-mill” articles. The country’s foremost designers have 


given each piece, irrespective of its selling price, a purity of line, a personality, that cannot be 


imitated. It’s this sheer beauty—plus the usefulness of every piece—that makes Chase chromium 


articles se// and sell fast! People want to own them. They want to give them. They want to buy them! 








. ELECTRIC BUFFET SERVER. Keeps four porcelain 
dishes at a constant temperature of 160°. Complete, 
$40.00 retail. 


. ARCHITEX CENTERPIECE. Permits the hostess to 


build her own centerpiece in the design that suits 
her fancy. Set of four candlesticks and six flower 
boxes. $20.00 retail. 





mT 1 


ao ARE LALE 





oy 


; 


. COCKTAIL SET. Shaker, $4.00. Cups, 50 cents 


each. Tray, $4.00 retail. 


. SALAD BOWL. Has removable wood lining. Com- 


plete with wooden spoon and fork. $6.00 retail. 


. CANAPE TRAY. The glass is kept from sliding by 


a ring in the metal. A “wing” handle makes it easy 
to hold. $1.00 each retail. 


6. ROLLAROUND CIGARETTE BOX. Mounted on four 
rollers so that it may be easily rolled around the 


table without scratching. $2.00 each retail, 


WE DO OUR PART 


CHASE BRASS & COPPER CO.—incorporaten—Specialty Sales Division—200 FIFTH AVENUE, N.Y. C. 
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Sell More Watch Bracelets 
via The G E MEX Rou te 


bp Fossett aerate eeoses Te 























b é 
£ ce "a %, @ Fall 1933 promises a return to lively a 
/ “ag sales action in popular priced mer=- — 


chandise. Progressive jewelers who 
select Gemex -watch bracelets — 
will be rewarded by profit- — 
able sales. Make your se- 
lections now. Models are 
available in Chromium — 
. Plate, Rhodium - 
\. Plate, and Corona 


Gold Encased. 







Chromium $1.65 
Corona . . $3.00 


y= can remove the straight 
ends quickly without tools, 


mod GE ME X 
y COMPAN Y 


170 Thomas Street, Newark, N. !. 
CONSUMER PRICES INDICATED CHICAGO «+ SAN FRANCISCO +» TORONTO 





DISTRIBUTED THROUGH WHOLESALERS 
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GREATEST LIGHTER 





WORLD'S 





WORLD’S GREATEST LIGHTER 


TRAY 
No. 1 


TRAY 
No. 2 


Bb 
you ExTRs FOR 








10 EXTRA PROFIT. 


L. 
ES PUN 


rT MAKERS ~~ 


—_— always profit in quality 
merchandise . . . there’s good profit 
in quality merchandise that’s nation- 
ally advertised . . . there’s extra 
profit in nationally advertised qual- 
ity merchandise that’s well displayed. 
Ronson Products . . . highest qual- 
ity . . . nationally advertised . . 

now smartly displayed in three fine 
compartment trays given you FREE 
with assortments of tried and tested 
Ronson Lighter products—tried and 
tested for largest volume . . . for 


longest profit . . . for YOU! 


* * * 
TRAY No. 1 CONTAINS TRAY No. 2 CONTAINS TRAY No. 3 CONTAINS 
8 Ronson Princess 2 Ronson “Tuxedos”, 2 4 Ronson cigarette 
Models and 4 Ronson Ronson “Supercases” and ease and lighter 


Standard Models 


2 Ronson “Mastercases” sets 


NOTE: The Ronson ‘‘Supercase”’ is the newest addition to the Ronson 
Lighter family. Strikingly smart and different than either of its fellow com- 


* binations—in a special price class and with special appeal. Ask to see it! 
TRAY iota . P ° ° ° 
No. 3 Write NOW for catalogs and detailed information regarding 
these self-selling tray assortments 


Fifty Million 
Visitors to the — 
Chicago World’s 
Fair will see this 
magnificent 
Ronson Display. 
Come .. . See 
it yourself! 


Ronson Exhibit: 
Stere Number 3-B 
23rd Street Bridge 
Century of Progress 
Grounds, Chicago 
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ART METAL WORKS iv. aainan “is 





‘WE 0O OUR PART 
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Why you Uf volt: with, 








WE DO OUR PAR: 


Here are types of brace- 
lets which appeal to dif- 
ferent tastes. The filigree 
models are made in all 
colors and combinations. 
some with stone set buck: 
les. In black and white 
(rhodium) and _ black 
and_ yellow gold-filled 
they make smart fashion 
accents. They Retail at $3 
to $4. 


The hinged bangle mod- 
els continue popular. This 


season’s styles feature sicesasiielneainiitiabaelas 
Filigree bracelets are adjustable to three e e —. — Saag a ee oe 
ys new anti ue engine working sturdy sliding safety guard. 
pA yer above and one below the q ad These bracelets are made of high grade 
ee ee, turned and hand _ en- rolled gold plate stock. 
graved designs in three 
color combinations. They 


Retail at $4.50 to $6. 


In addition to this wide 
bracelet line Cheever- 
Tweedy manufacture 
pendant necklets, brooch- 
es and combination sets. 


Ask for Cheever-Tweedy 
bracelets from your 
wholesaler. If more con. 





venient, write us for an 
assortment which we will 
send through him. 








$ 
CHEEVER-TWEEDY & CO- INC. SU sratene 
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THE NEW Byughec Ee Nes CREATION 





« 6 ? The newest addition to the Bugbee 

& Niles Complete Fall Line. A three 
strand silk cord bracelet for ladies. 1/10-14K 
metal fittings. Adjustable center snap. 


TO RETAIL FOR 


$3.00 


We have just released our 1933 
Fall Catalog as sketched at left. Please 
retain this for reference. If your copy 
has not arrived advise us. Every item 
shown is styled correctly and is of the 
highest quality. 





Retail jewelers who take pride in the service they 
render, have since 1859 safely recommended 
any item stamped with our trade mark. 














The Mark of 
Better Jewelry 


ugbee S&S Nebes Company 


NORTH ATTLEBORO, MASSACHUSETTS 
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Ace of Spades 


Bracelet No. S-1377 


* Sterling Silver Rhodium 
Finished Delicate Pierc- 
ing. Adjustable. 


Ace of Diamonds 


Bracelet No. S-1363 


4 Sterling Silver Rhodium 
Finished Delicate Pierc- 
ing. Adjustable. 


“How long will it wear.” This ques- 
tion will be heard this Fall more than 
ever. There is satisfaction in selling 
quality jewelry, stamped with the 
Karat mark and gold content and 
backed by the reputation of this half- 
century old house. 


PLAINVILLE STOCK CO. 


PLAINVILLE, MASS. 


_— 









Pendant No. Y-1804 


Gold Filled Yellow 1/40 
12K Black Onyx Pearl 
Center Fine Black En- 


ameled 


, >) 





Ace of Clubs 


Bracelet No. Y-1367 ry 


Gold Filled Yellow 
1/20 14K 


Ace of Hearts 


Bracelet No. Y¥Y-1349 v 


Gold Filled Yellow 1/20 
14 K. Adjustable 


The bracelets illustrated are selected 
from a wide variety of new numbers 
created to give you beauty and quality 
at attractive resale prices. New Plain- 


‘ville quality creations in pendants, 


brooches, earrings and sport bracelets, 
all thoroughly modern and striking in 
individuality will be shown by your 
wholesaler. 
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“The A.B.C. is indispensable 


in appraising the real worth of any medium 


” 


Experts in advertising — those 
who specialize in and study ad- 
vertising know the real 


value of A.B.C. 
circulation, 










MEMBER 


The A.B.C.—founded in 1914—is made up of 
business papers, newspapers, magazines, farm 
papers, national advertisers and advertising 
agencics—a cooperative, non-profit organization, 
that stands for honest, known, paid, audited cir- 
culation. 


Buying advertising in a paper without the A.B.C. guarantee is like buying silver 
without the “Sterling” mark, or gold without the “Karat” stamping. It’s un- 
known goods—and today’s advertisers can’t gamble with their advertising 
dollars—they’ve got to know. THE JEWELERS’ CIRCULAR—for 64 years the 
recognized authority of this industry—is the ONLY Jewelry Publication a mem- 
ber of the A.B.C. 
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Announcing 7 


Two New and Different 
Adjustment Devices for Watch Bracelets 


The result of many months of constant development, these two new, patented, adjustable 
clasps put the finishing touch of superiority to the new models of A & Z Watch Bracelets. 
They are unique in principle and performance. 





ane _ 





Sunchroslide 


VY SELF ADUUSTING BUCKLE 








The buckle is easily adjusted to any size wrist by lifting 
a little spring catch in the back of the buckle and extending 
the movable link to the desired length. Once adjusted, it 
stays fixed until a change is desired. Like the former Syn- 
chroslide buckle bracelet, it is easy to put on and take off. 





Sznchroclasp 


4 
‘VV SELF ADJUSTING CENTER CATCH 








The trim, smooth-edge Synchroclasp center-catch for 
those who wish the two-part bracelet feature. Lift the 
cover on the face of the catch to remove the bracelet from 
the wrist. Inside the cover is a little catch. By raising this, 
the concealed extension-lock is released, permitting you 


Standardize on A & Z Bracelets and to move the sliding link for the most minute adjustment. 
profit by these exclusive features 
. « « and the customer - satisfaction Lf) nian 


[AéZ Chain Company 


and swift turn-over they make 
possible. 
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For the best advertising results, 
use the Jewelers’ Circular — the 
recognized authority of the 
jewelry trade—the ONLY jewel- 
ry publication a member of the 


A.B.C. 
i) 


The A.B.C.—founded in 1914— ° 
is made up of business papers, 
newspapers, magazines, farm 

papers, national advertisers and 
advertising agencies—a coopera- 

tive, non-profit organization that 

stands for honest, known, paid, 

audited circulation 








without Steam 


While going from New York to Chicago, a friend asked Mr. Wrigley, 
“Why don’t you quit advertising, now that your business is success- 
ful?” It was characteristic of Mr. Wrigley’s business acumen to 
reply. “How far do you suppose this train would go if the engineer 
suddenly cut off the steam?” 


We know of nothing more useless than a train with- 
out the power of steam to drive its great wheels. To 
the owners it’s a dead loss; to the passengers it offers 
absolutely no service. 


In industry a manufacturer’s products are on this 
train. They are of value to him only when they are 
of service to you. 


His business paper advertising is the steam that 
keeps the two properly coordinated. Business men 
know that to keep their train going they must keep 
up a full head of steam, and on a “grade”’ the pres- 
sure must be increased to the boiler’s maximum 
pressure. If they can’t make the grade, then it’s 
time to build a better engine. 


Progressive manufacturers have done and are doing 
exactly that. New products and equipment; im- 
provements on standard items; new, more efficient 
ways of doing things are being told about in the 
advertising pages of this magazine. These manu- 
facturers are making their products of real, worth- 
while value to you by consistent advertising. 


If it's worth making .... 443 woth adverctising_, 


No, 11 


Copyright 1932, Rogers & Gano Advertising Agency of Texas 
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Order thru 
our wholesaler 


WALNUT- 
VELVET 
DISPLAY 
FREE 


with every order 





MAKERS + QUALITY >» JEWELRY* OVER* QUARTER: CENTURY 
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PLUS THE CERTIFIED 


The important thing about Marquise is 
that the makers of 1847 Rogers Bros. Silver. 
plate designed it with their eyes open. They 
talked to style people, decorators. They 
talked to women. They found out today’s 
smartest trends. Followed them. That’s 
reason No. 1 why Marquise is going to be a 
winner. 


But more important—they are offering 
with Marquise something more than a new 
pattern. The Certified Coupon Plan—it’s 
called. It’s the smartest idea ever offered in 
silverware merchandising. And it’s not only 
going to sell knives and ferks and spoons in 
Marquise . . . it’s also going to send women 


1847 ROGERS BROS. 
Sircrplade 





J. W. JOHNSON 


14 MAIDEN NEW YORK 1. W. 47th 
LANE N. Y. STREET 


SILVERWARE SINCE 1869 
WHOLESALE DISTRIBUTOR 





4 H. M. MANHEIM & CO. LOUIS LEVINE 


Manufacturers Agent and Distributor 
Silverware @ Clocks ©@ Giftware 


87 Nassau St. New York, N. Y. 14 WEST 23rd STREET, NEW YORK, N. Y. 


Tel. COrtland 7-5652-3 Telephone GRamercy 5-1050 


Wholesale Distributors 





“The House of Service” 


J. J. SCHMUKLER & SON ESTABLISHED 1895 


Wholesale Jewelers AISENSTEIN & GORDON, Inc. 
133-139 Canal St. New York, N. Y. Wholesale Jewelers 
Tel. DRydock 4-890 712-14 SANSOM STREET, PHILADELPHIA 


ST 
Above are some of the leading distributors | | 
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PLAN 


back to your store for the fancy and serv- 
ing pieces. 

How? You'll give them a Certified Cou- 
pon Book with every set of Marquise. The 
coupons inside entitle them to a 25% reduc- 
tion on accessory pieces. That’s a saving 
women won't pass up. And this is an op- 
portunity you won’t pass up. For you get your 
full mark-up on all this extra business. 


COUPON 


Big, full pages, double pages in four colors 
announce this big news in the national mag- 
azines—in early September. You'll want to 
be ready. Get your Marquise order 
in now while our stocks are complete. 






















1847 ROGERS BROS. 
Sidra 











M. SICKLES & SONS, INC. 


Wholesale Jewelers 


DIAMONDS id AMERICAN WATCHES 
SILVERWARE, WATCH MATERIALS, TOOLS, ETC. 


907 Chestnut St. Philadelphia 





Ewing Brothers, Inc. 


Wholesale Jewelers and 
Jewelers Supplies 


5 PLAZA WAY ATLANTA, GEORGIA 


A. COHEN & SONS CORP. 


Wholesale Distributors 


984-586 Broadway, New York, N. Y. 





L. LURIA & SON 
The Silver House 


623 BROADWAY, NEW YORK 
DISTRIBUTORS 








ALEX SABIN & SONS, Inc. 


Wholesale Jewelers 
20 E. Broadway New York, N. Y. 


Tel. ORchard 4-1351 














of 1847 Rogers Bros. Silverplated Ware 
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a NEW pattern 


Marquise 


and the Certified Coupon Plan. 


E don’t get excited every time a new pattern comes out. But we're ready 
to cheer when a smart new pattern is brought out plus a smart new 
merchandising idea to put it over. 


That’s why we’re talking Marquise, pushing it for all we’re worth. It’s — 
more than a new pattern that reflects today’s style trend. It’s a pattern plus 
an idea. It’s backed up with a plan that will sell regular sets... yes, and © 
send women back for all the fancy and serving pieces. 


Listen. With every set of Marquise, you give a Certified Coupon Book, 
The coupons in this book are good for a 25% saving on accessory pieces that 
women need so much and buy so little. Every first sale means a repeat sale. 
Lots of repeat sales—because these coupons are good for 18 months. This 
means three to four times the silverware business you’ve done before. 


This big news breaks in the nation’s biggest magazines in early 
September. You won’t want anyone to get a head start on this business. 
So get your Marquise order in at once. We will fill it promptly from 
our complete 
stocks. 


And there’ll 


be a Certified A.G. BEGKEN 








Gonquetoninin Wholesale Distributors ‘ 

every 26, 34 or ; 

50 piece set. 29 East Madison Street ‘ 
CHICAGO 





BENJ. ALLEN & CO., INC. GRAFNER BROS. 





Wholesale Distributors Wholesale Jewelers 
TO THE RETAIL JEWELER ONLY eens aint 
The Silversmiths Bldg. AND DIAMONDS 
10 S. Wabash Avenue, Chicago, Illinois SINCE 1888 
818 LIBERTY AVE. PITTSBURGH, PA. 


1347 Rogcrs Bros. Silverplate 









Order your new “MARQUISE” Pattern in 


as well as Watches, Diamonds, Jewelry COMPANY 


and Silverware—from— 








Fifty Years of Service 


J. ENGEL & CO. INDIANAPOLIS 


Baltimore St. & Hopkins Pl., Baltimore, Md. 
“WHOLESALE ONLY” 1883 — 1933 

















Above are among the leading distributors of 1847 Rogers Bros. Silverplated Ware 
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NEWS 


THAT WILL ECHO 




















MARQUISE WILL BE ADVERTISED BY 14,500,000 MAGAZINE PAGES 


seen by well over 35,000,000 readers, in the next few months— 
double spreads—full pages—back covers— 


IN LADIES’ HOME JOURNAL, PHOTOPLAY, DELINEATOR. 
COSMOPOLITAN AND SHADOPLAY. 


The first big news breaks on September 10th in Cosmopolitan (October issue). 














The biggest news of all! 
Hime CERTIFIED COUPON PLAN 
means REPEAT SALES for 18 MONTHS 


on every set you sell! 
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1847 ROGERS BROS. 


Certified Coupon Plan brings customers back month after month . . . 


More business for you. . . More profit for you. 


HERE’S THE PLAN 

















To every woman who purchases a 26, @ Tell her that she can bring these cou- back? You know they will. And will 

4, or 50 piece set of Marquise at regu- pons in regularly, month after month, that make you feel good? It will. 
ler retail price, you hand this Certified for 18 months after purchasing her For you get your full profit on all this 
\q pupon Book. starting set and receive a discount of extra business. 


25% on salad forks, iced tea spoons, 


oyster forks and all the accessory flat- © We don’t have to urge you to write 
ell her there are coupons for all ware pieces covered by the coupons. for details. If you haven't already 
tware serving and fancy pieces placed your order, you'll want to sit 
tide. Every coupon is good for a ®@ Tell her these coupons will save her as down, do that, this very minute, for 
ying of 25°% on an accessory piece much as $50 in acquiring a complete the big news breaks September 10th 
match her set. service. Will these savings bring her and this plan may later be withdrawn. 





, 1847 ROGERS 


Silverplate 


A Product of International Silver Company, Meriden, Conn. 


NEW YORK CHICAGO ST. LOUIS SAN FRANCISCO 
9-19 Maiden Lane Merchandise Mart Ambassador Building 150 Post Street 


The mark of S —the world’s largest manufacturer of silverware 
International Silver Company —the world’s largest advertiser of silverware 


Reg. U. S. Pat. Off. 
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news to women—and SALES news to yy 


©How superbly MARQUISE answers today’s widespread 
demand for gorgeous decoration. [t is reminiscent of Old Eng- 
lish design but styled for today’s uses . . . its intricate die 
work is after the manner of the finest sterling. MARQUISE 
will not show scratches .. . it will permanently retain its 
beautiful French gray finish. Note the smoothly finished, belted 
surface between the fork tines . . . note the bright, lustrous 
spoon bowls . .. obtained only by the finest of finishing 
operations. MARQUISE, with its superb finish, is a pattern 


which cannot be imitated in cheap silverplate. 


© The grace and charm of MARQUISE make it especially 
appropriate for today’s informal entertaining. Open your 
newspapers. Read the society columns. Count all the buffet 
parties—the home entertaining that women are going in for. 
That's good news for you. It means that women must have 
adequate silverware . . . matching silverware. Not only knives 
and forks and spoons, but all the fancy and serving pieces 


needed for buffet entertaining. 


© This means extra business . . . and 1847 Rogers Bros. is 
making sure you get it. How? By inaugurating the Certified 
Coupon Plan with MARQUISE. Now you'll sell women 26, 


34 or 50 piece sets. But, more important . . 


THEY°LL COME BACK AGAIN AND AGAIN 
FOR THE ACCESSORY PIECES! THIS IS 
EXTRA BUSINESS YOU CAN COUNT ON. 


TURN THE PAGE AND READ ABOUT THE 


CERTIFIED CouPON PLAN 







































Elgin brings LIGHT... TIME... 
to the World's Fair 





YES PEER intently in the hushed half-darkness.. . 
Then—a line of red streaks across the giant map before 
the Hall of Science, where thousands have gathered to watch 


the Arcturus ceremony. 

A rising hum. . . and the voice of 
the star Arcturus speaks across a 
gap of 40 light years! How the 
crowds have waited for it! 

A thunderous signal breaks in. A 
lean finger of light pokes from a 
tower . . . sweeps the Fair Grounds 
... kindles every building to a blaze 
of light and color! 

Back in the Elgin Observatory at 
Elgin, Illinois, the scientist finishes 
his observations . . . 

Once again he has trapped a beam 
from far-away Arcturus—translated 











AN 


INVITATION 


I wish to extend to every Elgin dealer a most 
cordial invitation to make the Elgin Exhibit his 
headquarters at the World’s Fair. We are hold- 


ing open house. Feel free to come here to keep - 


your business and social appointments, or simply 
to rest and enjoy yourself. 


WA 


« 
PRESIDENT 
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It’s a sensation at the World’s Fair . . . the new Elgin 17-jewel baguette! See 
it on display at the Elgin Exhibit, Pavilion Number 4, General Exhibits Group 


it into an electrical impulse to throw the switches that each 
night illuminate the great World’s Fair of 1933! 
Thrilling—spectacular . . . yet only one part of Elgin’s con- 


runs on Elgin time! The 155 official 
clocks throughout the grounds show 
Elgin time from the stars. Official 
programs are scheduled on Elgin 
time. And the dropping of the Elgin 
“Time Ball” at each entrance an- 
nounces in a unique way the daily 
opening and closing of the Fair. 

Light from Elgin . . . Time from 
Elgin. . . and the amazing Elgin Ex- 
hibit—these three are making Elgin 
one of the outstanding features that 
will be long remembered by visitors 
to the World’s Fair! 
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ADMIRED 


AND 


DESIRED 


FOR THEIR 


ALLURING LOVELINESS 


O 


Leading jewelers everywhere are success- 
fully featuring Mikimoto Pearls—Genuine 
Pearls Cultivated. 


e) 


Their beauty—lustre—sheen, create that 
pride of possession desired by so many 
women who find joy in the beautiful. 
Alert jewelers are experiencing a_ brisk 
demand for Mikimoto Pearls. They can 
now serve their pearl preference patrons 
within a price range that is really sur- 
prising. 
O 


You will be convinced they are the finest 
pearls at the price. Exquisite in contour 
—well matched and graduated—luscious 
in color. 






See our beautiful exhibit in the Japanese 
Pavilion at the Fair in Chicago. Visit either 
our New York or Los Angeles office, but if you 
cannot personally call, we invite your inquiry 
by mail. 


K. MIKIMOTO 


New York Office: 
Los Angeles Office: 
Chicago Office: 






MI KIMOTO DEA R LS 


Genuine Pewls Cultivated 


551 Fifth Avenue 
649 South Olive St. 
Japanese Pavilion Century of Progress 


HEAD OFFICE: GINZA, TOKYO. BRANCHES: KOBE, LONDON, PARIS, BOMBAY 
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By Warrant of Appointment 
to Their Majesties 
of Japan 

















56 









THE JEWELERS’ CIRCULAR 
for September, 1933 








E OF/DA 


HELP Ve 
TIM 


W) 
= 
CJA 
=: 
=O 
n= 
=i 

































is Waking Ub! 


Te Wehiet for. a 





ty Watcks 








Reading from upper 
left to lower right: 


500 Platinum Baguette 
Concord, 17 Jewel move- 
ment. 


S5@O1 18K. baguette yel- 
low and white gold Concord 
17 jewel movement. 


502 14K. baguette yel- 
low gold Concord 17 jewel 
movement. 


3033 14K. Filled baguette 
with 14K. gold decoration 
Concord 15 jewel move- 











(The above watches have been photographed actual size) 


ment. 











Wirn economic conditions slowly moving in the right 
direction, hundreds of thousands of people—from coast to coast 
—are once more permitting their thoughts to play on merchan- 
dise of quality—things they have always wanted but could not 
consider. 


These are not idle words—there is concrete evidence of 
this forward trend in current statistics! 


In the matter of quality watches and clocks—for both men 
and women—we have never wavered from our rigid manu- 
facturing standards and are ready to serve you as we always have. 


Our new creations will enable you to profitably meet the “rising 
tide for quality” that is now definitely moving forward. 


CONCORD WATCH CO., INC. 


10 West 47th Street, New York, N. Y. 
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ENERAL OF SWITZERLAND TELEPHONE! BOGARDUS 4-5256 


ConsuLATE G Caste ADDRESS: SwiscoNnsut 
oe cree aaa 


FOR THE STATES oF: 


N.Y NORTHERN N. J+ CONN... R- 1, MASS~ ME. VT N. He 
PORTO Rico AND THE VIRGIN ISLANDS 


— 


PLEASE REFER TO —————— 





New YORK. N. ¥- 
YouR RereRENce ————— 468 FourTH AVENUE 


Editor of The J ewelers' Circular. Aucust 22, 1955- 
My dear wr. Willson: 


I wish to extend BY congratulations to you and your co-editors for devoting» in the 
next issues of your magazine, © special section to Swiss watches and the Swiss-Americen 
watch trade. I am sure qt will attract attentions as it will put pefore your readers 
a number of interesting facts- 


The watch trade is 46 complex 85 the me 

offers excellent possibilities for further development which can readily be recognised 
if today's masterpieces are compared with those of the pasts and the evolution to 

the time measuring instruments have been subjects it studied. ertain we es are, 

and will remain, ® Luxury» but ninety-nine percent of them have Long become & necessity 
in our daily life. Continuous improvements in style, and the ever-advencing scientific 
precision combined with honest +rade practices and nigh-clsss salesmanship» are bound 
to create 80 ever-increasing demand for watches, which opens to the jewelry industry © 
vast field for future developments notwithstanding the present yniversal crisis. 


In normal times the Swiss watch nanufacturersproauced annually 15-20 million watches 
out of which approximately 10% were exported to the United States- pifferent obstacles 
to the naturel development of international trade and various economic factors, ch 
have caused the depression, as well.8s certain deplorable +rade practices of unprincipled 
gndividuals >» have reduced the figure of the legitimate trade to & minisum. = can only 
regret this situation, put feel confident that by eradicating the manifold evils, the 
future ean be put pright for the watch industry - Any effort to {mprove the conditions 
and increase the use of watches will help the jewelty pusiness, and I shell be very giad 
to cooperate qnole-neer tedly to assist the trade oD its road to recovery and to solve 

the intricate problems with which it is confronted. 


The watch industry at large will greatly penefit by publicity, and these special 


j{asues of the J ewelers' Circular will enhance the volume of business betteen Seitzerland 
and the United States. 


The mutual relations between the two countries have always been most friendly, and 
I have no doubt that if we continue to further them whenever possible py working jointly 
for ®& rapid recovery here, 85 well as abroad, poth countries can only penefit. 
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Five Reasons 
Why You Should Sell 
Longines Watches This Fall 


1—You can guarantee Longines’ Accuracy and De- 
pendability! Longines’ achievements in aviation 
—Col. Lindbergh, Rear Admiral Byrd, Wiley 
Post, Rossi and Codos, Jimmie Mattern, Gen’ 
De Pinedo, Graf Zeppelin, Costes, Kingsford- 
Smith, etc.—have firmly established its position 
in the exacting field of aeronautics. 


2—Longines is a watch of international reputation 
and prestige. Ten Grand Prizes, 26 medals at in- 


ors = dh ternational expositions, and its position of First 
CS 














s place at the leading observatories of the world 
cA a) yy have proved its merit in the most severe tests. 

4, 
rat 4 3—Longines’ service organization is prompt and 


(ACYi efficient. Parts are interchangeable and can be 


obtained on 24 hours’ notice, eliminating annoy- 

















() Y ance, delay and inconvenience to your customers. 
Me 4—The Longines advertising programme and daily 
my = broadcasts throughout the United States and Can- 
AS ada over a period of many years, based on real 
= features and quality, have made “LONGINES” a 
AQ= familiar name to the public, synonymous with the 
os ye “correct Observatory time.” 
oe ; —4 
ae 5—The Longines trademark is a protection to the = 
== reputable “leading jeweler.” The Longines — 
—= franchise is offered to leading jewelers only. No ne ae 
—- distribution is made through jobbers, department — 
— stores, mail order houses, or “cut-rate” jewelers. oon 
= For further information write to == 
a A. WITTNAUER CO. = 
== EST. 1866 = 
—— 402 Fifth Ave. New York City == 
=| GENEVA MONTREAL CHICAGO a 
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will profit by this 





NEW PLAN 






































Out of all the world’s fine 
watches Omega was chosen 
to time the Olympic Games. 
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Omega flew the Atlantic with 
Air Marshal Balbo... another 
tribute to supreme precision, 





HAT IS WRONG with the Watch Trade? Is it 
Wie Manufacturer’s fault? Is it the Retailer’s 
fault? What can be done about it? 

Omega faces these questions squarely and 
vives a frank answer in the new Omega Plan. 
This plan is no cure-all. It won't make good 
merchants out of bad merchants, nor will it take 
the place of intelligent policy and merchandising 
sense on the part of the retailer. 

But at least this plan has the merits of meeting 
the issue instead of ducking it, and furthermore 
it wasn’t conceived behind the sales manager’s 
desk but was actually worked out on the firing 
line in cooperation with leading jewelers. It’s 
your plan quite as much as Omega’s. 

Send for the book and read it. To whet your 
interest we will tell you just one thing: in this 
plan the time-honored policy of Omega, Complete 
Protection and Restricted Distribution for Omega 
Jewelers, is brought to its highest point. 


John R. Wood Sales Corp. 


General Offices: 
1325 ATLANTIC AVE., BROOKLYN, NEW YORK 








Hresen ting 
KING CEDRIC 
a New Design 


_ A presents a new design, superbly 
royal, created in the modern spirit and fashioned 


to a loveliness like hand-made Silver. 











sama SP POPE LEOUPE PLES ddd 


Yi COMMUNITY PLATE 4 « 


S cadershup ZL Design Cluthorily \s SS 


See Pages 12 and 13 for Complete Sales Plan on this New Design 
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